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WISS8 
Hedge Shears 


Out-selling every other brand where they are 

sold side by side, Wiss Hedge Shears set an 
enviable record. They are the easiest cutting, 

best balanced, and strongest tools of their 
kind. Special features are: Unbreakable forged 

steel construction, comfortable handles, over- 

size bolt, finest cutlery steel blades (one ground 

to a knife edge, the other saw-toothed to hold 
twigs and branches without slipping). .. . Made in 
five sizes, selling at $2.75 to $4.00. 


4 “4 - 
Grass Shears 
A new and improved pattern. Handles are offset 
(like the handles of hair clippers) for easy cutting 
without cramping the hands. Finest steel blades, 
hold their edge. Adjusted like cloth-cutting shears. 
Will cut crab-grass easily. ... 


Pruning Shears 


Wiss Pruners are made in seven different patterns, 
selling at $1.50 to $4.25. There is a tool for every 
class of trade at prices to suit every customer. 


National Advertising 


These goods are Nationally Advertised in publications reach- 
ing over a MILLION home-owners. The magazines used 
are House and Garden, Better Homes and Gardens, The 
American Home, and House Beautiful. 





J. Wiss & TONS CO... eEst.is4s, NEWARK.N. J. 
— ee a 
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And so it is! As Paris as Place de la Concorde. As Paris as a frock by Callot or a hat by Madame 
Agnés. Speaking, of course, about these new chests and trays designed in Paris for 
1847 Rocers Bros. Silverplate. Designed by one of the leading decorative artists in Paris. 
He has taken red-and-silver, and silver-and-gold, and a great talent and created the smartest 
silverware containers that ever helped to make a sale faster . . . easier ... and more profitable. 


All patterns can be procured in Paris clothes ... and in “twelves,” “eights” and “sixes.” 


! Write for booklet JH to 


No 1929 silverware counter is quite complete without them! 


Dept. E, International Silver Co., Meriden, Connecticut. Salesrooms: New York, Chicago, 


San Francisco ... Canada: International Silver Company of Canada, Ltd., Hamilton, Ontario. 





NO. 834M IN SILVER-AND-GOLD TRAY.. AMBASSADOR PATTERN ILLUSTRATED, KNIVES WITH MIRROR FINISH STAINLESS BLADES, $69.75 [RETAILPRICE} 


1847 ROGERS BROS. 


SILAVE RPLATE 
__ ed EEO Oe LW 
. A. Entered as second 


HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street. New York, N. Y., U. Ss. 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. S. A.) $3.00 per year. Single copies 
25c. each. Vol. 128, Na 18. . 
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; This special Vaughan : - a — * on —* 
: oath. of tkdecs woo =, pga 
: handles permanently 
“y disposes of your prob- 
a lem of attractive axe 
ae VAUGHAN 
V&B 
AUGHAN .& BUSHNELL fine tools 
: have played an important part in 
é the building and advancement of practic- 


ally every North American hamlet, 
village and city since 1869. 


Vaughan Super-Steel Axes, with two- 
tone handles of selected second growth 
hickory, are built for real work. They 
represent a high achievement in the tool 
makers’ art. 


Before placing your requirements for 
the coming season for axes investigate 


the Vaughan & Bushnell Line. 


VAUGHAN & BUSHNELL 


Makers of Fine Toots 
2114 Carroll Ave.~ ~ Chicago. Hh U.S.A, 


THE CENTRAL LOCATION OF THE VAUGHAN FACTORY INSURES FAVORABLE FREIGHT RATES 
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== BUS OR THE "FUTURE : 


= Cc. ATKINS 


Atkins THE SILVER STEEL SAW PEOPLE 
Always ee INDIANAPOLIS, 
Ahead BRANCH 


ATLANTA MEMPHIS CHICAGO SAN FRANCISCO. MINNEAPOUS SEATTLE 
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sTEEL SAWS 


“A Perfect Saw for Every Purpose” 


OAMOr>rmM- MEA HNE>FHW W2K—-KRIAY> MxX>z 





"S TOCK ATKINS PRODUCTS | 


& CO MPANY 


ESTABLISHED 1857 It Pays 
INDIANA, U. S.A. —— Se to Buy 
HOUSES: Atkins 


NEW ORLEANS VANCOUVER, 8.-C. NEW YORK CITY PORTLAND, ORE. PARIS, FRANCE 
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me“ Drive-on’ NoMar.. 


Swivel joint permits tilt- 
ing of furniture. The 
broad base remains flat 


on the floor. 








Sharp edged hollow tube 
drives in without boring 
hole. Gives solid grip. 





Smooth, unbreakable Atla- 
site base. Spreads weight. 
Saves floor. Slides freely. 





eee new Bassick 


OU already know NoMars . . . the modern floor-protectors 
for furniture. Now let us introduce the NoMar that can be 
applied on furniture not bored with caster-holes . . . the new 
“Drive-on” NoMar. 
Simple and easy to apply they are . . . a minute or so with a 
hammer . . . and presto—they’re on . . . on to stay till they are 
wanted off. 
No need to tell you that they are unbreakable . . . nor how they 
protect rugs and linoleums and polished wood floors. You know 
all this from selling the socket NoMar model. 
But you do want to know what this newest Bassick feature means 
to you in sales and profits. 


A complete caster and floor protection line 


The “Drive-on” rounds out your line. With it in stock you need 

not lose a floor protection sale. For you have:— 

Casters for heavy furniture that needs frequent moving. 

NoMars with sockets for lighter pieces, or the heavy stationary 
furniture. 


Drive-ons for those pieces that need NoMar Rests but which are 
not bored for caster sockets. 









Bassick NoMars have 
filled a long felt want 
for housewives. With 
“Drive-ons”’ they fill the 
need completely. 








LSS [ py ean 
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Stock the “Drive-on” NoMars and your service is complete. 
Never a request for furniture supports need go unfilled . . . never 
a profit need walk out your door. 


‘You can recommend “‘Drive-ons” with complete confidence. They 


are true brothers to the other trustworthy Bassick products. 
A sales hint that means more profit 


Display your Bassick items together . . . casters .. . and the two 
NoMar models. Talk complete protection for floors. Use open 
display . . . out where customers can see and handle the goods. 
They'll need little selling. 

“Drive-on” NoMars are being advertised 
Magazine advertising will tell the men and women of America 


about “Drive-ons” .. . part of the biggest advertising campaign 
put behind any similar line in 1929. 
Get them in stock and display them 

Don’t wait for a salesman to come. Write to your jobber and 
order them now . . . be ready and cash in. Get these sales. Get 
these profits. They’re yours for the taking. Again we suggest . . . 
be ready. Order ‘‘Drive-ons” today. 

THE BASSICK COMPANY, BRIDGEPORT, CONN. 


For 33 years leading makers of Casters and Furniture Rests 





The Bassick Company, Dept. HA-4 

Bridgeport, Connecticut 

1. Rush me information on “Drive-on’’ prices and profits. 

2. My jobber hasn't “Drive-ons” yet. His name is........-...-.-.------------ Have 
him send me...... cartons (packed one dozen sets of assorted sizes to the carton). 


This is the driving tool 
<= that is packed with each 
set of “Drive-ons.” 


Application of a “ Drive- 
on” is a simple task. Hold 


in place with the 


handy driving tool. . . 
and drive it on. 


Bassick Casters are 
known for excellence 
wherever furniture is 
used. 
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EWSPAPER advertising covering dealers’ selling 

territories is only one of the methods by which 
Reznor Gas Heaters will be brought to the attention of 
householders during the Fall season. 


The advertisements will present the new and attractive 
features that make Reznor Heaters so distinctive in 
appearance and of general desirability. 


In every instance the object is, of course, more sales 
and more profit for the local retailer—for every adver- 
tisement will be designed as a sales starter. 


Remember that Reznor is the advertised line of gas 
heaters. 





Nt . 


i 
J€ 


Ya, ay 


Next month, in this publication, we shall announce 
Reznor on the Radio—presenting the Reznor plan 
for broadcast advertising to be done this Fall in 
conjunction with other Reznor advertising. 








REZNOR MANUFACTURING CO. 
Mercer, Pa. 
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Rigid Inspection...Honest Grading 








Each handle turned out by the Turner, Day & Woolworth Handle Co. is carefully inspected 
and honestly graded. From selecting the material to packing the finished product each opera- 
tion is supervised by workmen who hold rigidly to the principle that every handle in each grade 
must be of uniform quality. The Turner, Day & Woolworth Handle Co. has been making 
good hickory handles for more than 70 years and it has always aimed to give dealers a product 
upon which they could rely to be uniformly good. 

Select your requirements from these standard grades. They include every type of handle 
that your trade may need. The imprint of T. D. & W. on each handle is a positive guarantee 
that it is right. 


A FULL LINE FROM WHICH TO CHOOSE 


Ask your jobber to give you prices and full information. 


White Hickory Handles 


Longer than 24” 


DANIEL BOONE GRADE: 

Superfine selection of all white, heavy weight, SEC- 
OND GROWTH Hickory, a perfect handle. 
PERFECTION GRADE: 

Extra selection all white, good weight hickory, a 
perfect handle. 

TRIUMPH GRADE: 

Selected white, good weight hickory, permitting 

occasional small streaks, slight blemishes. 


24” and Shorter 


DANIEL BOONE GRADE: 

Superfine selection all white, heavy weight, SECOND 
GROWTH hickory, a perfect handle. 
PEERLESS GRADE: 

Extra selection white, good weight hickory, permit- 
ting occasional slight streaks, free from defects. 


Mixed Red and White Hickory Handles 


Longer than 24” 
HERCULES GRADE: 


Extra selection mixed red and white, heavy weight 
hickory, a perfect handle. 
SUCCESS GRADE: 

Selected mixed red and white, good weight hickory, 
permitting occasional slight blemishes. 
EAGLE GRADE: 

Mixed red and white hickory, with defects which do 
not injure utility. 

/ 24” and Shorter 
DAISY GRADE: 

Selected hickory, principally white, good weight, per- 
mitting some red wood or light streaks. Free from 
defects. 

BEAUTY GRADE: 

Principally white hickory, permitting some red wood 

and slight defects in grasp or eye end. 


The most economical distribution of Hickory Handles is through 
the retailer supplied by the wholesaler as proven by our 


experience of fifty years. 






LOUISVILLE, 


§, WOOLWORT, 


INCORPORATED 


yan® a 8 


ESTABLISHED 





'ess 


KENTUCKY 
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S a 2 to 1 proposition, any way you look 

at it. For YOU, Osborn Brushes earn 
twice the profit, on the average, over cheap 
brushes. For YOUR CUSTOMERS, Osborn 
Brushes do twice the work, often more, than 
poorly made brushes. And because they 
are built to do their work right, Osborn 
Brushes bring back at least twice as many 


a amet Cha a wisn gti a Pet > ae . 7 na 
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= is Worth Two on the Shelf 
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“repeat” customers as ordinary brushes. 


There must be some reason why Osborn 
Brushes have seen 37 years of successful 
selling. We know the reason and we will be 
glad to explain it—if you ask. 


TE OSBORN MANUFALTURING LOMPANY 


5401 HAMILTON AVENUE - CLEVELAND, OHIO 


Branch Offices: New York, Detroit, Chicago, San Francisco, Los Angeles 
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YOUR AXE IS ONLY AS GOOD 
AS THE HANDLE You 
PUT AN IT. 
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r you wath 
e tinest mn axe e handles. 
here it Is. 


Thousands of American King Special Axe handles 
have been selected by buyers because the dealer 
handed this super-quality selection to the buyer first. 
Take a clean American King from the dust-proof glass- 
ine envelope out of the display carton (12 to carton) 
and let the customer buy. Don’t hand him a dirty, 
under-counter handle, covered with dust and expect 
to make an enthusiastic sale. You can’t represent 
quality ever in a dirty item. 

We merchandise handles for dealer and jobber and 
double profits. Takes a little effort—a little thought. 
If you want more profits—write. Also other lines to 
follow up with. 


AMERICAN HANDLE COMPANY 


—e Arkansas 


Chicago Office. . Oe, Cee em ieee 























174 N. Wacker Drive 


Portland, Ore., Office. ais news an oets .486 E. 22nd St., North 
PES ORs Fig SOUID 8 aden snseves — <a .41-49 Lincoln Ave. 
El Paso, Texas, Othice Lake rasan ieeube es 1103-1105 Noble St. 
Waco, Texas, SUN gia o's a te's Sids Sass kee Re weaaee P. O. Box 1011 
Atlanta, Ga., yoo ee ee ...707 Fourth ‘TE: Bank Bldg. 
MCR a SOK 5. Ss ASoa pace ony wie Seceaes 715 California St. 


Toronto, Ont. peer NGG vunckorabesees sdsareeneeee 39 Tyndall Ave. 
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Do the Chisels You Sell 
Measure Up 


to these Requirements? 











Are they made from the highest grade tool 
steel? 





Will they hold a keen edge? 






Are they constructed with blade and socket in 
one piece? 









Are they durable? 









Does the finish do justice to the material be- 
neath the surface? 





Union Hardware Chisels measure up to ALL 
these requirements and their reasonable price 
often enables the dealer to sell two chisels 
where he formerly sold only one. 







Patterns and sizes for every need. Also Chisel 
Handles and other tools. 






Most Jobbers handle the Union Hardware 
Line. If your Jobber doesn’t—write to us 
and we will refer you to the nearest Jobber 
who does. 













= 


HARDWARE COMPANY 


Reg. U. 8. Pat. Off. 
Established 1854 Incorporated 1864 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
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Enlisting the Aid 
to Help You Sell 
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A FILE FOR EVERY PURPOSE 
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er provides the neé 
automatic regulatiqn. 
LOW PRICE PER“G . 
TIONAL CONSTRUCTION features 
make it the finest pump built for direct 
home water systems. For full informa- 
tion and discounts write 


E DEMING COMPAN, 
1880 <n Salem, Ohi¢ 


8 















\ 






















The NEW Deming Figure 2085 


With the new automatic air con- 
trol feature which automatically 
maintains the proper volume of 
air in the.water tank. Prevents air- 
binding or waterlogging. This 
new feature, together with the 
LOw COST PER GALLON and 
SECTIONAL CONSTRUCTION 
features make the Figure 2085 by 
far the most popular of com- 
plete home water systems. 




















Table of prices and sizes 
























































Fig. 2085 | Fig. 1885 
System : Capacity List i ; : Capacity List 
Lg = Rela 
265 | $106.00 || 1 “265 =| $ 75.00 
315 112.00 1% 315 81.00 
¢ 480 153.00 y 480 128.00 
is 480 172.00 Zz 480 128.00 
; 600 187.00 2% 600 143.00 









Above prices are f. o. b., Salem, Ohio 


ine 
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Space at side of seat i No posts or irons 
frame saves time by |i : a, | 4 exert “ve 
# : : oading—no bolts 


permitting more un- |, 
loading from the or nuts to damage 
merchandise. 


New inside panel: construc- 

tion permits maximum load 

width with no wheelbase 
interference. 


Three ply veneer panels : ” 
covered with felt and Wide 30’-sedan-type 
heavy anti-rust auto- doors eliminate small 
mobile sheet steel. rattling windows and 
make signaling easy. 


Rounded rear corners elimi- 
nate tacked-on mouldings 
and add sfresgth and rigidity. 


Hercules bodies are better 


because they are 
built better — 


A study of Hercules construction methods, as 
exemplified by the above illustrations, will con- 
vince any buyer of truck bodies that the Hercules 
Better Business Body is better built— 


—and a comparison of prices will convince him 
No. 1918 Imperial DeLuxe that the Hercules Better Business Body is by 
Panel Body for Chevrolet tae ° . 
Light Delivery Chassis. far the greatest value it is possible for him to 
obtain, anywhere. 


HERCULES PRODUCTS, INC., EVANSVILLE, IND., U.S. A. 
HERCULES PRODUCTS, LTD., WALKERVILLE, ONTARIO, CANADA 


HERCULES 


WORLD’S LARGEST BUILDER OF BETTER BUSINESS BODIES 





|| There are Thousands Like Him 
Who Oug ht to Have Wheelbarrows! | 
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E’LL do it the same way this summer — if 

you let him. A shovelful at a time! Yet 
he—and his neighbor, and his neighbor’s neigh- 
bor, and hundreds more—are going to do with- 
out a wheelbarrow this year, or borrow one—if 
you allow them. Don’t allow them! Sell them 
GENERAL “No. 100.” 
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Look for the 
Orange Handles 


General ‘No. 100" has set and maintained a new 
standard of value in steel tray, steel leg barrows 
for home use. It has a 3 cu. ft. capacity tray; is 
strong, permanently tight, and light and easy to 
handle: and sells at an attractive price. 





If you want to handle Garden Barrows, here is 
another year-ahead General value. General Gar- 
den Barrows come in beautiful color combina- 
tions. Tremendous display and sales possibilities. 








How else can 
you buy sO p 
much real [| 
convenience | 
and usefulness 


for $6 22° 


GET ONE NOW 


a 








_ i - and Heres a Way 


aa * Dealer 
put your price here 


to Remind Them 


1. Display GENERAL "No. 100” and the GENERAL 
Garden Barrow where customers can see them. 

*2. Put your own price on each. 

3. Point out the years of service and convenience to be 

had from so small an investment. 


4. “Ask them to buy’— NOW. 


7 an. purchase can a home owner make 
that will save him so many steps, get 
his spring and summer work “around the 
place” done quicker and more easily, and 
last a lifetime? A lot of John K. Husbands 
are awaiting just such a reminder from you. 
There’s a big replacement market open 
to you, too. Your display will lead scores 
more to discard their old ramshackle, cum- 
bersome antiques, and buy spic-and-span 
new GENERAL No. 100’s. 

So we say——display GENERAL “No. 
100” prominently, and get the business. 
On your floor. In your window. On the 
sidewalk, It’s the super-value in the home 
barrow field that took the wheelbarrow 
out of the staple class and turned it into 
a swift-selling, profitable specialty. 


GENERAL WHEELBARROW COMPANY 


Headquarters for Wheelbarrows, Concrete Carts, Steel Mortar Boxes, Salamanders, 
Coal Chutes, Agricultural Implements, Plow Shapes, Scrapers, Road Grader Blades 


3140 East 65th Street 


Cleveland, Ohio 
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Thousands of dealers 
are now recommending 
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For over 50 years Alabastine has been proving 
itself a wonderfully sanitary, inexpensive and ex- 
ceptionally durable wall coating. Thousands of 
thoughtful, far-seeing dealers are now laying the 
foundation for an enormously profitable repeat busi- 


ness by recommending this proven and _ tested 

superior wall coating. Suitable for all interior sur- Alabastine 
faces including plaster, wall board, canvas, brick or Look for the Cross and 
cement—this ever-growing popular coating offers Circle Printed in Red 
absolutely unlimited sales-making opportunities and on every Package 


tremendous profits. 


Any jobber will supply you with Alabastine. Or 
write us direct and we will put you in touch with 


the nearest jobber. =ALABASTINE 


= 
ALABASTINE COMPANY i 
823 Grandville Avenue, Grand Rapids, Mich. ‘i 
& 
‘d 


Mixed in One Minute —_— ane —e , 
With Cold Water. Ready warm water ONE-MINUTE AND. IT'S Alabastine 
READY TO USE. White and 20 colors — FREE Help 


all pen easy 4 — from color 

card, and any tone through intermixing. 

Only wall brush and pail needed. fe or D ealers 
Sold only in 5-pound packages with trade- : 

mark cross and circle printed in red. Our liberal array of 
Suitable for all interior surfaces—plaster, dealer helps includes win- 

wall board, brick, cement or canvas. dow cards, counter dis- 
a eae Se a uniform, won oe plays, color cards, booklets 

wall coating with a 50-year reputation for ; : . 

excellence— WITHOUT AN EQUAL. yoke Ate ae — 

on’t rub off if properly applied; but and new Upaline effects. 

washes off easily when change is desired. Impressive booklets de- 

Durable, sanitary, beautiful, inexpensive, scribe new and varied 

non-fading. One package will cover about e | ; 

350 square feet of smooth wall. 30,000 uses for Alabastine Dry 

stores sell Alabastine. Positive Color. 
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Bridge _ builders, 
miners, _ contractors, 
car builders and rail- 
road and_ shipyard 
workers need the 
Snell Construction 








When the job de- 
mands a deep hole, 
the Snell Construction 
"y is your one best 
vit. 








Boring in green 
wood tests the mettle 
of bits and men. For 
hard heavy duty like 
this the Snell Con- 
struction Bit is b 
test superior to all 
others, 


No. 666. Con- 
struction Bit. 


Fit a Snell into the 
machine for that bit 
of tough wood work. 
Snell Bits are de- 
signed for heavy duty 
—stiffer—stronger. 


~ 


: 
~” CONSTRUCTION 


the new SNELL Construction Bit 
Shiffer- ronger - Lougher 
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No. 660. In- 
Stallation Bit. 








You can sell and recommend Snell Bits 
on their long time merit. For rough work 
under severe strain and abuse. A Snell 
Bit will stand up on the job. 


The head leads its own way through as 








the keen edges of unique design bite into 


ae ce, ‘Seageae the wood. Each bit made of Special 


in the wind, a sudden H H 

poe oo analysis steel and tested in wood under 

ruin an ordinary bit. strain before shipping. 

Here the great ~— 

ness and strength o a 

the Snell Construc- Stiffer—stronger—tougher. Booklet and 
it . ° 

neve Srier'e am dealer information on request. 

others. 


Sales Representatives 


John H. Graham & Company, Inc. 


113 Chambers Street 
New York City 


je. 660D. In- 
sulator Pin 
Bit. 


Snell Manufacturing Co. 


Fiskdale, Massachusetts 








eda 


re fa 
Sus PSS 





HARDWARE AGE for MAy 2, 1929 


23 





The Magic 
of Distribution 
is Common Sense 


ROM some of the so-called distribution 
methods that have sprung up in recent years 
one would gather the impression that the distri- 
bution of merchandise is some sort of magic. 


It is. But the magic is common sense. At Foster 
we have been practical, we have accepted the 
idea that the best and therefore least expensive 
method of distributing bolts and nuts and cap 
screws is through the jobber. 


And until a workable, common sense substitute 
method is found we shall continue the policy 
believing wholeheartedly in its advantages alike 
to manufacturers, jobbers and dealers. 


Truly, the magic of distribution is common sense 
as it is also the magic of successful manufacturing, 
wholesaling, retailing or any form of endeavor. 


THE FOSTER BOLT & NUT MFG. COMPANY 


CLEVELAND CHICAGO 
Union Ave. and East 72nd Street 6249 to 6265 West 65th Street 
Telephone BRoadway 0840 Telephone Hemlock 4484 
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BOLTS*> NUTS 
CAPSCREWS 


in Big Business 
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Where does service begin? 


Service is a word that has been sorely abused and too 
often used as camouflage for products without merit. 





Natienal 


service begins with the manufacture of quality hard- 
ware, with ample production facilities. Speed and 
accuracy in filling and shipping orders! National is 


ready and dependable. 


Catalogs, working models, advertising material and 








Natienal makes hard- 


ware to serve every building 
purpose—a complete line. 
The following items are 
all big sellers: 


BARN DOOR HANGERS 
BARN DOOR RAIL 
GARAGE HARDWARE 
DOOR LATCHES 
SCREEN HARDWARE 
STRAP AND TEE HINGES 
HALF SURFACE BUTTS 
MORTISE BUTTS 
ORNAMENTAL HINGES 
CUPBOARD TURNS 
SASH LOCKS 
SASH LIFTS 






































dealer helps compose the 
list of service aids that 
prove profitable to National 
dealers. 


Thousands of dealers in the 
United States know and 
enjoy the prestige of 
National Builders’ Hard- 
ware. Write us today for 
full information. 


National Manufacturing 
Company 
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All these features 
and more ~ wv 
: for less money! 
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Here is the first important Carpet Sweeper 
news in years: Capital has improved and 
modernized the carpet sweeper — 
and lowered the price! 





Sweeper is the result of years of 
study and experiment in an effort 
to bring the carpet sweeper up-to- 
date. Those years have borne fruit, 
for the new Improved Capital has five 
exclusive features: 


The new Improved Capital Carpet 


—a one-piece rigid top 
—oil-less wooden bearings in steel disc 
wheels 


—oil-tempered steel springs permanently 
flexible 


—oil-tempered carbon steel trouble-proof 
anti-tip device 


eRe: 
be Aieh 


i —absolute interchangeability of parts 


And eleven smproved features, including an 
absolute guarantee against mechanical defects! 


The new Improved Capital is mechanically 
right and priced below any ever asked for 
a carpet sweeper of real quality. 


If you consider yourself an alert, aggressive 
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Capital S010 RUBBER 
CARPET SWEEPER PROTECTOR 


the new improved 


Capital carpet sweeper 







NEEDS ue OILING 


Matching the color vogue in house 

furnishings, Capital po this improved carpet 
sweeper in Jade Green, Canary Yellow, or Mist 
Grey at slight additional cost. 

merchant, you cannot afford to miss the 

opportunity for learning more about the 

new Improved Capital Carpet Sweeper. 

Fill in and mail the coupon—now! 


CAPITAL FURNITURE MBG. CO., Dept. 75 
Noblesville, Indiana 


Dear Sirs: eee send me full details concerning 
the new Improved Capital Carpet Sweeper. I am in- 
terested in your dealer proposition. 


pn See ene ee 


pocc--------- 


CAPITAL FURNITURE MFG. CO. 
NOBLESVILLE, INDIANA 


Manufacturers of Carpet Sweepers, Bridge Tables, Bridge Chairs, Radio Cabinets, 
Radio Reproducers and Units 


rer see 
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A Yard Enclosed With 


Cyclone Fence.... 


means more valuable 


“Red Tag,” 
Mark of Quality 


Use this point 
when selling lawn fence! 


fence. Take advantage of the popularity of 
Cyclone “Red Tag” Lawn Fence. Let your cus- 
tomers know you have the kind of fence they 
know and want. That’s the way to do a bigger 
fence business. 


Real estate men jump at the chance to feature 
Cyclone Fence when advertising homes. The 
name “‘Cyclone”—known to home owners every- 
where—stands for quality and permanence. It 
not only increases property value because of the 
protection it provides, but also tells the buyer 
that discrimination was the watchword of the 


builder. 


If the name Cyclone will help real estate men 
sell homes, it will certainly help you sell lawn 


SS 


yy 


Now is also the time to sell Cyclone “Complete 
Fence”—furnished complete with fabric, posts, 
fittings, galvanized steel framework and gates. 
Estimates supplied covering materials only or 
complete erection service. Write for catalog. 


CYCLONE FENCE COMPANY 
Main Offices: Waukegan, IIl. 
UNITED STATES STEEL CORPORATION 


Works and Offices: North Chicago, Ill.; Greensburg, Ind.; Cleveland, Ohio; Newark, N. J.; Fort Worth, Texas; Tecumseh, 
Mich.; Oakland, Calif.; Portland, Oregon 


Pacific Coast Division: Standard Fence Co., Oakland, San Francisco and Los Angeles, Calif.; Portand, Oregon; Seattle, 
Washington 


Direct Factory Branches in All Principal Cities 


CYCLONE “RED TAG” WIRE 
SCREEN CLOTH 


Easy to sell because it carries the prestige of the 
well-known “Red Tag” label. Standard Cyclone 
quality. Galvanized or painted black. 100 lineal 


lone %! 107 


G REG.U.S.PAT. OFF. 


property ! 
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“I’m selling these 
three mowers 
like hot cakes,” 


SAYS THE Old Gardener — 


2yss 


x 





ND here’s how: 


“North, South, East and West, hundreds 
of thousands of mower users are seeing the 
PENNSYLVANIA National Advertising, which 
features a picture of me, together with cuts of the 
three mowers shown on this page. 


“All this advertising tells the magazine readers 
to look for the nearest hardware store displaying 
the LIFE-SIZE, full-color cut-out of me push- 
ing a genuine PENNSYLVANIA Quality ma- aid oe 


chine. SYLVANIA Junior, 


“And, believe me, these folks are both looking ee 
and buying!” 


If you do not have this striking cut-out, write us 
today and we will send it promptly, together with 
our complete 1929 package of FREE Dealer 
Helps. In writing, be sure to give your JOB- 
BER’S NAME, and the names of any PENN- 
SYLVANIA Quality BRANDS you carry. 












The New Wm. Penn 
PENNSYLVANIA LAWN MOWER WORKS Ball Bearing. Ome ise = 
1615-35 North 23rd Street, Philadelphia, Pa. a \ hy 


ENNSYLVANIA - 


Quality 


; LAWN MOWERS 
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No line of Hay and Grain 
Unloading Tools is so thor- 
oughly introduced and in 
keeping with today’s unload- 
ing standards as the MYERS. 
Years of experience, years of 
progressive improvement, sup- 
ported by a complete line of 
Unloaders, Forks, Slings, Pul- 
leys, Tracks and Fixtures, 
have a very definite merchan- 
dising value for dealers. What 
does this mean to you? Just 
this: In your trade area there 
are’many, many farmers who 
have used, are using or are 
familiar with Myers Hay and 
Grain Unloading Tools. With 
the coming of another harvest 
they are the ones who will be 
asking for the MYERS. Be 
prepared to support and take 
advantage of this demand by 
placing your specifications 
early. One of our representa- 
tives will see you, or if you 
prefer we will quote direct. 

Write or wire. 


D steel Track 


LING UNLOADER 
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Uniform Quality always 


with 


Libbey-Owens 


flat-drawn clear sheet glass 




















‘€ DEALERS 
everywhere prefer LIBBEY-OWENS flat- 
drawn clear sheet glass because they 
have learned from experience that it 
is always uniform in quality. 

This month, last month, next month 
—its quality is always the same— 
always high. 

This uniformity—a real asset to the 
dealer who prides himself on keeping 
the goodwill of his trade—is the result 
of the exclusive process of manufac- 
ture used by LIBBEY-OWENS. 


By this process glass is produced 
which is truly flat, uniform in thick- 
ness and strength, which can be 
cut, handled and glazed with a 
minimum of breakage, and which 
has a brilliant lustre suitable for the 
finest windows. 


LIBBEY-OWENS glass is the only 
nationally advertised window glass. 
Ask your jobber for it by name, and 
cash in on the rapidly increasing 
consumer interest in this quality 
product. 
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THE LIBBEY-OWENS SHEET GLASS COMPANY 
TOLEDO, OHIO 





s LIBBEY-OWENS FLAT-DRAWN CLEAR SHEET GLASS FOR WINDOWS 
Distributed Through Representative Glass Jobbers and Used by Sash and Door Manufacturers Everywhere 
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6 Million 
Hand Tools Need Replacement 


You can greatly increase your business by showing every customer 
how to save time and labor by replacing his old, worn out, broken 
and misfit tools with new, up-to-date True Temper Farm and Garden 
Tools. 


Every farmer has: at least one such tool that needs replacement. 
Prove this to yourself by visiting some farmer friend and checking his 
collection of forks, hoes, mattocks, hooks and rakes. 


Here is an opportunity to increase your sales on a line sold only thru 
the Hardware Stores. The Automobile Industry is alive to the re- 
placement market—they sell millions of cars every year for replace- 
ment alone. 

The hardware man can do as well—Here’s how to do it. 

Keep your True Temper Tools well displayed;—out near the front of 
the store where they will remind the customer of his need for new 


tools. Let us send you a display card which suggests the replacement 
of old and worn out tools. Free on request. 













This is a good suggestion. 


THINK IT OVER! 


. The American Fork & Hoe Company 
General Offices: Cleveland, Ohio 


Makers of Farm and Garden Tools for Over 100 Years 


OGL 


ee 





The True Temper Display Stand 
Reminds your customer of his need for new 
and better tools. 


RUE TEMPER carven 
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Day 


How many Blue 
Streak vehicles 
will you sell 
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and Finish 


Are Two Features That Are 
Giving Blue Streak Vehicles 


a Great Run 
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Children have their ideas of style and 
finish as well as grown-ups. 






Their sharp eyes note the trim lines... 
the smooth, beautiful finish . . . the 
bright and harmonious colors that dis- 
tinguish BLUE STREAK Vehicles. 
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These discerning youngsters spot the 
difference between just a scooter, steel 
coaster wagon or airplane and those 
that look the part—smart and up-to- 
date. 


Buy the best—BLUE STREAK—and 
note the increase in your sales. 


HU 












GOOD JOBBERS EVERYWHERE 
CARRY THE BLUE STREAK LINE 


Yhe TOLEDO METALWHEEL C0. Yoledo,0. = 


Distinctive Children’s Vehicles Since 1887 
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In this fence we have combined strength with 
beauty in a practical manner. It is the most 
rigid and durable poultry fence possible. 





The new combination of mesh and gauge wire 
is reinforced so securely that it insures a sagless 
fence requiring no rail support at top or bottom. 


with pliers. 


Our Other Products Include: 
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Hangs Straight and Tight 
Without Top or Bottom 


The twist is complete and stays put—it cannot be opened by unwinding 


Galvanized before or after weaving. Put up in bales of 150 lin. ft., 2” 
mesh, in No. 19 or No. 20 gauge, 1” mesh in No. 20 gauge wire, in six 
inch widths from 12 to 72”. Backed by 50 years of experience. 


No dealer can sell a more satisfactory poultry fence. 


Hexagon Poultry Netting oe nae 
ic 
Graduated Poultry Netting White Metal Finish 
Galvanized Hardware Cloth 
Wickwire Premier 
and the following brands Wickwire Bronze 
of Screen Wire Cloth Wickwire Copper 


Miscellaneous Wire Nails and Brads, put up in 4%, 1% and 1 Ib. packages, 25 and SO Ib. boxes. 


Write your Jobber for Full Information and Prices Lies 








Support 


Strength and Beauty Combined—Both Wires are of the Same Gauge 


The wire is made from best Open Hearth Steel 
in our own plant by skilled workmen who con- 
trol every operation from raw material to fin- 
ished product. 


Both Horizontal and Perpendicular wires are of 
the same full gauge with enough wave in the 
former to allow for contraction or expansion. 


The Twist Cannot be Opened by Unwinding with Pliers 


flat 
ie without 
: waves 
when 
bale 
is 


unrolled 


INCORPORATED 1692 
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Leadership! 


During the first three months of 1929 more 
than 55% of the total advertising space pub- 
lished in the four national Hardware papers 


appeared in HARDWARE AGE 


© nly 
7 pac@es in 
all other National 
Hardware Papers 
to) aa) @) bal xe | 





Each year advertisers invest more advertising dollars in Hardware 
Age than in all other national hardware papers combined—plus a 
substantial margin. 





“A U-B-P Publication” 


HARDWARE AGE 


239 West 39th Street - New York City 
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Customers Like These Features: 


Th DD. L M One-piece spout and large filler open- 
e ine ing clinched securely into breast of can. 
Cannot be knocked off. Cap has a 
smooth curled edge—no rough spots. 


tak ete Can strictly HAND-MADE and guaranteed Top in heavily kencied. 

New and improved DELPHOS features make these Each can made with a sturdy bead 
sturdy cans trouble-proof. in the body just above seam. This 
Easy to handle. Easy to fill. Easy to pour from. Easy bead extends entirely around can, 
to sell. Customers like their attractive Red or Blue stiffens the body and protects seams 
striping. from injury. Filler openings are 2” 
There’s quick turnover and good profit in the DELPHOS diam. on 1 and 2 gal. sizes and 214”-on 
Line. Send for Folder and Discounts. 3 and 5 gal. sizes. 


21-20N FRLER OreunG 
OM SAND GAL SITE 


The New Delphos Mfg. Co. 
Delphos, Ohio 


Large Filler Opening 


FI8 
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SOMETHING NEW! 


A Door Stay and Holder which not only locks the door at right angles but keeps the door 
from being forced back beyond a given point—a necessity on entrance doors and doors hung in 


series without mullions. 
For further details write for our new No. 29 Catalog—Just Out! — which gives information 
on this and double and single acting Checking Floor Hinges included in the 


SHELBY LINE 
Manufactured by 
THE SHELBY SPRING HINGE COMPANY, Shelby, Ohio, U.S.A. 


Coast Representatives: Pond Hdwe. Specialty Co., Los Angeles, Calif. D. L. Herman, Seattle, Wash. 
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C&L 22 


This is the Clayton & Lambert No. 22 fire-pot. It is de- 
servedly popular because of its easily understood design 
and its powerful blast. Recent improvements and Clayton 
& Lambert patented features make this model particularly 
desirable. One of its finest devices is the door in the side of 
the coil cup. That permits the coil and burner to be easily 
removed for cleaning. Sturdy construction and popular price 
make this tool a favorite with the plumbing trade. 


You'll have 
satisfied 
customers when 
you sell them 


Clayton 
& Lamberts 


THE world’s largest selling fire-pots 
must be good or they wouldn’t have 
reached the top rank. Clayton & Lam- 
berts are the largest selling line. You'll 
never hear a kick from a Clayton & Lambert 


exclusive feature. That together with the C & L 
baffling-cup gives a working-hot flame in ninety 
seconds. And high winds, strong draughts or cold 
weather won’t affect that rapid-fire time. All 
popping and back-firing are eliminated by exclusive 
Clayton & Lambert devices. 

Another important refinement is the “spider” 


customer. Instead he’s willing to give you a boost 
because you’ve sold him satisfaction. And he’s 
always ready to come again and give you more 
of his business. Clayton & Lambert customers 
get that way because they obtain so much better 
fire-pot performance —the result of the patented 


Clayton & Lambert improvements. Things which 
you cannot sell unless you carry the Clayton & 
Lambert line. 

One improvement in No. 70 fire-pot is the ex- 
clusive gas orifice which can’t be enlarged. It pre- 
vents a man from ruining the fire-pot by carelessly 
closing the shut-off valve. The method of mixing 


welded to the tank. It keeps the top-structure 
properly aligned. And so firmly braces the working 
parts that they’re practically solid and fixed. Their 
solidity is reinforced by the drop-forged uprights. 
A time-saving improvement has been made on fire- 
pot No. 22, a powerful blast coil type. When the 
coils are carbonized you just loosen one nut and 


withdraw the coil through a door in the side of the 
cup. That saves dismantling the tool to replace coils. 

You can see how these improvements make satis- 
fied customers. A satisfac- 
tion which brings them back 
to your store, time after 
time, and recommends you 
to their friends. Write for 
our catalog describing the 
Clayton & Lambert line of 
fire-pots and blow-torches. 


air and gas 
vapor is 
another 


C&L 70 


This is the C@ L No. 
70 fire-pot with tinner’s 
hood. Produces a work- 
ing flame in ninety sec- 
onds. The burner 
orifice cannot be en- 4 
larged by tightening whiny, 
the needle valve. Heats TRADE FG») 

a pair of coppers and 7 
melts a pot of metal 

at the same time. 


CLAYTON 
& LAMBERT 


MANUFACTURING Co., Detroit, Mich. 
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Parkcycles 
Automobiles 
Velocipedes 

Coaster Wagons 
Scooters 

Pedal Bikes 

Hand Cars 

Tricycles 

Doll Cabs 

Play Yard Equipment 


HEAVY DUTY AUTO 
TYPE WIRE WHEEL 


A distinctive new American crea- 
tion reproducing the modern steel 
spoke auto wheel with auto hub. 
Large inverted, nickel plated hub 
caps, heavy steel spokes and rim 
1% inch auto tread tire. Standard 
equipment on several classy autos 
and airplane numbers. Feature 
displays with this attractive equip- 
ment and increase your sales. 










Prepare for 
Children’s Day, 
June 15th 







American Boy 
Prefers 


Children’s \ 
Vehicles 


_ the live hardware dealer Children’s Day for 1929 brings visions of 
increased profits from American Children’s Vehicles. Two years of 
experience have taught him that Children’s Day is a huge success. You 
will find that every hardware dealer who pushed American Vehicles for 
Children’s Day two years ago and a year ago, ready and primed for this 
year’s effort on a bigger scale than ever. Greater preparations are being 
made all over the country. Children’s Day will soon become the biggest 
of all special days of the year for children always come first in the hearts 
of all. 





Fm ink Your Jobber Can Sup- 
[he American Notional Pompany ply You. Insist Upon 


The American Line. 
















FOUR FACTORIES,” TOLEDO, OHIO, U.S.A 
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PYREX Transparent Baking Ware is guaranteed not to break 
from oven heat; Teapots are guaranteed against breakage from being 
filled with boiling water; Nursing Bottles are guarantéed against 
breakage from sterilizing in boiling water. Guarantee period lim- 
ited to within 2 yrs. from date of consumer's purchase. PYREX Ware 
is NOT guaranteed for broiling or top of stove use. 














All Dealers are authorized to make replacement direct 
from their own stocks: for any PIECE or PART of PYREX which proved 
defective and broke under above guarantee — PROVIDED the consumer 
returns such broken defective PYREX to the Dealers. Cover or Bottom 
parts may be taken from stock because the Dealer or Jobber can buy 
those parts separately and thus replenish his stock, Bottom part 

of a Casserole is a Pudding Pan. Example: Bottom of #623 Casserole 
is #023 Pudding. 










Dealers could help much by plainly mrking the defective 
piece with address of the consumer. This 1s requested for the pur- 
pose of following up with appealing mail advertising from the factory 
to that consumer - mentioning the Dealer's name and inclosing attrac- 
tive recipes. Dealers should be interested in carefully showing 
their own name with that of the consumer, so as to profit by the ad- 
vertising matter which factory sends those consumers mentioning 
Dealer. (Most all Dealers have address stickers - one of them would 
do nicely for this purpose). 















The number is always plainly shown in each piece of 
PYREX and either Cover or Bottom can be designated by the initial 

"C" or "B", It is seldom, IF EVER, that both Cover and Bottom break 
at the same time from oven heat (probably having been made at widely 
different dates). 













Dealers may return pieces to us, at their convenience, 
and when received here - we will enter a NO CHARGE replacement order 
of exact duplicate, (if defective piece is now obsolete, another of 
equal value and nearest size will be furnished), to be forwarded 
with first freight shipment we make to you. 








We cannot in the future make replacements until the 
defective ware has been returned; nor can we as the jobber ever 
simply ALLOW CREDIT to the Dealer. 






Or defective ware may be returned to factory with trans- 
portation prepaid — and replacement will be made direct to Dealer 


NO CHARGE. 
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houses, 


and exchangeable 


ABOVE—The hardware shown is most appropriate for 
residences of Colonial type. 
designs for every type of architecture. 


LEFT—All builders’ Gardware 
hotels, hospitals, schools, ete., 
by Sargent—all of excellent quality. 


RIGHT—The new Union Lock with demountable knob 


cylinder 
Sargent—ideal equipment for office buildings. 


FURTHER HARDWARE PROFITS 


re 


There are many Sargen 


needs—for apartment 
can be supplied 


Mersresss Seecrnaases 


is made exclusivelu by 


me me ee eee ee eee 


Sargent Hardware offers many designs 


for every type of building operation 


Never before has there been such activity in the 
building field. Everywhere apartment houses, new 
residences, hotels, public structures, and business 
buildings are in process of construction. The healthy 
condition of the country’s business in general and the 
needs for expansion are calling for even greater 
operations in the near future. 

The great variety of builders’ hardware made by 
Sargent permits dealers to supply complete hardware 
equipment for every type of construction. And the 
widely recognized excellence of all Sargent Hardware 
is a means to profits from every one of these many 


SARGENT 


LOoOcKS AND 





types. There are Sargent locks and designs made 
especially for office and public buildings, others for 
hotels, and still others that are suitable for residence 
equipment, whether apartment house or mansion or 
small home. Increasing profits are ahead for that 
dealer who directs his energies at selling the kind of 
Sargent Hardware that is especially appropriate for 
the building to be equipped. “Sargent” on hardware, 
a tool, a lock-set, is recognized generally as a mark of 
quality. Sargent & Company, New Haven, Conn.; 
94 Centre Street, New York; 150 North Wacker Drive 
(at Randolph), Chicago, Illinois. 


HARDWARE 
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KANTIIN 








OCK washers that tangle are worse 

than gnats in your eye. 

When you are on your back under 
your car you reach for one lock 
washer and pick up six. You shake 
them, but it’s no use for they are 
tangled to stay. You’ve got to wriggle 
out, get up, and untangle them—or 
at least you used to. 

We have all had that experience, 
but it’s no longer necessary. 

Kantlink spring lock washers do 
not tangle, and they have greater 


Pat. Jan. 3, 1928 





holding power. They save time and a 
lot of annoyance and they do not rust. 
No up-to-date dealer should fail to 
stock and sell this new improved lock 
washer. 

Specify Kantlinks on your next 
order and tell your customers about 
them, for why should any one buy 
lock washers that tangle when he can 
get better ones that don’t? 

For more information write to 
any one of the manufacturers listed 
below. 


Made and sold under license 
by the Kantlink Manufacturers: 


The American Nut & Bolt Fastener Co. The Mansfield Lock WasherCo. The National Lock Washer Co. 


Pittsburgh, Pennsylvania 


The Positive Lock Washer Co. 
Newark, New Jersey 


Mansfield, Ohio 


Newark, New Jersey 





The Reliance Manufacturing Co. 
Massillon, Ohio 


SPRING LOCK WASHERS 


DO NOT TANGLE DO NOT RUST 
THEY PAY THEIR ENTIRE COST IN TIME SAVED- SOMETIMES EVEN MORE 
een ----~eeeeall 
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Pyrene Fire Extinguishers should be an 


important item in your store 


ORE and more hard- 

ware merchants are 
finding that fire protection 
pays large and consistent 
profits. 

They feature Pyrene Fire 
Extinguishers in their stores. 
They remind customers of 
the need for fire protection 
for homes, clubs, churches, 
cars, boats and business 
properties. 

Pyrene is well known by 
all the people who enter 
your store. Since 1907 this 
name has been the out- 
standing one in fire protec- 
tion equipment. 

There is a complete line 


of Pyrene Equipment. A 
type of extinguisher for 
every hazard. Ask your job- 
ber about the Pyrene line— 
and put your extinguishers 
where your customers will 
see and buy them. This will 
bring extra business and 
extra profit for you. 


PROFITS FROM FIRE PROTECTION 





PYRENE MFG. COMPANY 


Branches: Atlanta Chicago 


NEWARK, N. J. 


San Francisco 


Kansas City 
Makers of Fire Equipment since 1907 and Pyrene Tire Chains 
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This Advertisement... 


ILVERY SURFACES 
A that make Good Housekeeping easier 


4 
r> ‘ In voor pre 


- : 
ahi home of tomorrow... 


, & 


sont home . and im vour dream 
you can enjoy the 
ageless beauty, the constant convenience of 
Monel Metal 

To your kitchen, Monel Metal brings a 
practical means of lessening labor. Its 
silvery surface is easy to keep clean and 
spotless. For durable Monel Metal has no 
coating to chip, crack or wear off. 


THE. INTERNATIONAL NICKEL COMPANY, INC. 7 





cAuinet tops | | HARDWARE 














appears in 


THE SATURDAY EVENING POST 
April 27th issue 


GOOD HOUSEKEEPING 
June issue 


TABLE TOPS 


Through this color advertis- 
ing which reaches approxi- 
mately five million families 
a month, your regular cus- 


Monel Metal will not rust; it resists cor- ° 
tomers are being sold on the 


resion. It is economical, too — it shows ne 


signs of wear after years of hardest use, 

With Monel Met rtalyou can achirve¢ 
ing decorative effects, Its permancy 
ly lustre, akin to the mellow 
fine old silver, blends perf 
smartest color schemes, Y 
Metal a treasure, inereasing 
the passing vears. 

Your architect and sheet metal worker 
will gladly wivise you about Monel Metal 
for your home of today and for your dream 
home of tomorrow. Investigate the many 
advantages of this beautiful, lasting, mod 
ern alloy. Mail the coupon today for a 
sample of Monel Metal and the helpful book- 
let —"Good Housekeeping Made Easier” 


+ Wall Street, New York, NV. ¥ 





-rtisement appears in the following publications 


vg Post, April 27 


Your 
Opportunity 


Of the score of household uses for 
Monel Metal, at least half of them— 
table tops, kitchen cabinet tops, etc. 
—are the type of merchandise your 
customers come to your store to 
buy. Stock Monel Metal equip- 
ment and tie up to the widespread 
Monel Metal advertising campaign. 


Good Housekeeping, June 


advantages of Monel Metal 
table tops. The demand is 
growing —_ be bape 
Are you our 
share of thi esira n usi- 
ness by noviag Monel Metal 
table tops in stock when your 
customers ask about them? 


SEND FOR 
BOOKLET 


This interesting booklet —" Good 
Housekeeping Made Easier” —will 
ty you an idea of the many uses 
‘or Monel Metal in the average 
home. These uses mean increased 
sales volume for you. Send for 
your copy of this booklet which 
contains a sample of Monel Metal. 


MODERN AS TOMORROW 


Mone! Metal is a technically controlled Nickel-Copper alloy of bigh Nickel content. 
It is mined, smelted, refined, rolled and marketed soiely by The International 


Nickel Company, inc, The name 


**Monel Metal’’ 


is @ registered trade mark. 


MONED 





THE INTERNATIONAL NICKEL COMPANY INC., 67 WALL STREET, NEW YORK, N. Y. é METAL 
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The Wonderful-NEw 
«« De Laval Magnetic 











a4 Milker 


Perfect Milking 
Easy Handling 
Simple Shstattneton 


Less Power «+ « 


Easy Cleaning 


Milker is making a great name for 

itself—users are delighted with it— 
they say no milker ever approached it in 
perfection of milking, in ease of hand- 
ling and cleaning, and in reliability and 
satisfaction. 

The De Laval Magnetic retains the 
famous De Laval principle of controlled 
and uniform pulsations, but accomplishes 
it with a new and patented application of 


AN Milker the De Laval Magnetic 


electro-magnetic force; which provides 
simplicity of construction and installation, 
requires less power to operate, and gives 
controlled and uniform pulsations which 
milk cows in the best possible manner. 
The new Magnetic is easy to operate, 
easy to clean, and will give more profit 
and satisfaction to every cow owner. 
Made in a variety of sizes for milking 
one to 1000 or more cows. Can be 
operated by electric motor or gas engine. 





DEALERS: These new “itn 
will open one of the largest fields, 
and a new one, for the sale of farm 
equipment. They double the value 
of the De Laval Agency. Get in 
touch with us for full information. 


Also the New De Laval Utility Milker 


-— For the Low Price Field 


A quality milker for the low price field. Units can be 
used on existing single pipe line installations, or it can 
be used as a complete outfit. Made in one and two 











unit sizes for milking one to 20 cows. 


THE DE LAVAL SEPARATOR COMPANY 
New York Chicago San Francisco 





165 Broadway 600 Jackson Blvd. 61 Beale Street 








Seemann nei iereihdhiibbdidieubtin nc 
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Remember the Women 


Mr. Harpnware Mercuanrte 


T’S a fact that women do more than 

three-quarters of the retail buying in 
this country: over 33 billion dollars 
annually. 

If your own experience doesn’t check 
with this, it’s because you don’t carry 
enough of the kind of goods that women 
buy. For example — Congoleum Rugs. 

Genuine Congoleum Rugs are an appro- 
priate and highly profitable hardware store 
item. They have been advertised for seven- 
teen years! ... in millions of magazine 
color pages, week after week . . . by word 


of mouth from one satisfied housewife 
to another! 


Result: Genuine Congoleum Rugs attract 
customers—build good-will. The famous 
Gold Seal money-back guarantee and the 
years of satisfactory service in millions of 
homes assure easy, quick sales, fast turn- 
over and big profits. 


Stock Congoleum Rugs. They take up 
little space. And they will be a popular 
item with those chief spenders of the 
American family purse — the women. 


CoNGOLEUM-NAIRN INC. 


Hardware Division Headquarters 
KEARNY, N. J. 


DED CHLSE SSOHOH OE FBO 686066460868 6B6H68 68 68686840 B6B8 9861) 6 HE SSF ODSBECCOSSOOCOCEOOOOCOCE 
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In Again—Out Again! 


ATIONAL advertising moves goods out of the dealer’s store only when 
that national advertising has intensive Jocal strength — when it is powerful 
enough in the dealer’s community. 


After all, true national advertising is a multiplication of intensive local advertising 
nation-wide. 


There is only one advertising medium in all America that offers the opportunity 
to the manufacturer to move his goods, and for the dealer to turn them quickly 
into profits—and that is THE AMERICAN WEEKLY. It has nearly double the 
circulation of its nearest competitor, outdistancing in consumer influence every 
national medium in America. 


Too many manufacturers use the term “nationally advertised” as a means of sell- 
ing to the dealer, disregarding entirely its value in moving goods for the dealer. 
It’s high time dealers studied advertising lists with the same thoroughness that 
they study price lists. Wide-awake merchants do that. 


What is The American Weekly? 


The American Weekly is the magazine distributed through seventeen great Hearst 
Sunday newspapers from seventeen principal American cities.* It concentrates 
and dominates in 485 of the Nation’s 784 towns and cities of 10,000 population 
and over. 


In each of 153 cities, it reaches one out of every two families. 
In another 119 cities, it reaches from 40 to 50%. 

In an additional 108 cities, it reaches from 30 to 40%. 

In 105 more cities, it reaches from 20 to 30%. 


And in thousands of other populous areas, almost 2,000,090 additional families 
buy and read The American Weekly— making a colossal national total circula- 
tion of 5,646,898, the greatest and the most responsive circulation of any publi- 
cation in the world! 





a 
THEAMERICAN Ps 
Greatest Y’ 
Circulation , 
* Albany in the World a 
Atlanta a 
Baltimore 7 
Boston 
ea Main Office: 9 East 40th Street, New York City oo 
Los Angeles oo The American Weekly 
Milwaukee Pd 9 East 40th Street 
New York . ; 
- ea Branch Offices: Pr, New York City 
Pittsburgh Wrigley Bldg., Chicago rN Please send me a copy of the American 
Rochester 5 Winthrop Square, Boston yr Weekly and a statement of its circulation in 
San Antonio 753 Bonnie Brae, Los Angeles Z my trading territory- 
San Francisco 222 Monadnock Bldg.. San Francisco 
Seattle 1138 Hanna Bldg., Cleveland PRUE Tai chctcsntincseiir acne soetod sata sacescescnton enslbs sda caaesleoencdaadias addadamstileaen 


Syracuse 
Washington 


101 Marietta St., Atlanta 
12-231 General Motors Bldg., Detroit 


Address lnenibcii 








PI iinccctccnskaninsciessdcuissoch dacscaaeileasssienmataprndecs 





© 1929 by American Weekly, Inc. 


9 Town 
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Important New Names 
in the PipeWrench Field 


he SANDO Stillson 
he MOROCO Popular Stillson 


( both are made hy Trimont os Co. Inc.) 








ee 


TRIMONT MFG. CO. 
has recently acquired 
the complete Stillson 
wrench end of the 
business of the Moore . 
Drop Forging Co. of 
Springfield, Mass. By 
this purchase, Tri- 
mont now adds to its 
line of pipe tools two 
Stillson type wrenches. 


These two tools cover 
a wide range of Still- 
son requirements ac- 
cording to preference 


in design. 


TRIMONT MFG. CO., INC. 
Roxbury (Boston), Mass. 


America’s Pipe Wrench Makers for More Than Forty Years 
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STOCK “ALLEN’S” 


If your customer intends to resole men’s shoes, or requires 
any large sized sole, a Strip is the most economical piece of 
leather he can use. 

Sell him Allen’s Sole Strips—known from coast to coast. 
The largest selling Sole Leather Strip in the hardware trade. 

Allen’s have that close fibre, weight and iron which mean 
long wear. 

If you can offer Allen’s to your customer, you are selling 


him the finest leather strip on the market. 


Sold only by 


THE UNITED STATES LEATHER SELLING CORP. 


New York Boston Chicago Cincinnati St. Louis Richmond 


Selling Agents: 


McADOO & ALLEN L. H. NELSON & CO. 
Philadelphia San Francisco 
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According to the Service Required 








SAMSON SPOT CORD 


TRADE MARK REG. U. S. PAT. OFF 


Made of fine plied yarn and guaranteed free from flaws. 
For use in the best class of work. Will last at least a genera- 
tion and is the most durable for any class of work. 


oe (O) 3D. OO) (eB, 


Made of yarn not quite as fine. A smooth firmly braided 
cord, very serviceable for ordinary work, and for many pur- 
poses “good enough”. 


Made of coarser yarn but not Roving. A cord we are not 
ashamed to manufacture for use where first cost is the main 
Paelatatetaetateler 


“ There IS a difference in Sash Cord”’ 


HESE brands, which have We also make Clothes Lines, 

along established manu- Small Lines and Braided Cot- 
facturer’s reputation behind — ton Cord up to 1 inch diame- 
them, save you from com-_ ter for all purposes; also 
PE Tietcee tele Cejarutticey elses Glazed Cotton Twines. 


Send for catalogues, samples and information to help sales 


SAMSON CORDAGE WORKS, 89 BROAD ST., BOSTON, MASS. 
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Rule Depth Gauge No. 615 
with a rod 


This depth gauge uses a 4” or 6” 
rule and also a 5/64” rod, especially 
desirable in measuring the depth 
of small holes. 
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Simplified 


Toolmakers’ Clamp 

No. 756 _seecaemmereE 
Pieces that an ordinary 
clamp cannot hold are eas- 
ily dealt with, thanks to the 


srs fons few with ts eo) N ew Jo O a Ss 


Rule Depth Gauge No. 616 


The blade of this new gauge 

may be adjusted ed any angle, 

g a convenient protrac- . a 

tor of the tool. | The six inch With the addition of these five new tools, 

lade graduated in 32nds 
and 64ths of an inch. 


aa ee 








the Brown & Sharpe line takes on new in- 
terest in your customers’ minds. 





Our national advertising is acquainting the 
tool-buying public with these new Brown 
& Sharpe tools—all aids to fast and accu- 


rate work. 


a 
iy 
ey 
i 
x 
4 
\ 


You will find your customers interested in i. 


Universal Dial Indicator Set No. 740 
This is an accurate indicator of conveniently th new tools. 


small size and extreme durability. The design iW 
of the set and its attachment enables the user 


to adjust it to almost any position. Let us send you leaflets describing 

Twist Drill and Machine Screw Tap Gauge No. 707 each one of these new tools in detail. 

Tells ata /y pondededu On droe Orda tn Be Se Brown & Sharpe Mfg. Co., Provi- 
Blance the / = 2 1315s 8: Bs Be Bt Be Ou Be Oa Os Oe SO dence, R.1I 
q ’ . ‘ 


correct drill oo 0 0.9.9.0.904 i 
i 
















an Ce ™ “ 
to use with a: {04 04 Of O8 Of 8 OF 09 OF O8 Of OF OF OF OF OF 
any common | 232 RANA NEEM 

“ as a3 





size of mache | I icciiaiariecsdl 

ne screw tap. 2 edpiige 

Legible fig- MPPREGGi PPTL ; 
ures tell the CREP. Fes BS iy 
size of tap, pitch of thread, size of drill required, etc. (|BS : 











BROWN & SHARPE TOOLS | 


** World’s Standard of Accuracy” 























U.B.P. Publications Broadly 
Cover the Following 
Industries and 


Trades 


Metal Trades 
Iron Age 
Hardware Age 
Hardware Age Catalog 


Textile 
Dry Goods Economist 
Dry Goods Reporter 
Drygoodsman 
Pacific Coast Merchant 
Dry Goods Reporter Wholesale 


Shoes 
Boot & Shoe Recorder 


Jewelry & Optical 
Jewelers Circular 
Optical Journal 
Jewelers Circular Buyers Direc- 


Automotive my 


Automotive Industries 
Automobile Trade Journal and 
Motor Age 

Motor World Wholesale 
Commercial Car Journal and 
Operation & Maintenance 
Automotive Industrial Red Book 
Chilton Catalog & Directory 
Chilton Aero Directory and 
Oil Catalog 


Oil Field Engineering 
Petroleum Register 
Allen’s Superintendents Hand 


Toys Book 
Toy World 


Heating 
Sanitary & Heating Engineering 


Warehousing 
Distribution & Warehousing 


Me: 


Controlled by the 


United Business Publishers, Inc. 
239 West 39th Street New York City 


OFFICERS: f 
A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 
F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 
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Background 


United Business Publishers, Inc., pro- 
vide a thoroughly substantial and well 
organized background for the publi- 
cations under their control. 


In addition to circulation advantages, 
every group maintains special services 
of infinite value to advertisers. 


You have only scratched the surface 
until you know what is available 


behind the covers, in the U. B. P. 


Your request will bring complete in- 
formation. 


Controlled by the 


United Business Publishers, Inc. 


239 West 39th Street New York City 
OFFICERS: 
A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 


F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 
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PATENTED 


“The only Crown that 
Corks your bottle” 


PATENTED \ 
TWE ONLY CRO 





This is Primo Bulk Package 








50 gross carton with 4 
sealed containers having 


approximately 12% 
Primo in each. 


gross 


“A NEW ATLAS PRODUCT!” 





Primo, because of the 
raised center, absorbs 
the shock of the 


plunger. 





] 





Primo, because of the 
ridge formed during 
the capping operation, 
prevents leakers. 





I 





Primo, by eliminating 
crowning pressure on 
the rim, prevents chip- 
ping. 





I 





Primo, because of its 
construction,holds 
cork cushion over en- 
tire surface of top of 
the rim. 








Primo—the only crown 
with a double seal. 


















RIMO makes big steady 


profits for Grocers, 


Hardware, Paper 
Supply Houses and Malt 
and Hop Dealers. 


Primo is the only crown 
that embodies the five 
patented principal features 
shown in the illustration. 


Primo hermetically seals 
the contents of the bottle 
and preserves the quality 
of the beverage. 


Primo insures positive repeat business. 


Send for Samples and Prices 





Primo One Gross Package 


Neat and Attractive handy size 








Primo One-Third 


324x24% inches packed 50 to each 

carton. Gross Package 
Space in blank reserved on both Size 3x3x2 inches. 150 packages 
sides for imprinting of jobber's in a carton. A convenient and 


name if desired. 


popular 10c. retailer. 


ATLAS TACK CORPORATION 


Main Office and Works 
Fairhaven, Mass. 








PRIMO 


(TRADE MARK) 


New York Office 
Room 806, 17 State Street 
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Week of 
April 28 to May 4 
6c Sirike. while. 
the Cron 6 hot”? 
THERE'S no better rule 
in merchandising than 
to “ strike while the iron 
is hot.” This time. how- 
ever. it’s a case of strik- 
ing while the copper is 
hot for Winchester Kop- 
perklad Rim Fire Cart- 
ridges are going like hot 
cakes wherever .22 cali- 
ber ammunition is sold. 
This particular type of 
non-corrosive grease- 
free cartridge. moreover, 
will be strongly adver- 
tised in the June issues of 
the leading sporting and 
boys’ magazines—a fact 
certain fo still further 
stimulate the sale of Kop- 
perklads. These June 
magazines will be on the 
stands by the middle of 
May while one month 
later (June 15th) we start 
our big campaign on all 
Winchester Products — 
new lines as well as old. 


tT—_—_ ARV A_,————_— 





WINCHESTER 
KOPPERKLAD 


—the latest word in .22 Rim 
Fire Non-Corrosive Car t- 
ridges. Made in .22 Short, 
.22 Long and .22 Long Rifle. 


O Winchester ballistic perfection and to 

the Winchester Staynless non-corrosive 
priming mixture, we add the Winchester 
Kopperklad bullet. Coated all over with 
bright gleaming copper, this cartridge is not 
only clean to handle and clean in the pocket 
but as clean shooting as any piece of ammuni- 
tion Winchester has ever produced. 


There would be no advantage in a self-lubri- 
cating grease-free bullet if its use called for 
any sacrifice of shooting qualities. Winchester 
Staynless Kopperklads, hhowever, are straight 
shooting and as sure to fire. They are ac- 
curate and dependable as well as clean. 


Look into Kopperklads today if you have 
never sold them and don’t forget that the 
open market in all Winchester Products will 
be announced to the public on the 15th of 
June. 


WINCHESTER REPEATING ARMS CO. 


New Haven, Conn., U. S. A. 


New York Office and Showroom 
312 Broadway 
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All the Doors Roll Round the Corner-and How! 


Three doors (separate passage door and all) 
roll as one .. . easily and quickly ’round- 
the corner and out of the way when they are 
equipped with the NEW FrantZ No. 550 
Garage Door Fixtures. Never before have 
dealers been given an opportunity to sell a 
garage set for “around-the-corner” use that 
assures the easy installation and trouble-free 
operation that is true of the FrantZ No. 550 


Set. It eliminates all former objections to 


around-the-corner type of equipment and 





Interior view 
of a 6-door in- 
stallation of 
FrantZ No. 550 
Garage Door 
Fixtures... . . 


Residence of L. 
A. Jacques, 
Rockford, Illi- 
nois ... an en- 
thusiastic own- 
er of the garage 
MES 5 6b 6 





makes an installation most desirable. . . . 
FrantZ Dealers welcome the NEW No. 550 
Fixtures because they know there is a ready 
sale for “around-the-corner” fixtures that 
are “fool proof”. You too can share in 
the profits of building a volume of sales 
of this and other unusual numbers that 
make up the line of FrantZ Guaranteed 
Builders’ Hardware. Write to Dept. H-1029 
today for details and prices. FrantZ Manu- 


facturing Company, Sterling, Illinois. .... 





QUALITY Without the Red Label 


i ie 








The secret of perfect operation lies 
in the patented device that allows all 
3 doors to roll ’round-the-corner. 


Exterior view of the two-car garage 
at the L. A. Jacques residence. .... 





At the left is a detailed drawing of 
the arrangement of hardware on a 





3-door installation. ...... +. 
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To Stimulate Your Retail Sales 
Special Offer for May only 





No. T254 


With 54 Compartments 


JH 2: 


WITH PLAIN TOP 





Substantially constructed. Selected oak frame. Open dis- 
play in front with 3 shelves in back for surplus stock. Size 
7 ft. long, 30 in. wide, 34 in. high. 


T200 Hibbard. Plain top, shipping weight, 
Oe ec 


T235 Hibbard. Includes 
bulb edge, glass dividers, 
and clips to hold glass, 35 
compartments, price card 
holders. and price cards. 
Shipping wt., 

270 Ibs. Each...... $2995 


1254 Hibbard. Includes 
bulb edge, glass dividers 
and clips to hold glass, 54 
compartments, price card 
holders and price cards. 
Shipping wt., 

275 Ibs. Each.......$3295 


HIIBBARD. SPENCER. RARTLETTS © 


Cont CAS CO 





Sales are always increased 
bytabledisplay. Everystore 
owner who has ever tried 
it knows this is true. There- 
fore, for May only, this 
bargain offer—a full sized 
display table much below 
the price you would ordi- 
narily have to pay for 
such equipment. Its de- 
sign is approved by the 
National Retail Hardware 
Dealers Association. Made 
for us in huge quantities, 


_our low price to you is 


made simply to help you 
increase your sales. Wewill 
get our benefit from the in- 
creased business it will 
bring you. 


Order your tables now 
by number while these 
special prices are in effect. 


All prices F.O.B. Chicago. 


F re e — Our Engineering 
Department provides com- 
plete blue print rearrange- 
ment plans for the stores 
of our customers. 
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~ Convention Facts in 


ie Southern Hardware Jobbers Association and the Amer- 


ican Hardware Manufacturers Association met in joint con- 


vention April 22 to 25, 1929, at the Edgewater Gulf Hotel, 
Edgewater Park, Miss. 


Subjects under discussion were related to present day and 
future distribution problems faced by the hardware industry 
particularly in the southern territory. The evolution of com- 
petition; the dominance of selling as the function of wholesaler 
and rétailer; the consideration of information to be gained from 
experiences of other industries and the mutual obligations be- 
tween all factors in the industry were some of the features on the 


programs. 


(THE COMPLETE REPORT OF THE JOINT 
CONVENTION APPEARS IN THIS ISSUE 
' IMMEDIATELY FOLLOWING THIS 

ANNOUNCEMENT) 

















RIEF 
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a, or aa 
onal? 


i. Geo. A. Fernley, secretary, and A. H. Nichols, Buhl Sons Co., president, National Hardware Assn. 2. J Donahue, Foster Bolt & Nut 
Cos, and Mrs. Donahue. 3. Mrs. M. G. Lipscomb, M. G. Lipscomb, Cavert & a. 4. Van B. Fig ‘and Mrs. Hooper, The Master 
Leck Co. 5. Mrs. Campbell and Frank L. Campbell, Congoleum-Nairn, Inc. 6. H. J. Bees ——— Remington Arms Co.; W. G. 
Shelton, Remington Arms Cutlery Div.; W. A. Lee, Orgill Bros. Co., and C. B. Wells, Remington Arms Co. 7. Mrs. Sol. Levy. §&. J. T. 
Lester, International Silver Co. 9%. B. Morrison, Fones = Hdwe. Co., and Geo. 8. Jackson, Wemberly & Thomas Hdwe. Co. 10. Mrs. 
Bou A. Dean, Towers & Sullivan Mfg. Co., = H. G. en Jehn K. Wilson Co. 
13. J. Hype Coquilles, whose beautiful scenic hs along the Gulf Coast 
are kiéwn throughout the country. 15. J. P. McKinney, McKinney Mfg. Co., with Mrs. B. F. Watts, Jr. 16. Miss 
@M. B. Francis, American _ Mfrs. . Norton, official stenographer of N.H.A., Southern Hardware Associati 
. W. H. Rattenbury, Landers, Frary & Clark. 19. W. D. Biggers, Continental Screen Co. 
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DDRESSING the Tuesday morn- 


Stratton, Stratton-Warren Hard- 
ware Co., Memphis, Tenn., president of 
the Southern Hardware Jobbers’ Asso- 
ciation, reviewed business conditions 


affecting members of that organization. | 


He told of the work of the association 
during the past year and commented 
on current and pending competitive 
situations which must be met by hard- 
ware wholesalers in the south. In part, 
Mr. Stratton said: 

“T think the association has func- 
tioned along the same lines during the 
twelve months that had elapsed since 
the meeting here as we had previously. 
The report of the secretary and the 
report of the executive committee will 
give you in detail the story of the ac- 
tivities of that committee and of the 
secretary. I think the major effort that 
has been made with reference to better- 
ing the conditions in the hardware in- 
dustry as a whole during the past 
twelve months has been made by the 
Hardware Council, and the report of 
the members of the council of this asso- 
ciation will be before you for discussion 
during the sessions of the convention. 

“As I attempt to review the business 
of the Southern wholesale hardware 
dealers of the South during the past 
year I think that the year has been one 
I might term rather below normal oper- 
ations. So far as my information goes 
the business of the hardware jobbers 
of the South is about in line with gen- 
eral business in the South. I think 
there has been a decreased demand 
from the hardware retailers of the 
South for merchandise that the jobbers 
distribute. I think the general business 
of the South has been somewhat less 
in the last twelve months than it was 
in the previous twelve months. The 
question that is ever before us as dis- 
tributors-in the hardware industry is 
the question of the changes in the 
method of distribution, and of condi- 
tions, either new or old, that we have to 
meet that do affect our industry. 

“T sometimes think we all get tired 
of hearing discussions or reference 
made to the catalog house competition, 
yet the inroads that they are making on 
the business of the hardware whole- 
saler and retailer is of such volume 
and of such importance that it is a live 
question that is always kept before us. 








ing executive session, Leslie M. | 





President Stratton Reviews Conditions 
Affecting Southern Hardware Jobbers 





| think from the statements that you 
see of report of sales of the principal 
houses, that we used to refer to in dis- 
cussing this character of competition, 
show that there is a continual increase, 











LESLIE M. STRATTON 
Stratton-Warren Hardware Co., Memphis, 
Tenn., Retiring President, Southern Hard- 

ware Jobbers Association 














or a very healthy increase, in the total 
volume of sales, though, over the previ- 
ous year. Of course we understand that 
that is not true to increase of business 
at one house; it is due to the expansive 
program that they have on. Neverthe- 
less, that takes it out of the channels 
of distribution that we are in and are 
attempting to serve. Therefore it is an | 
important matter for us to consider. 
“The statement has been made by a 
number—by three, at least—of the 
larger mail order houses of the coun- 
try that they have plans under way for | 
the establishment of retail stores, which 





creates a new character of competition. 
It would seem to me that that is an 
admission on their part that the busi- 
ness of the mail order house has prob- 
ably reached its peak through solicita- 
tion by mail; that they recognize this 
fact and they are planning to meet the 
conditions as they see them by the es- 
tablishment of retail stores throughout 
the country. That matter, I am sure, 
will be brought to your attention in the 
report of the executive committee and 
will be open for discussion by the con- 
vention later on.”’ 

Secretary John S. Donnan, W. S. 
Donnan Hardware Co., Richmond, Va., 
read his report, which was received and 
placed on file. 

Charles H. 
Greensboro, N. ¢ 


Ireland, Odells, Inc., 
’., read the report of 


| the executive committee, which, after 


some discussion, was ordered to be re- 


| ceived and placed on file. 


Mr. Ireland read the following list of 
members of the Association and of the 
Manufacturers Association and the Old 
Guard who had died during the year: 

C. C. Devall, Doherty Hardware 
Company. 

Tillie Haines, Rome Hardware Com- 
pany. 

Samuel S. Dunlap, Dunlap Hardware 
Company. 

B. M. Gladding, E. 
pany. 

James Stewart, Monroe Hardware 
Company. 

Bruce Keener, Sr., C. M. McClung & 
Company. 

J. L. Keith, E. L. Wilson Hardware 
Company. : 

C. H. Watkins, Watkins-Cottrell Co. 

J. E. Gannaway, Lynchburg. 

Frank Gould, Delta File Company. 

A. L. Sisson, Henry Disston Co. 

Frank Guildener, Sargent & Co. 


C. Atkins Com- 





Old Fort Massachusetts on Ship Island, off Biloxi, Miss. 
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ECLARING that the present 
D very pressing problems of dis- 

tribution of merchandise must 
be solved by the combined abilities of 
the entire hardware industry, Dennis 
A. Merriman, vice-president, American 
Steel & Wire Co., and president of the 
American Hardware Manufacturers 
Association, addressed the _latter’s 
Tuesday morning session. He told of 
the need of a better understanding of 
each other’s problems by both manu- 
facturers and distributors and urged 
realization of the disastrous results of 
price demoralization. Mr. Merriman’s 
address in full follows: 

“It would be a waste of time and 
effort for me to tell you the many 
difficulties surrounding the distribution 
of merchandise by the hardware trade, 
as the subject has been discussed fully 
and frequently and will be covered 
quite generally during this convention, 
but a few remarks will perhaps be per- 
tinent at this time. 

“Not so long ago we heard consider- 
able of mass production—the press 





frequently contained references to the | 


benefits derived from mass production | 


—the lowering of costs and greater 
remuneration to workmen and other 
advantages were pointed out. But 
whether this benefited the distributor is 
not a matter of record. 

“Now the whole theme seems to be 


mass distribution and we find every- | 


where—in trade press, daily papers and 
convention talks, the resounding 
phrases so well known to us all, re- 
counting the advantages secured by the 
buyer from mass distribution by scien- 
tifically and economically managed in- 
stitutions, surpassing in methods and 
men the old order of things. I have 
no quarrel with chain stores or mail 
order houses. Their enormous growth 
and great prosperity indicates beyond 
question that they serve the public well 
and satisfactorily; but we are con- 
cerned with the future of the hardware 
jobber and retailer, and beyond that 
for the future of the hardware manu- 
facturer as well, for in the very nature 
of things it must be plain to any think- 
ing man that the concentration of such 
enormous buying power in the hands 
of a few concerns challenges the very 
existence of certain of the smaller 
manufacturers of limited capital and 
output. 

“If we had ‘mass consumption’ and 
a demand equalling or exceeding sup- 





President Merriman Declares Distribution Is 
Problem of Entire Hardware Industry 


ply, then this old controversy would be 
eliminated. But this condition seldom 
arises and unless manufacturers exer- 
cise great care, certain ones might 
easily maneuver themselves into a posi- 








DENNIS A. MERRIMAN 
American Steel & Wire Co., Chicago, IIl., 
President, American Hardware Manufac- 

turers Association 











tion where they would be without a 
market. 

“There is need of a better under- 
standing between manufacturer and 
distributor. Let us consider some 





“Beauvoir,” home of Jefferson Davis 


phases of the situation. Does the re- 
tailer give proper consideration to the 
jobber he deals with, and does he give 
sufficient attention to his customers and 
make a fair and genuine effort to con- 
trol the trade in.his district? We hear 
much about margins or lack of them, 
but I have known where dealers have 
attempted to secure catalog list prices 
where the cost was based on a discount 











of sixty per cent, and in other instances 
sold other merchandise at prices con- 
siderably below competition. If a sale 
is made on a product once a year, it 
naturally would require a greater mar- 
gin than on a product turned four or 
five times, but dealers do not always 
follow this idea in arranging their 
selling prices. 

“What does the jobber do to guide 
his retail trade in matters of this kind? 
What does he do to gain the support 
of his manufacturing sources to meet 
the various classes of competition? I 
have heard complaints from manu fac- 
turers that jobbers as a whole have 
grown to look upon loyalty as a for- 
gotten term; that their obligation to 
manufacturers never existed for any 
reason whatever, and therefore never 
ceased; that their first duty is to them- 
selves, and that they are free to exer- 
cise any action in the matter of price 
or policy, regardless of what effect it 
may have on the industry as a whole 
or any individual concern connected 
therewith. Such a policy is born of 
selfishness and should not endure. 

“There was a slogan, ‘goods well 
bought are half sold,’ but that is not 
good form now, for it implies buying 
cheap and selling cheaper, and is not 
in harmony with the new thought as 
expressed by the motto, ‘live and let 
live,’ or as modified, ‘live and help 
live.’ Competition may be the life of 
trade, and it may also be the death of 
trade, if carried to excess or pursued 
in an unethical and unfair manner. 
Has the manufacturer fulfilled his ob- 
ligation to his customers? Has he 
treated jobbers fairly and liberally at 
all times without discrimniation? It 
has been said that mail order and chain 
stores enjoy in most cases lowest job- 
bing or wholesale prices, and in some 
instances even a concession beyond the 
largest distributors. If this be true, 
then the gap is widened between the 
jobber-to-retailer-to-consumer distribu- 
tion method in favor of the direct sales 
agencies, when comparison is made on 
similar lines of merchandise. We 
know there are some jobbers who re- 
fuse to handle the same goods sold by 
the other class of distributors men- 
tioned. There are elements of quality 
and service that enter into all trans- 
actions, whatver the source of compe- 
tition may be. But given these two 
last-named elements to correspond, the 
question of lower price is bound to be 
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a controlling factor. We are making 
no attempt to place the responsibility 
for some of the unsatisfactory condi- 
tions prevailing in the distribution of 
hardware. But it is within the power 
of manufacturers and jobbers to very 
largely alleviate the disadvantages un- 
der which the retailer finds himself 
today by closer cooperation and a more 
genuine and sympathetic understanding 
of the obligations due each other. 

“Many manufacturers feel they have 
been forced to seek distribution through 
other agencies because of what they 
consider unfair and unethical treat- 
ment on the part of some of those en- 
gaged in wholesale hardware distribu- 
tion. I shall not attempt to point out 
all these various complaints because 
they are well known. One of the prin- 
cipal causes, however, is the tendency 
at times on the part of some distrib- 
utors, either jobbers or mail order 
houses, to make very special prices that 
are out of all reason as compared with 
cost, frequently causing suspicion in 
the minds of other distributors they are 
not enjoying the lowest market price. 
And this has the tendency to create 
suspicion not only with the wholesaler, 
who feels he has been discriminated 
against, but also gives the idea to other 
manufacturers that there is no stability 
to market conditions. 

“Competition, like water, seeks its 
own level, whether the price be up or 
down, and other distributors and man- 
ufacturers will be forced, possibly re- 
luctantly, to meet the situation thus 
created. When, by this practice, prices 
have been reduced to a point where 
there is little or no profit for anyone 


Dan E. Farrar, Corbin Screw 
Corp.; H. K. Zust, Camillus 
Cutlery Corp.; J. A. Carey, 
Carey & Lawson; Gee. J. 
Conroy, Elder-Conroy Hdwe. 
Co.; C. W. McKnight, G. M. 
Baird & Co.; and J. T. Cobb, 
Carey & Lawson 








engaged in the business, and manu- 
facturers can secure with less selling 
expense and no difficulty whatever 
large and desirable business on similar 
lines from mail order and chain stores, 
is there any wonder that they should 
be tempted to take advantage of the 
opportunity ? 

“Whether the product be hammers 
or saws, nails, netting or screen doors 





Moonlight on the Gulf of Mexico 


or screen cloth, tires or tubes, ammu- 
nition or guns, builders’ hardware or 
tools of any and every description, the 
evil influence of price demoralization 
brings about discouraging results. 
“We frequently hear of insufficient 
returns secured by manufacturers and 
distributors of hardware on their in- 
vested capital, and while some slight 
improvement has undoubtedly occurred 
during the past year, it seems to be 
quite generally the case that the results 
are still far from adequate. Reports 





Left to right—C. C. Krueger, San Antonio Machinery Supply Co.; Mrs. Weidman and Hugo Weidman, National Tube Co., and Mrs. Krueger, 
with Mrs. Holcombe, J. H. Holcombe, Lamson & Sessions Co.; Mrs. Holleyman and W. 


C. Holleyman, Beck & Gregg Hdwe. Co. 













































are already known to all in the indus- 
try concerning the lack of profit on 
the part of the retail hardware trade, 
and surely this should enlist our sym- 
pathetic support in their behalf. I ap- 
preciate the fact that many hardware 
jobbers and manufacturers are giving 
a great deal of time and thought to 
these problems, but there must be 
closer cooperation between them and 
a more thorough and loyal support 
tendered each other in the recognition 
of principles and policies that shall be 
welcome obligations on each _ other. 
And only through this more genuine 
accord can the position of the retailer 
be strengthened, and this in the last 
analysis is what the jobbing and manu- 
facturing hardware industries must 
bring about to secure for themselves 
now and for the future the share of 
the nation’s commerce on their respec- 
tive lines to which they are justly en- 
titled, and on a basis affording fair 
and reasonable returns for the labor 
involved. 

“The hardware jobber and retailer 
are essefitial to the welfare and pros- 
perity of every community in this coun- 
try—they have earned their place by 
faithful and valuable service. I see 
no reason to feel they are in danger 
of elimination or their usefulness be- 
coming impaired, but I appeal to all 
manufacturers to lend encouragement 
and support to every plan that will 
legitimately asSist the jobber and re- 
tailer in maintaining this position and 
1 hope and believe we may depend on 
the distributors to help us help them- 
selves.” 
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1. W. G. Fisher, French Battery Co. 2. Geo. H. Harper, National Enameling & onene, Co. 3. E. Alverson, ae ggg a vice- 
president, A.H.M.A., with Chas. H. Ireland, Odell Hdwe. Co., and Mrs. Alverson. 4. R. J. Ogilvie, Grilvi Hdwe. Co. 5. Konold, 
Warren Tool & Forging Co. 6. U. C. Taylor, Crescent Tool Co. 7. G. F. Raue, Payson Mfg. Co. L. Rogers, pene 3 Mic. “eo with 
W. M. Parrish, Keith Simmons Co. and J. F. Burton, Yale & Towne Mfg. Co. 9. B. F. Allen, Yale & a4 Mfg. Co. 10. M. E. Reid, P 
Stow & Wilcox Co. 11. Geo. W. Satterthwaite, Henry Disston & Sons, and W. H. Roberts, Jr., 8. L. Allen & Co. 12. R. J. 

lyn, N. Y., with vax R. Plamb, Fayette R. Plumb, Inc. 13. John yt ee and H. J. Huggins, Orgill Bros. & Co. 14. 

and John F. Wood, G. F. Wright Steel & Lay Co. 15. Mrs. W. J. Dress. Williams, a Nipple Mfg. Co., president, American Sup- 
ply & Machinery Mfrs. Assn., and j x 7 Bing Oliver Bros., Inc. 
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RINGING to the Monday night 

opening session the viewpoint of 

an experienced banker, Charles 
De Buys Claiborne, vice-president of 
the Whitney-Central National Bank, 
New Orleans, La., declared that a re- 
born South was expanding every hour, 
industrially, commercially, financially, 
in agriculture and even in_ politics. 
Keynoting his address with the para- 
phrase “Southward the Course of Em- 
pire Takes its Way” the speaker com- 
pared the present day South and its 
accomplishments and aims with the 
South of earlier years. He told of the 
relation of the banker with all phases 
of all commercial endeavor and of the 
importance of the modern banker and 
his need for versatile business acumen. 
In part Mr. Claiborne said: 

“If there is any calling or vocation 
ir. which it is important that the busi- 
ness conditions and changes, or eco- 
nomic forces, or fundamentals and 
principles of sound business methods 
be clearly understood, it is banking. 
For although we live in the day of 
mass production and specialization it 
looks more and more as if the banker 
not only must be a banker in the or- 
dinary sense of the word, but a politi- 
cal economist, a business man, and 
agriculturist, accountant, internation- 
alist, publicist, even father confessor 
and, I might say, a linguist. 

“But, this may be easy to under- 
stand when you stop to think that the 
banker nominally is a dealer in money 
and that money, not only is medium 
of exchange (this, however, its most 
simple function), but is also the meas- 
ure or basis of value, or the instru- 
ment of commerce. That, is its im- 
portant economic function, not that it 
will exchange (that we know it will 
do), but how much it will exchange 
for, what quantity of goods or com- 
modities it will purchase at a given 
time. Avs such it is indispensable that 
the banker coordinate and apply his 
experience and knowledge of all busi- 
ness to that sine qua non of com- 
merce “money.” So just in the pro- 
portion as we have knowledge is our 
chance of mistakes lessened—is it im- 
portant that we should understand 
problems that confront all business ac- 
tivities. 

“Money is the instrument of com- 
merce or medium of exchange because 
when we have money we can more 








easily obtain whatever else we have 
occasion for, than by means of any 
commodity, although commodities are 
interchangeable, and as a consequence 
of its being the measure of value we 





CHARLES DE BUYS CLAIBORNE 


estimate all commodities by the quan- 
tity of money which they will ex- 
change for. 

“If the farmer or merchant or busi- 
ness man is compelled to give more 
of his commodity for a fixed amount 
of money it means a loss or if a less, 
a profit. But this fluctuation affects 
the normalcy of business and inures, 
en an average, to the benefit of few 
and yet adds to the complications of 
sound business. It is for that fact 
that gold is accepted as the most se- 
cure basis for all currency, its fluctua- 





New South Expanding Every Hour Claiborne 
Tells Joint Convention 


bility basically being nil and its in- 
crease in production very slow—as an 
example the gold holdings of the im- 
portant central banks of the world 
being 9.733 billions as against 8.663 
billions in 1924. You all remember that 
when the pound, the franc, the mark, 
the lire, the peseta fluctuated from one 
day to the next, the prices of com- 
modities and property values fluctuated 
similarly. 

“When your committee — kindly 
enough asked me to speak at your 
convention | was only too happy to 
show my appreciation and thanks, for 
the compliment conferred, and = ac- 
cepted with pleasure. The selection of 
a subject, however, was not quite so 
easy a task. But mindful of the pro- 
phetic words of Bishop Berkely when 
he said ‘Westward the Course of Em- 
pire takes its Way. Time’s noblest 
Offspring is the Last,’ | have taken 
the liberty of paraphrasing his lines: 
‘Southward the Course of Empire 
Takes Its Way,’ that I might attempt 
to show you and possibly convince you 
that as in all things of life ‘time brings 
mighty changes,’ or in the words of 
the poet ‘The things which we have 
seen we now see no more. 

“It was a most eloquent Southerner 
from Georgia, who at a New England 
Dinner twenty-five years ago, in his 
famous address said: 

“*There was a South of slavery and 
secéssion—that South is dead. 
South of Union 





““There is a and 





P. D. Preston, Collins Co., talking to ladies on the lawn 
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Freedom—that South, thank God, is 
living, breathing, expanding every 
hour.’ 

“What would he now say if he could 
see his New South living, breathing, 
expanding every hour, its new indus- 
trial, commercial, financial and agri- 
cultural life, not to say anything of 
the political. 

“Sherman said, ‘War is hell.’ No 
one knows the full meaning of those 
few words more than the man of the 
South. Hell not only from the physi- 
cal aspect, but hell from its economic 
standpoint. Visualize the social up- 
heaval of millions of people one-half 
free, one-half slave, overnight com- 
pelled to look upon life from a dif- 
ferent viewpoint. Their money worth- 
less, their properties destroyed, their 
slaves freed, their social system dis- 
organized, and themselves disheartened 
and defeated. 

“Denied its opportunity for indus- 
trial development for many years, 


owing to this unfortunate cataclysm— 
this Civil War, the foremost business 
men and bankers of America awoke 
to the natural advantages of the South, 
and have turned their thought and in- 
vestments to this section. 


No motion 








Geo. T. Bailey and B. D. Quarrie, 
Oliver Iron & Steel Co. 


picture, before human eyes, has ever 
commanded such attention from think- 
ing people, and the North, East and 
West stand in amazement at the pic- 
ture of the South marching on, in its 
campaign of marvelous material and 
educational advancement. It is a story 
of achievement appealing to the 
imagination and exciting new wonders. 
It deals however, with more than ma- 
terial things, for it marks the new 
birth, or renaissance, of the spirit of 
the Old South prior to 1860, that spirit 
of conquering power which gave to the 
world George Washington, Thomas 
Jefferson, Madison, Patrick Henry, 
Henry Clay, and the host of other 
Southern statesmen and military men 
who made possible the success of our 
Declaration of Independence. 

“But more than men and money was 
this new birth of the South, fighting 
for years against overwhelming odds. 
With that spirit of America which 
asks not whether a thing can be done, 
but whether it should be, and then do- 





ing it, and with the inherent traits of 
character that have come down through 
generations, stimulated by new condi- 
tions, new adjustments, and, if you 
please, new ideas and aspirations, the 
men and women of the South are tak- 
ing part in the development. 

“For in our modern life, no wonder- 
ful undertaking is accomplished without 
combined action. It was united effort 
built the pyramids of Egypt, built the 
glorious temple of Solomon, enclosed 
in walls of adamant the Chinese Em- 
pire and stormed the cloud-capped Alps 
and built in its stead a mighty nation 
of sovereign states. 

“The first locomotive built in Amer- 
ica was for a Southern line. The first 
steamship to cross the Atlantic was 
owned by Southern men and sailed 
from Savannah, and as far as known 
(this is most important), even the first 
golf club organized in the United States 
was in the same South. But there was 
throughout the country an idea that 
the Southern people lacked energy, 
business ability and initiative. But 
this was more due to the pall of pov- 
erty and the blackness of despair of 
long years. It is now emerging into 
the light of the rising sun of prosperity. 
Born to struggle against these over- 
whelming odds, this very poverty has 
fortified the inherent traits of energy, 


Miss Nathalie 
Miss Alberti Drey, 








of initiative and managerial ability and 
put the South on a solid foundation. 
“In the light of the effects of all 
wars, the world is coming now to re- 
alize that the South’s achievement in 
the last twenty-five years will forever 
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Miss Betty Hass and 
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stand out in history as one of the 
mightiest ever wrought by mankind. To 
give you an exact picture of the effect 
of the war, on the South, I will take 
Louisiana, and no doubt the same thing 
is true of the other Southern States: 
In 1860 Louisiana was assessed 
$500,000,000. 
In 1865 Louisiana was assessed 
$100,000,000. 
In 1905 Louisiana was assessed 
$500,000,000. 
In 1927 Louisiana was assessed 
$1,800,000,000. 
So that it took forty years from 1865 
to 1905 for Louisiana to attain the as- 
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sessment of 1860 and yet in 1927 
showed an assessment of one billion 
eight hundred millions. 

“The expenditures for highways 
was 391 millions as compared with 240 
millions for the United States in 1914. 
The amount spent on public schools 
was 426 millions as compared to 214 
millions in the United States in 1900. 
During the fiscal year 1927 the South 
paid into the Internal Revenue Depart- 
ment of the United States $638,257,000. 

“The above statistics compare and 
picture the South of today with the 
United States 25 years ago. It offers 
a comparison which most forcibly 
brings out the commanding position 
the South has attained in wealth and 
industry and it is only by such com- 
parisons that we can visualize the 
amazing development which has taken 
place. 

“But America and the South are yet 
to undergo astonishing changes. The 
wealth creative power of the South and 
the magnitude of its productive ca- 
pacity is beyond measure. 

“We live in a billion dollar age, in 
a billion dollar nation. We live at a 
time when the commerce of the world 
seems to be touching a new era, when 
the energy of man is being tested to a 
point heretofore unconceived, and busi- 
ness is about to acquire a volume and 
activity beyond all previous examples, 





Mrs. Frank Hereford and Mrs. Herbert Ladds 


because no period in history compares 
with it, in daring and brilliancy of ac- 
complishment. 

“The problems and forces, which 
modern business is solving, will leave 
their imprint upon the pages of those 
distant days—economic changes _in- 
trinsically are continuous. Men’s 
actions are guided by personal desires 
and not by abstract formulas, or as has 
been said by a celebrated French 
philosoper, ‘Self interest is the motive 
power of man.’ 

“There is no epoch in the story of 











man’s journey on earth that will com- 





pare with this one. It is the most am- 
bitious, the most inventive, the most 
analytical, the most intelligent and the 
most constructive age in the ebb and 
flow of centuries. 

“So with their renewed energy, new 
social and political conditions, the man 
who lives for another decade will see 
an expansion of industry and agri- 


culture, and an accumulation of wealth | 


in the South which will be one of' the 
most amazing achievements of civiliza- 
tion and more than justify— 


“‘Southward the Course of Empire’ 


Takes Its Way.’” 





the Southern Hardware Jobbers’ 

Association as chairman of its 
transportation committee, A. C. Rankin, 
Teague Hdwe. Co., Shreveport, La., 
reviewed the situation of freight rates 
affecting lines carried by the majority 
of members. He urged particularly that 
attention be given to less than carlot 
rates. Speaking before the Tuesday 
morning executive session he said in 
part: 
“Undoubtedly during this year most 
of the Southern States Commissions 
will set down for hearing, on their 
merits, the proposals of the carriers 
to cancel our less than carload com- 
modity rates and put all of the articles 
which we handle on the full-class rate 
basis. We are informed that in Ala- 
bama, Georgia, and some _ other 
Southern States the jobbers will under- 
take to prove that less than carload 
commodity rates on iron and _ steel 
articles must be maintained, with some 
fair relation to the carload commodity 
tates on the same article. We have 


R ‘tte Southe to the members of 





A.C. Rankin on Freight Rates 


dealt with this subject extensively in 
former reports and we will not again 
refer to the underlying reasons which, 
in the judgment of your committee, de- 
mands that less than carload rates be 
made and maintained with some fair 
relation to the carload rates on the 
same articles. 

“The carriers in the Southern classi- 
fication territory have. undertaken to 
increase the ratings on many articles 
handled in our trade, and the chairman 
of your transportation committee ap- 
peared before the Southern Classifica- 
tion Committee in Atlanta and pro- 
tested against the many increases pro- 
posed and we were successful in hav- 
ing many of the proposals modified, with 
the result that lower classification 
ratings were published than originally 
contemplated by the carriers’ commit- 
tee. 

“The whole question of relating the 
less than carload rates, under which 
we distribute our goods, with the car- 
load commodity rates on the same 
articles from manufacturing points to 





points in our trade territory, is still 
a very live one. 

“Certain practices growing out of 
the use of what is called ‘freight con- 
tainers’ have precipitated an investi- 
gation by the Interstate Commerce 
Commission into the subject of ‘freight 
containers’ generally, and until the Com- 
mission makes a report on the legality 
of the use of the container and the 
method of computing the transportation 
charges on the less than carload}freight 
moving in such containers, as compared 
with the transportation charges made 
on the same articles moving L. C. L. in 
the ordinary freight car, it is difficult 
for your committee to make any recom- 
mendation in the premises. We expect 
to have the report of the Interstate 
Commerce Commission before us for 
consideration at our next meeting. 

“Your committee respectfully recom- 
mends that the members of this or- 
ganization take up the subject of 
L. C. L. rates with the State commis- 
sions upon their return home from this 
convention.” ; 
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EFERRING to “examination and 
readjustment, of tariff laws now 
in process” as inevitable, Charles 

F. Rockwell in his report as secretary 
of the American Hardware Manufac- 
turer’s’ Association, told this group at 
its Tuesday session that all members 
should study carefully the ever in- 
creasing problem of foreign competi- 
tion and the importance of having 
proper tariff rates for the protection 
of American industries. Mr. Rockwell 
prefaced these comments with the an- 
nouncement of nine new members, 
whose names are given elsewhere. His 
report in part follows: 

“The continued infusion into our or- 
ganization of new elements is recogni- 
tion of Association worth, for the time 
has passed when memberships may be 
sought or retained upon any basis other 
than performance. The very multi- 
plicity of trade organizations forces 
discriminating selection and the main- 
tenance of our pre-eminent position de- 
spite evolution in merchandise and 
methods, consolidations and occasional 
liquidation, is a tribute not based on 
sentiment. 

“The menace of increasing foreign 
competition has long been a concern 
of this organization. Having in mind 
the inevitable examination and _ re-ad- 
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& Lipscomb, with Miss Florence Cavert, W. P. 
‘ool Co., and Master Pete Cavert in front 








justment of the Tariff laws now in | 
process, we have in convention and in 
frequent bulletins stressed upon mem- 
bers the importance of preparation. 
Particularly have we urged attention 
on the part of those industries which 





CHARLES F. ROCKWELL 
Secretary-Treasurer, American Hardware 
Manufacturers’ Ass’n, whose efficient ex- 
ecution of carefully made plans con- 
tributed greatly to the success of the 

joint convention 


heretofore have suffered little or not 
at all, realizing the imperative neces- 
sity of indisputable facts and figures to 
substantiate claims for adequate pro- 
tective rates. 


Ross, Standard 








Importance of Tariff Revision Stressed in 
Report of Secretary Rockwell 





“A majority of the industries af- 
filiated with us recognized the im- 
portance of these suggestions and by 
early examination and consideration of 
their situations were adequately pre- 
pared to sustain contentions. Others, 
considering that “sufficient unto the 
day were the evils thereof” and seem- 
ingly there were plenty, tarried—so 
when came the unexpectedly sudden 
announcement of immediate hearings, 
came also the realization that obscure 
facts of importation and cost cannot 
be summoned from the air. 

“Many industries have for years past, 
by one method or another, maintained 
constant tabulations of import figures, 
domestic production and comparative 
costs, which have permitted not only 
intelligent efforts to meet foreign com- 
petition, but have prepared these in- 
dustries for revision whenever under- 
taken. It will later be the care of 
this association to assist other indus- 
trial groups in the development of 
such service. 

“It is at this writing impossible to 
predict the character of the Tariff 
3ill which will be introduced into the 
House -of Representatives about the 
middle of April. Never in recent times 
has a readjustment or revision of the 
tariff been entered upon with as little 
unanimity of policy as has up to this 
time been exhibited. The administra- 
tion seemingly is on record for an ex- 
tremely limited readjustment, with con- 
cern chiefly for the agricultural sched- 
ules. Some House leaders concur, while 
others are for a more general over- 
hauling. Some members of the ma- 
jority party apparently have become 
luke-warm protectionists, aside from 
agriculture, while some members of 
the minority are clamoring for higher 
rates all down the line. 

“At present there seems to be a dis- 
position to make few changes in the 
industrial schedules, but to greatly 
widen the latitude of the flexible pro- 
visions and thus avoid immediate per- 
sonal responsibility. Should the scope 
of the flexible provisions be thus 
widened, it now appears probable that 
the President will be authorized, under 
certain specific conditions, (1) to raise 
or lower duties, by proclamation, within 
a range of one hundred per cent in- 
stead of fifty, as in present law; (2) 
to change the basis of valuation upon 
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1. J. E. Stone, The Stanley. Works. 2. C. L. Reierson and Mrs. Reierson, The Gilbert & Bennett Mfg. Co., with Chas. F. Rockwell, secretary, 


American Hardware Manufacturers Association. 3. Dennis A. Merriman, American Steel & Wire Co., president, A.H.M.A., with Leslie M. Strat- 
ton, Stratton-Warren Hdwe. Co., president, Southern Hardware Jobbers Assn. 4. Miss Louise Wingo, John Donnan, W. 8S. Donnan Hdwe. Co., 
secretary, S.H.J.A., with Mrs. M. P. Garthright, all of Richmond, Va. 5. Jim Hutchinson, The Stanley Works. 6. John Connors, Jr., G. W. 
Stephens and J. 8S. Wainwright, The Mansfield Tire & Rubber Co. 7. D. R. Waterman, American Steel & Wire Co. 8. E. P. King, Hubbard 
& Co. 9% W. C. Hutchins, The Hutchins Co.; Mrs. Bonham and W. M. Bonham, C. M. McClung & Co. 10. L. C. Frazer and Geo. W. Eckhardt 
of Henry Disston & Sons, Inc. 11. D. D. Davis, Continental Wood Screw Co. 12. C. R. Littlefield, Atlas Tack Corp. 13. Chas. R. Eaves, 
C. R. Eaves Co. 14. A. T. Fish, A. J. Lindeman & Hoverson Co. 15. S. Horace Disston and Ernest Query, Henry Disston & Sons. 16. J. W. 
Tabor, McLendon Hdwe. Co. 17. G. F. Wright, G. F. Wright Steel & Wire Co. 18. J. M. Hodges, Harris Hdwe. Co. 19. Paul Davison, 
Gendron Wheel Co. 20. C. R. Swisshelm, Crescent Tool Co. 21. B. Billinger, American Wire Fabrics Co. 22. L. G. McDonald, Reynolds 
Wire Co. 23. W. T. Bailey, Bailey Standard Prod. Div., Columbus Iron Works. 24. Geo. F. Smith, Heller Bros. Co. 25. H. L. Hancock, 
Corbin Screw Corp. 26. R. A. Sundvahl, Corbin Screw Corp. 27. W. T. Birney, Western Cartridge Co. 28. Frank E. Morancy, Western Car- 
tridge Co. 29. John F. Hazen, Pittsburgh Steel Co., with Mrs. F. R. Nichols. 30. Chas. Nuchols, American Hdwe. & Equipment Co., with 
S. Woodward, Continental Roofing & Mfg. Co. 
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which duties shall be levied on spe- 
cific commodities from foreign to 
United States value, and (3) to 
transfer commodities from the free list 
to dutiable sections, or vice versa. 

“Little reliable information emanates 
from the sub-committees at work on 
the various schedules and the actual 
character of the bill probably will be 
unknown until it is on the floor of the 
House. Regardless of its character 
when introduced, if it shall then have 
the united support of the House or- 
ganization, its passage practically in 
original form is undoubtedly assured. 

“Once in the Senate, the whole per- 
formance must be repeated. Briefs will 
be received by the Senate Finance 
Committee and public hearings un- 
doubtedly held. With knowledge of 
their situation made clear by what- 
ever action may have been taken on 
their rates by the House, individual 
industries will then have opportunity 
again to present their cases. 





“Favorable comment on our oc- 
casional bulletin service leads to an 
explanation of policy in this respect. 
So much is written in these days that 
no man reasonably can be expected 
to read, much less to retain, all that 
comes upon his desk in one form or 
another. Seemingly, it is an obsession 
of some organizations that activity and 
accomplishment are best evidenced by 
the volume of printed matter furnished. 
A number feel impelled to circulate 
weekly or monthly organs, regardless 
of content importance. Material is in- 
sufficient to sustain interest against the 
news service of the daily press, except 
where specific items are of direct im- 
pertance. It has therefore become our 
policy to so confine the contents of 
bulletins that each item will be regarded 
as of immediate interest and im- 
portance. Definite reaction indicates 
that the membership recognizes and ap- 
proves this policy, with the result that 
the occasional bulletins bearing the im- 





print of the American Hardware Man- 
ufacturers’ Association actually receive 
attention, where others, more frequent 
and voluminous, are discarded unread. 

“The hardware industry as a whole 
may well regard with satisfaction the 
character of its four organizations and 
the service which they render. The 
convention gatherings of each are of 
high standing. Against none of them 
may the criticism be made that social 
diversions or frivolity are paramount to 
constructive endeavor. The American 
Hardware Manufacturers’ Association, 
the National Hardware Association of 
the United States, the Southern Hard- 
ware Jobbers’ Association, the National 
Retail Hardware Association, each in 
its own field, in convention and out, 
continually seeks to improve the situa- 
tion not only of its own. branch, but 
of the entire industry. And of this 
spirit of cordial cooperation, this 
present convention is but an instance.” 





National Significance of Louisville Survey 


Outlined by J. W. Millard 


day session that certain funda- 

mental principles of distribution 
are common to all lines of merchandise 
J. W. Millard, assistant chief business 
Specialist, Domestic Commerce Divi- 
sion, Department of Commerce ex- 
plained how the now famous Louisville 
grocery survey was conducted, what 
was learned and how these facts may 
be adapted in a study of hardware dis- 
tribution problems. In part Mr. Mil- 
lard said: 

“Six months ago it was my privilege 
to address your association in conven- 
tion at Atlantic City, N. J. I reviewed 
very briefly the activities of the De- 
partment of Commerce in the interest 
of reduced distribution costs and laid 
some stress upon various distribution 
cost analyses then under way. This ac- 
tivity, then only one year old, did not 
permit the complete diagnosis and final 
prescription of remedy which the con- 
clusion-minded would desire nor have 
the past six months made this possible, 
but some forecasts which were made 
then have been sufficiently established 
between Oct. 17, 1928 and April 24, 
1929, to make the delivery of this mes- 
sage a real pleasure to me. 

“After your October meeting I ac- 
cepted an invitation to meet with a 


een the joint Wednes- 


group of wholesale and retail grocers 
in Louisville, Ky., to discuss their 
problems with them. In telling you of 
this meeting and subsequent develop- 








J. W. MILLARD 











ments up to the present time, I am de- 
liberately going to forget that you are 
representatives of the hardware in- 
dustry. I am privileged by your sec- 





retary to talk about groceries but I 











think when I have finished you will 
agree that the sugar, butter and eggs 
of my examples need only be changed 
to the more familiar nails, hammers 
and saws of your trade to yield an 
accurate picture of hardware distribu- 
tion difficulties. 

“At this informal meeting in Louis- 
ville, I was told this story of an actual 
happening : 

“A carpenter, advanced in years, had 
grown tired of his trade. Envy had 
sprung up in his heart, envy of a neigh- 
bor who had operated a retail grocery 
store for many years on the first floor 
of the building in which he made his 
home. His casual observations were 
that the neighbor enjoyed a pleasurable 
contact all day long with customers 
who were glad to support him and his 
family for the few easy services which 
he rendered them. Finally, the allure 
of that mental picture of Mr. Carpenter 
in a dignified position behind a retail 
counter or standing proudly in front 
of his own store greeting passers-by 
grew too strong to be resisted. The 
carpenter withdrew his six hundred dol- 
lar savings account from the bank and 
presented himself at the office of the 
Secretary of the local retail grocers 
association. 


“‘*T have six hundred dollars. I want 
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Left to right—A. L. Empey, Foster Bolt & Nut Co.; E. W. Lee, American Screw 


to start a grocery store. How is it 
done?’ he asked. 

“‘Why, my good fellow, do you 
want to start a retail grocery? Don't 
you know that the percentage of our 
members who are making more than 
a bare living is very small; that those 
few successful merchants spent years 
in training and worked very hard for 
their small success,’ he was told. 

“Oh, you can’t discourage me! | 
know—you want to keep a good thing 
for yourself. Don’t I know that on 
some things this “poor retailer” makes 


30 or 40 per cent profit. I know a 
thing or two about groceries,’ he 
answered. 


“That pictures to you a frame of 
mind which is very general. I can 
shorten the tale considerably by say- 
ing that in one month the retail sec- 
retary noticed in the ‘weekly report 
of his field man the name ‘Mr. X,’ as 
a new retail grocery merchant. The 
name looked familiar so he called at 
the new store and found the carpenter 
set up in business with six hundred 
dollars paid down on the two thousand 
dollars’ worth of equipment and noth- 
ing down on a two thousand dollar 
grocery inventory. 

“The closing chapter of that story 
was written twelve months later when 
the carpenter passed quietly out of 
retailing minus his six hundred dol- 
lars. What his experience cost the 
wholesalers, the equipment dealers and 
the landlord I haven’t learned, but I 
imagine a year at a large university 
would have cost less. 

“Not one, but many such experiences 
induced Shirley Haas, the retail sec- 
retary, to undertake a grocery mortality 
count in his city. Imagine his surprise 
when he discovered that an average of 
30 retail grocers passed out of the 
picture each month and 32 new grocers 
took their places—three hundred and 
sixty grocers a year, unable to make 
the grade. And this out of a grand 
total of twelve hundred grocers. 

“I think this retail secretary re- 
membered the yellow fever experiment 
of our scientists. A few specimens 





Co.; 


were subjected to the disease and its 
devastating progress watched to perfect 
a course of prevention. Here was a 
business malady which took a twenty- 
five per cent toll annually and yet no 
course of prevention was forthcoming. 

“Was this just a grocer’s problem? 
To be sure it was most serious to the 
retailer who failed and let us re- 
member that court records of failures 
have no record of the man who passes 
out of the picture quietly by relinquish- 
ing title to all his worldly goods. If 
these thirty grocers defaulted on as 
little as one month’s rent, some land- 
lords were interested to the extent of 
$1,500. If they were in default as 





E. C. Griswold, Corbin Cabinet Lock Co., 


and Chas. J. Healee HARDWARE AGE 


little as $500 to their wholesalers, the 
sum of $15,000 monthly is involved. 
Then, one could give thought to the 
plight of equipment dealers who have 
the return problem of thirty partly-paid 
for sets of scales, cash registers, re- 
frigerators and display cases. Just 
where the chain ends it is difficult to 
say. I know that this situation drew 
the earnest support of wholesalers, 
bankers, brokers, newspapers, realtors 
and the Board of Trade. Of the nu- 
merous other agencies, who were sub- 
sequently drawn in, I shall speak later. 
Suffice it to say that this local group 
raised nearly ten thousand dollars with 
which to inaugurate an analysis of the 
situation and its causes. An informal 
organization known as the Board of 
Directors of the Louisville Grocery 
Survey was set up with the president 
of a leading bank as chairman. A small 


Geo. B. Cragg, American Screw Co.; 
Pittsburgh Steel Co.; H. C. Fox, Fox Bros. Hdwe. Co.; R. B. Mitchell, Interstate Hdwe. & Supply Co., and G. H. Hillman, Winchester Repeat- 
ing Arms Co. 





E. W. Smith, 


force of clerks was retained for direc- 
tion by the Department of Commerce, 
and the survey opened on Dec. 6, 1928. 

“The Louisville Grocery Survey be- 
gan with an inventory! That inventory 
was something like the shot heard 
round the world. From the night of 
Dec. 6 forward the Louisville Survey 
would never be a just survey. It was 
destined to stand alone as something 
unique in research tactics and organiza- 
tion. 

“We each have individual impres- 
sions of stores gained in a glance and 
I suppose that a majority of the man- 
ufacturers have today the same vague 
notion about the retail hardware dealer, 
and his problems as the manufacturer 
and wholesalers who journeyed forth 
with us to inventory Retail Grocer No. 
1, held about the retail grocer and his 
problems. 

“A card form had been printed for 
this inventory and a _ separate card 
was to be used for each commodity. 
Later, in spaces provided, our clerks 
were to enter receipts as noted from in- 
voices which the retailer would supply 
us daily. Although this card method 
was new to the twenty men who re- 
ported for the inventory the count was 
completed in three hours and a new 
spirit animated the grocery fraternity 
of Louisville. I can best picture the 
cause for this by using some compara- 
tive figures from the second inventory 
on the following evening. 

“Retailer No. 1 on an inventory (cost 
prices) of $3,000 was securing a sales 
volume of $115,000. 

“Retailer No. 2 on an inventory (cost 
prices) of $3,500 was securing a sales 
volume of only $25,000. 

“Wholesale salesmen who had 
coursed learnedly on ‘What was wrong 
with the retailer?’ were dumbfounded. 
It was apparent to many of them that 
their own shortsighted policy has forced 
new lines on the retailer duplicating 
good selling items and slowing up 
markedly the turnover. They were 
ready to admit that this ‘hardboiled’ re- 
tailer who bought what he wanted 

(Continued on page 90) 
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at Edgewater Park Links 












































1. R. E. Greenwood, Simonds Saw & Steel Co.; Mrs. 
R. H. Myers, winner of ladies’ golf tournament; John 
E. Kelly with R. H. Myers, Simonds Saw & Steel Co. 
2. Good form was shown on the Edgewater’s golf 


course. 
; H. Griffiths, General Manager, HARDWARE 
AGE; H. P. Sheets, Managing Director, N.R.H.A., 
with P. J. Cosgrave, HARDWARE AGE 
4. James H. Harkey and W. T. Earl, Oneida Com- 
munity, Ltd. 

5. C. H. Wagner, American Fork & Hoe Co.; T. E. 
Hoffman, John H. Graham & Co., Ed. Durrell and 
H. F. Zulauf, Union Fork & Hoe Co. 

6. J. W. Cole and W. A. Gordon, General Wheel- 
barrow Co. 

7. G. M. Riley, 8. A. Mitchell and Larry L. Sullivan, 
all of Irwin Auger Bit Co. 

8. 8. Horace Disston, Henry Disston & Sons, Inc.; 
A. B. Peck, American Screw Co.; Geo. Satterthwaite 
and Geo. W. Eckhardt, both of Henry Disston & Sons 
9. W. C. Holleyman, Beck & Gregg Hdwe. Co.; T. H. 
Keller, Peters Cartridge Co.; B. E. Strader, Peters 
Cartridge Co., and H. P. Kniskern, Landers, Frary 


& Clark 
10. Alex Vaughn, Vaughn & Bushnell Mfg. Co.; Roof 
G. Gilson, American Fork & Hoe Co., a winner in the 
men’s golf tournament and R. R. Cronkhite, HARD- 
WARE AGE, also a golf winner 
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Left to right: Frank A. Bond, U. 8. Chain & Forging Co.; Mrs. Mark Lyons, Don 8S. Brisbin, Columbus-McKinnon Co.; Mrs. Bond, 


American Chain Co. and J. F. Stone, Jr., Columbus-McKinnon Co., 8. 
R. C. Dunlap, Dunlap Hdwe. Co. and Norman Sharp, 


C. Din’ ins, 


Dinkins-Davidson Hdwe. 
Sharp-Zachy-Horsey Co. 


W. C. Perkins, 
L. King, Atlanta Plow Co.; 


Co.; Clyde 


Will Future Economic Evolution Affect 
Manufacturer- Wholesaler Distribution? 


MMEDIATELY following the talk 

by M. J. Lacey at the Wednesday 

joint session an informal discussion 
took place under the supervision of L. 
M. Stratton and Dennis A. Merriman, 
the presidents of the two associations. 
The theme of Mr. Lacey’s talk had been 
the dominance of selling without mini- 
mizing the importance of intelligent 
buying. This thought was brought out 
frequently by those who participated 
in the general discussion of the question 
problem: “Will Economic Evolution in 
the Future Affect Manufacturer- 
Wholesaler Distribution ?” 

Opening comments were made by H. 
J. Allison, Glasgow-Allison Co., Char- 
lotte, N. C., who said, in part: 

“IT think the question of there being 
future changes in distribution and 
change of conditions has already been 
answered, that they have already 
changed somewhat. We are in the 
process of change all the time. We are 
trying with great difficulty to find just 
where we are at. I would much rather 
do anything than be asked to advise. 
I would ask for information rather 
than try to give it. It looks to 
me like the situation that faces us in 
our predicament is a question of prin- 
ciple—a conflict of principle—of co- 
operative effort on one side against or- 
ganized systematic ownership on the 
other side. As manufacturers, jobbers 
and retailers, we are in direct competi- 
tion with the direct chain method. 

“Our problem is to try and retain 
our source of distribution through co- 
operative effort. That seems to be our 
greatest problem. We have got to get 
continued cooperation from our cus- 
tomers. It is our business and the 
business of every jobber to try and 
convince our retail customers that it is 
to their interest to concentrate their 
purchases through us; we would like to 





get him to see to the necessity of his 
concentrating all his purchases through 
the regular channels; that when he 
deviates from the regular channel to 
buy some individual article cheaper 
than he thinks he can get it from his 
regular source of supply, that he is 
making a sacrifice; that it would be bet- 
ter for him to lose this small advantage 
and to continue to cooperate with his 
regular jobber. 

“T am sure that our greatest prob- 
lem and our main difficult problem, 
is to get our customers (and I am sure 
the manufacturers feel the same way 
about it)—to get him to look beyond 
his individual gain on an individual 
item and see the cooperative gain on a 
multiplicity of items.” 

George F. Wiepert of Sargent & Co., 
New Haven, Conn., said, in part: 

“T understand this question that has 
been propounded to be a re-statement 
of the old question that has been asked 
in my experience for the last forty 
years in the schemes of distribution. 

“T will say briefly that I cannot con- 
ceive of any radical change, or modi- 
fication particularly, in the scheme of 
distribution. I received a copy of this 
program several weeks ago and I was 
interested in this subject, and in think- 
ing it over just before I left the office 
to come down to this meeting, I saw a 
copy of the Harpware AcE of April 
11, and my atention was called to an 
editorial by Mr. Norvell. The subject 
was: ‘Is the Jobber Passing?’ Now 
many of you have seen that. In fact, 
I was unable to borrow a copy of that 
issue in several places I visited en route 
to this convention because of the great 
interest in that article. I was quite in- 
terested in that article, because I found 
that my own line of thinking had been 
along the same lines of Mr. Norveil. 





Mr. Norvell likens the scheme of pro- 
duction and distribution to a tree, or 
like the circulatory system in the 
human body, the sending of the blood 
through the heart into the veins. Mr. 
Norvell uses the tree as an illustration, 
getting its nourishment first from the 
soil, producing the sap and the -ele- 
ments needed by the tree for its growth 
—the trunk representing the jobbing 
part of the scheme and the smaller 
branches the retailers and the leaves 
the consumers. Mr. Norvell also points 
out that the recurrence of these ques- 
tions seems to be periodical, or they 
come through a cycle; we have them; 
we know that they come in business; 
we are passing through probably now 
a phase that is not so pleasant, and I 
think I am safe in predicting that it 
will not last; but this question is usually 
found when conditions are similar to 
what they are today. When we are all 
busy it is not so prominent. I cannot 
conceive how the jobber could possibly 
be eliminated. The jobber and the 
manufacturer have some things in com- 
mon in my opinion. They have to study 
their production; they have to gage 
their expenses within the results of 
their business; they have to recognize 
the relation between their total busi- 
ness and their expense of doing busi- 
ness. I know how easy it is to talk 
about cutting down the cost of distri- 
bution and I think sometimes a great 
many of us talk rather glibly about 
those subjects.” 

Mr. Parker, of Atlanta, Ga., said, in 
part: 
“It seems to me that the manufac- 
turer, realizing the condition that ex- 
ists, should consider the prices that are 
to be made to the consumer and work 
back through the jobber, and in that 
way I believe one hundred per cent co- 
operation could be given to the retailer 
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Left to right: T. L. Funderburk, Peeler Hdwe. Co 
W. L. Wright, Mrs. T. 


as well as the jobber, so as to give them 
a fair profit.” 

S. A. Mitchell, Irwin Auger Bit Co., 
Wilmington, Ohio, said, in part: 

“I want to say that we distribute our 
line all over the world to the jobber. 
I believe the jobbers of the United 
States are capable of doing the job 
better than by any other method. The 
jobber, in turn, can constructively help 
the dealer. He can direct the dealer 
along the right line. Last year we 
made a survey to find what was the 
matter with the dealer. We think we 
found out. I will mention one or two 
things we found. In one shop we found 
a twenty-two year supply of some odd 
sizes. In one stock we found a $300 
inventory on which the annual sales 
were less than $100. In another stock 
we found seven different brands of bits 
on which there was a very small sale. 
These are some of the things we laid 
out to present to the jobber. Now those 
plans included the salesmen who come 





R. J. OGILVIE 
Ogilvie Hdwe. Co. 


in direct contact with these dealers. 
We feel that the jobber can distribute 
not only our line, but other lines to the 
best advantage. We are much grati- 
fied that the response of the jobber as- 
sures the success of this campaign.” 

J. W. Tabor, McLendon Hardware 
Co., Waco, Texas, said, in part: 

“There is no question but the evolu- 
tion of business is having its effect on 


A. L. McArthur, Sheffield, Clark & Co.; 





W. W. Newberry, Mrs. F. F. Hickey, T. L. Hopkins, 


be Hopkins, R. P. Boyd and F. F. Hickey, Savage-Stevens Arms Co. 


the manufacturer and wholesaler. We 
have heard this discussion for several 





JOHN DONNAN 
Secretary Southern Hardware Associa- 
tion, whose co-operation with Secretary 
Rockwell of the Manufacturers Associ- 
ation assured the success of the joint 
convention 


years and very little has been done 
about it. One of the problems is to sell 
merchandise to the dealer in order that 
he may meet chain store competition. 
It has been tried and can be done. My 
personal conclusion is that the jobber 
should make every effort to induce the 
dealer to sell a standard line of goods 
to the exclusion—almost exclusion—of 
the cheaper or shoddy lines of goods. 








Nine New Members Added 
To Manufacturers’ Rolls 


In his semi-annual report, 
Secretary Charles F. Rockwell 
of the American Hardware 
Manufacturers’ Association an- 
nounced the following nine new 
members of that organization: 
American Swiss File & Tool Co., 
Elizabeth, N. J.; Bourne-Fuller Co., 
Cleveland, Ohio; Diamond Expan- 
sion Bolt Co., Garwood, N. J.; The 


Eagle Woodenware Mfg. Co., Ham- 
ilton, Ohio; Electric Hose & Rub- 





ber Co., Wilmington, Delaware; 
French Battery Co., Chicago, IIli- 
nois; Marshalltown Trowel Co., 
Marshalltown, Iowa; Moore Push- 
Pin Co., Philadelphia, Pa.; The 
Osborn Mfg. Co., Cleveland, .Ohio. 














In doing that you are doing the ulti- 
mate consumer a favor and the goods 
will give him much better service—if 
our salesmen can be induced to learn 
miore about their own merchandise and 
sell it rather than to give away a cheap 
line of goods. I also believe the jobber 
should put his effort in his own local 
territory without incurring the expense 
of going out and getting his twenty 
per cent in fifteen States, on which evi- 
dently the drygoods man, who was re- 
ferred to in one of the addresses, loses 
money on. I think there is no ques- 
tion but if the jobbers confined their 
efforts to their own legitimate territory 
they would get more substantial re- 
sults.” 

Frank L. Campbell, Congoleum- 
Nairn, Inc., Kearny, N. J., said, in part: 

“The proper method of distribution 
—from the manufacturer to the whole- 
saler and from the wholesaler to the 
retailer—has been proved in the article 
referred to, written by Mr. Norvell in 
HarpwakreE AGE. Every successful bus- 





HOUSTON DUDLEY 
Gray & Dudley Co. 


iness is a success because of the facility 
to sell. All business is like a three- 
legged stool, every leg has got to touch 
the ground; let the three legs represent 
the manufacturer, jobber and retailer, 
one leg cannot work without the other. 
Let us have real cooperation. The 
principal thing necessary in business is 
selling and the only way you can get 
it is by real cooperation.” 
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Selling Is Dealers’ Primary Problem and 
Function, Declares M. J. Lacey 


MPHASIZING | that 
kK should be the chief concern of 
Lacey, manager, Pyrex Sales Division, 
Corning Glass Works, Corning, N. Y., 
addressed the Wednesday joint session 
on “The Dominance of Selling.” 
Lacey, a member of the 
Council, told how some merchants, so 
intent on buying, sometimes 
overlook the more important job of 
selling. His talk in full follows: 

“Without in the least minimizing the 
importance of buying or the attention 
it deserves, it may still be emphasized 
that the average hardware dealer rates 
it too high as compared with his sell- 
ing, and that it to 
vince him that selling is, after all, his 
chief concern. 

“This is fundamental, since the mer 
sell 


closer 


is con 


necessary 


chant’s primary business is to 
voods ; 
derstood he will not get 
solving his secondary problems such as 
chain store competition, turnover, op 
erating costs and the like. 

“These are all broad economic ques- 
tions facing him, but if he is not pro- 
ficient in his selling, all those other 


the selling are of 


very far in 


factors preceding 


little avail. 


the retail hardware trade, M. J. | 


selling} 


five per cent, or possibly only two and 


his purchase price, his margin would 


| one-half per cent; and only infrequent- | be $30. 


| 


Mr. | 
Hardware | 


and until it is thoroughly un- | 


“Theoretically the store owner or | 
manager is the best help in that store. | 


Being the highest salaried, he should 
be the most reliable, the most capable, 
the most energetic man in the organi- 
zation. 

“Vet too often he employs that ‘best 
help,’ not in the development of greater 
selling efficiency, but in jockeying 
with sources of supply in an effort to 
get price concessions of 10 per cent, 


ly does he succeed sufficiently to com 
pensate for the time and_ attention | 
which might better have been given 
to an intensification of his selling ef 
fort. 
“For purposes of illustration, let us | 
take one of our Pyrex pie plates, No. | 








M. J. LACEY 
Pyrex Sales Division, 
Corning Glass Works 


209, an item having a regular whole- 
sale price of 60c. and a retail price 
ef 90c. special effort a dealer 
might get an extra five per cent, 3c.; 
or maybe even an extra 10 per cent, 


By 


or 6c. But unless, and until, he sold 
those pie plates, such savjngs in pur- 
chases will not be reflected in profits. 

“To enlarge the picture, if he buys | 
100 pieces at a concession of 6c. each, 
he would gut if he sells | 
100 pieces, without any concession in | 


‘save’ $6. 


them 


“In other words, the ‘best help’ can 
make 30c. in selling the item as com- 
pared with 6c. in buying. 

“And of closely kindred importance 
is the fact that through his selling 
activities the dealer better informs 
himself of what does sell, gets a bet- 
ter knowledge of changing consumer 
demand, and is thus able to buy more 
efficiently. 


“Too often bargain-grabbing leads 


| directly to an effort to force the move- 


ment of a poor selling item. This is 
seldom profitable, and frequently has 
a bad effect upon his future business. 

“It should be possible for any dealer 
to select not more than two or three 
ceod sources of supply and buy from 
in such ‘a way as to minimize 
the time spent in buying. 

“He can so distribute his purchases 
as to make his account worthwhile for 
each of these supply sources and so 
qualify himself not only for the best 
prices and service but also for special! 
accommodations. 

“As supporting the main contention, 
it may be suggested that the average 
corporation pays more money to its 
sales executives than to its buyers, and 
that the chain store sales executive 
gets a salary three or four times that 
of the buyer. 

“Too many dealers have the cart be- 
fore the horse, and a turnabout offers 
the greatest possibility of increasing 
sales and profits. 

“Naturally, any such improvement 
in the retailer's position will benefit 
the wholesaler and the manufacturer.” 





Horseshoe Pitching Contest on the lawn of the Edge 
ter 


& Co., who is on the extreme right 


water Gulf Hotel watched with great interest by Wm. B. Paulscraft, R. K. Car- 
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1. John 8S. Tomajan, The Washburn Co., with E. F. Lawrence, Jr., Lawrence Brothers. 2. W. J. Dress, New York Knife Co., with Liew 8. 
Soule, HARDWARE AGE. 3. Walter V. Leland, Columbian Vise & Mfg. Co., with Evan Edwards, Columbian Rope Co. 4. Geo. J. Boesch, 
North American Press; Robert H. Baker, Fones Bros. Hdwe. Co., and Arch L. Hager, C. Hager & Sons Hinge Mfg. Co. 5. Mrs. Woolworth 
and C. M. Woolworth, Animal Trap Co. of America. 6. John Everett, John T. Everett Co., with P. W. Dillon, Northwestern Barb Wire Co., 
and E. W. Smith, Pittsburgh Steel Co. 7. O. H. Smith, Lynchburg Plow Works. 8. T. H. Fox, Hercules Powder Co. 9. Frank I. Clark, Iver 
Johnson Arms & Cycle Works. 10. W. B. Joslin, Ed. W. Simon Co. 11. G. E. Brown, Baldwin Tool Works, with N. G. (Slim) Powers, Pyrex 
Sales Division, Corning Glass Works. 12. Mrs. Lacey and M. J. Lacey, Pyrex Sales Division, Corning Glass Works. 13. J. W. Terhune, Con- 
solidated Lamp Works, and J. M. Harrington, Harris Hdwe. Co. 14. Jack Finch, Tower Mfg. Co.; Phil M. Warren, A. Baldwin & Co., and 
Geo. T. Price, Kelley Axe & Tool Co. 15. Edwin 8. Flato, Cornus ange Hdwe. Co., with D. A. Macomber and R. G. Thompson, both of The 
Lufkin Rule Co. 
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RELIMINARY to a general dis- 
| gee by prominent manufac- 

turers, wholesalers and _ retailers 
on the topic “Competitive Practices 
Which Are Economically Unsound,” 
Fayette R. Plumb, Fayette R. Plumb, 
Inc., Philadelphia, Pa., presented a pa- 
per which had been prepared by Chas. 
W. Asbury, Enterprise Mfg. Co. of 
Philadelphia, Pa., the latter being 
absent from the Tuesday morning ses- 
sion of the manufacturers. Mr. Asbury, 
chairman of the Hardware Council, in 
his paper outlined the progress of the 
Council and explained its origin. The 
paper outlined the manufacturers’ re- 
sponsibility in the study of the Coun- 
cil’s findings. Mr. Plumb who is vice- 
chairman of the Hardware Council, 
read the paper which follows in part: 

“In March, 1927, there was published 
a book under the name of “Trade 
Betterment,” which contained reports 
and recommendations of the Hardware 
Council upon seven major problems, 
which appeared to be causing economic 
waste. These reports attracted quite 
a bit of attention, and we had thought 
the net result was a reduction of waste. 
Since that time additional reports have 
been made and published upon other 
phases of distribution, always having 
in mind that the purpose of the work 
is to reduce costs by the reduction of 
wasteful practices, which were in- 
herited largely from conditions which 
prevailed during the war, and during 
the activity that immediately followed 
the war. 

“In January, 1928, the Hardware 
Council undertook to make a very gen- 
eral and comprehensive diagnosis of 
the problem of distribution in the 


fullest meaning of the term. This re- 





port was necessarily one of great 
length, and it undertook to present a 
picture of the distribution of hardware, 
beginning at the point of production 
and passing through the channels of 
distribution to the consumer. In gen- 





CHAS. W. ASBURY 


Enterprise Mfg. Co., of Pa. 
Chairman, Hardware Council 


eral this report was divided into three 
sections, the problems confronting 
manufacturers and those which con- 
front the wholesalers and retailers re- 
spectively. 

“In June, 1928, the National Retail 
Hardware Association devoted its en- 
tire congress, which was held in Bos- 
ton, and continuing over four days, 
to a consideration and open discussion 
of that portion of the report of the 
Hardware Council which had to do 
with the retailer's problems in dis- 
tribution. As a result of this discus- 
sion, conclusions were reached 


upon | 


Left to right—L. 8. Pickup, J. D. Wyman, R. M. Parsons, The — aaa W. C. Sullivan, Geo. F. Wiepert and Earl Ludwick, Sar- 
gent e 














Competitive Practices That 


Fayette R. Plumb Presents Paper Prepared by Chas. W. Asbury 


some forty different points, upon each 
of which a definite declaration and 
recommendation was made. The sec- 
tion of the Hardware Council report 
upon the problem of distribution which 
has to do with the wholesalers, is hav- 
ing a careful study by them, and they 
will now make recommendations to 
the coming meeting of the Hardware 
Council, which is scheduled to be held 
immediately following the dates of this 
convention. 

“There is obviously an obligation on 
the manufacturers to likewise present 
a report which will reflect the opinions 
of the manufacturers upon the major 
problems which may be causing eco- 
nomic waste, and the purpose of to- 
day’s discussion, which I hope will be 
very full, very free and very frank, is 
to gather from the wisdom and ex- 
periences of the manufacturers here 
present, suggestions and _ criticisms 
upon the six or seven subjects which 
we will submit for consideration, in 
order that the gentlemen you have 
chosen to represent you on the Hard- 
ware Council may have the benefit of 
your knowledge in making up a report 
to the Hardware Council. I hope also 
this discusion will not be limited to the 
subjects which will be submitted, but 
if there are any other subjects, which 
in your judgment should be included 
in such a report, it is the earnest de- 
sire of your representatives that you 
suggest such additional subjects. 

“It is possible that there are now be- 
fore me some manufacturers, who are 
new members, and, therefore, are not 
familiar with the fact that the Hard- 
ware Council is a body entirely with- 
out power, but whose duty is to study 
the distributive problem and make up 
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Chas. Wainwright, S. L. Allen & Co., J. R. 
N. A. Gladding, E. 





reports and recommendations which 
may be voluntarily adopted by man- 
ufacturers, wholesalers and retailers 
for the purpose of smoothing out the 
channels of distribution from manu- 
facturer to wholesaler, to retailer and 
to consumer, with the least possible 
waste, in order to best serve the public. 

“The Hardware Council, as you 
probably know, is composed of four 
manufacturers, four wholesalers and 
four retailers. Now with this pre- 
liminary we would like to submit for 
your consideration, the fact that with- 
out regard to any increase in any pro- 
ductive capacity which may have been 
developed during the war years, it is 
well known that increased efficiency in 
management and improved productive 
methods and equipment have increased 
the capacity of many plants devoted to 
the manufacture of hardware during 
the years since the collapse of 1920. 
This increased capacity has been by no 
means an unmixed blessing. It has 
in a great many cases resulted in an 
output beyond the consumptive require- 
ments of the market. Inability to sell 
the product to regular customers has 
led to disorganization in distributive 
plans, involving wasteful practices and 
competition which are _ unintelligent, 
unprofitable and in some respects such 
as now would be condemned by law 
tribunals as unfair. The manifest re- 
sults of such unintelligent practices are 
various, but certain of them are out- 
standing. 

“The first of these which we will 
present for discussion is the tendency 
among some manufacturers to take 
on the manufacture of new products, 
which they think adaptable to their 
present manufacturing facilities, in 
order to build up manufacturing vol- 
ume and reduce overhead. It may well 
be imagined that certain plants and 





cessions to buyers that are greater than 





Higgins, U. 8. Cartridge Co.; Chas. G. Wright, 
C. Atkins & Co., with J. L. Pitts, Brown-Roberts 





re Economically Unsound 


manufacturing facilities were very 
greatly enlarged for war purposes, and 
when the war ended, the owners of 
such plants were confronted with the 
problem of expansion in variety of 
goods made, in order to employ to the 
fullest degree the enlarged facilities. 
In some cases additional articles or 
lines were taken on without the fullest 
investigation of the ten existing fa- 
cilities and prospective markets. It 
is amazing to consider the lack of 
knowledge with which large sums have 
been wasted in such endeavors. 

“Manufacturing difficulties may be, 
and usually are, under estimated. In- 
creased competition in an enterprise 
already over supplied is likely to bring 
on a price and service war. The estab- 
lished demands and trade relations of 
the older manufacturers are even more 
difficult to overcome than the new com- 
petitor realizes. 

“When a manufacturer contemplates 
entering a new field, it would seem 
the part of wisdom to secure all pos- 
sible information regarding the man- 
ufacturing conditions and capacities, 
as well as the prospects for selling the 
product at a profit. Frequently, the 
manufacturers already making the 
product will be glad to furnish such 
information. If then the prospective 
competitor decides to go ahead, he is 
able to do so on a better informed 
basis, and perhaps he may be saved 
from embarking on a losing venture. 
This then is the first problem ‘which is 
submitted for your discussion. 

“The second problem for your con- 
sideration is Price Concessions Greater 
Than the Saving in Costs of the Ser- 
vices Rendered. The competitive 
struggle, which has been intensified by 
increased productive capacity some- 
times takes the form of price con- 


Wright 
H 











Bros. Hdwe. Co.; C. 8S. Haggarty. 


dwe. & Supply Co. 





the character the orders would war- 
rant, 

“It is recognized that in some in- 
stances a manufacturer may make a 
saving on an order for a larger quan- 
tity of an item, and especially if such 
order can be made up and _ shipped 
ahead of the retail buying season, but 
this is not always true because when 
a manufacturer already has a fairly 
uniform plant operation, the costs are 
nearly at a minimum without regard to 
any single large order, which may be 
added. 

“Wholesale customers should pro- 
vide orders for quantities in advance 
of retail demand in such quantities 
as will provide the opportunity for 
such economy if they expect to pur- 
chase at the extreme wholesale price. 

“On the other hand it is disorganiz- 
ing and unfair to those distributors 
who carry out their function, to under- 
mine their market by selling other 
distributors at prices, which do not 
include all the factors of cost and 
average profit. 

“Experience of the last few years 
has shown the fallacy of the back- 
log theory of quoting prices without 
including in the cost the total over- 
head as applied to articles, which do 
not have an elastic market. 

‘It is being recognized more and 
more as a principle of sound business 
as well as of economics that the prices 
quoted by such manufacturers should 
be uniform to all customers of the same 
class rendering equal service in the dis- 
tribution of his product. This does 
not preclude differentials for quantity, 
anticipation of orders, or other bene- 
fits which the seller may actually se- 
cure providing the concession is a 
reasonable compensation for the actual 
services rendered. 

(Continued on page 95) 
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The Old Guard Becomes of Age— 
N. A. Gladding Elected President 


NE of the most pleasant events 

in connection with the Biloxi 

Convention, was the annual din- 

ner and business meeting of the Old 

Guard Southern Hardware Salesmen’s 

Association, on Tuesday evening, April 
23, at the Edgewater Golf Hotel. 

The Old Guard is more than an or- 

ganization; it is an institution. Among 


its members are the best known travel- | 


ing salesmen and sales managers who 
sell in the South. Its membership is 
limited and its requirements rigid. Each 
member must have traveled 
hardware and related lines to the hard- 
ware jobbing trade in five or more of 
the southern and southeastern states for 
fifteen years or longer. It is distinctly 
an honor to wear the insignia of the 
Old Guard. 

During the past vear the Angel of 
Death called upon five members of the 
organization, taking from the ranks 
David W. Shanks; Albert R. Sisson; 
Frank (Guildener; Frank Gould and 
Samuel C. Dunn. One the first 
things done at the business meeting was 
passage of sympathetic resolutions to 
be spread on the minutes, and copies 
sent to the families of the deceased. 

There was the usual 


of 


the thorough, business-like reports of 
the efficient Secretary-Treasurer, R. P. | 
Boyd, who sees that the routine work 


selling | 


business, and | 


of the organization travels smoothly at 
all times. 


Then came the election of officers, 


and the following were unanimously | 


chosen to guide the destinies of the Old 
Guard during the coming year: 

President: N. A. Gladding, E. C. 
Atkins & Co., Indianapolis; First Vice- 
President, Secretary and Treasurer: 
R. P. Boyd, Savage Arms Co., Knox- 
ville; Second Vice-President, James T. 
Skelly, Hercules Powder Wil- 
mington, Del. 

Executive Committee: Hugo Weid- 


Co., 


mann, National Tube Co., New Or- 
leans; Clyde L. King, Atlanta Plow | 
Co., Atlanta, Ga.; Sheffield Clark, 
Shefheld Clark & Co., Nashville, | 


Tenn.; E. J. Newey, Newey Sales Co., 
New York; L. C. Frazer, Henry Diss- 
ton & Sons, Inc., Birmingham, Ala.; 
James Hutchinson, Stanley Works, 
New Britain, Conn. 

After the business meeting came the 
banquet, with arrangements by Hugo 
Weidmann and his efficient comunittee. 
There were guests present also. Wil- 


liam A. Cortes, president, Texas Job- | 


Dennis A. Merri- 
Hardware 
Leslie M. 


bers Association ; 
man, president, American 
Manufacturers Association; 
Stratton, president, Southern 
ware Jobbers Association; Charles 
Rockwell, secretary, American Hard- 


Hard- | 


ware Manufacturers Association, and 
John Donnan, secretary, Southern 
Hardware Jobbers Association. 

The music was furnished under di- 
| rection of N. A. Gladding. 

President Stratton spoke with deep 
feeling of the pleasant relationship ex- 
| isting between the Southern Jobbers 
and the Old Guard. President Merri- 
man added to Mr. Stratton’s remarks, 
the good feelings of the Manufactur- 
ers, and their high estimation of Old 
Guard membership. Secretary John 
Donnan told of early experiences with 
various members, and quoted from his 
favorite poems; Secretary Charles 
| Rockwell voiced his appreciation of 
the cooperation afforded him by the 
membership. 

Llew S. Soule, editor, HARDWARE 
| Ace, New York City, honorary mem- 
ber of the Old Guard, was the final 
_ speaker, with a eulogy of the organiza- 
tion, and what it stands for. 

This meeting marked the twenty- 
first birthday of the organization. May 
it enjoy a thousand more, continuing to 
typify the ideals and aspirations of 
those missionaries of trade who travel 

the Old South. With “Gus” Gladding 
at the helm, and “Bobbie” Boyd on 
guard, the future of the Old Guard 
looks bright for another year of 
worth-while service. 





Members of the Old Guard at Edgewater Park, Miss., with President N. A. Gladding seated at the extreme right. 
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1. W. C. Weaver, McWhorter, Weaver & Co., with 8. Herbert Smith and John H. Collier of Nicholson File Co. 2. R. H. Givens and Mark Lyons, 
McGowin-Lyons Hdwe. & Supply Co. 3. W. I. Peak with E. B. Steele, Norton Door Closer Co., and Mrs. Steele. 4. Milton D. Jones, Richards- 
Wilcox Mfg. Co.; J. T. Dowd, Williams & Cunningham; Frank H. Wente and W. C. Wente of Richards-Wilcox Mfg. Co.; John K. Dyer, Doherty 
Hdwe. Co., with W. R. Murray, Bill Scott and Ralph J. Compton of McKinney Mfg. Co. 5. Hal. G. Blodgett, HARDWARE AGE. 6. Will 
J. Feddery, aes AGE; Mrs. Taylor, Frank E, Taylor, Trimont Mfg. Co., and Mrs. Feddery. 7. J. 8. Benbright, Pennsylvania Lawn 
Mower Works. 8. C. B. Chancellor, Skelton Shovel Co. 9. J. H. Hitt, A. Baldwin & Co. 10. Jos. M. Hottell, Delta File Works. 11. J. L. 
Hagar, Delta File Works. 12. Walter Q. Thomas. 13. L. L. Hodges, P. & F. Corbin Div. 14. Mrs. Hereford, Gustave A. Baldwin, Gulf Air 
Lines; Mrs. H. P. Ladds, Lake Erie Bolt & Nut Co.; Frank Hereford, Mrs. Car! Coffeen. H. H. Jarrett, Lake Erie Bolt Co., and Mrs. Lawrence 
Baldwin with Mrs. T. R. Frazer, Mrs. Mark Lyons, Mrs. J. C. Calhoun, J. C. Calhoun, French Battery Co.; Mrs. Harry Miller and Mrs. Geo. A. 
Fernley 
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Harry A. Black Heads Southern Hardware 


Jobbers Association 


Succeeds Leslie M. Stratton as President, Southern Hardware Jobbers Asso- 
ciation—Thos. E. Frazer and F. E. Pharr Chosen as Vice-Presidents 


ARRY A. BLACK, president, 
H Black Hardware Co., Galves- 

ton, Tex., was elected president 
of the Southern Hardware Jobbers As- 
sociation, at the closing session of that 
body’s convention held at Edgewater 
Park, Miss., April 22 to 25, 1929. He 
succeeds Leslie M. Stratton, Stratton- 
Warren Hardware Co., Memphis, 
Tenn., who has very efficiently served 
two terms. Thos. R. Frazer, Rome 
Hardware Co., Rome, Ga., formerly 
second vice-president has been chosen 
first vice-president and F. E. Pharr, 
Buhrman - Pharr Hardware Co., 
Texarkana, Ark., is the new second 
vice-president. 

Prior to the election of new officers 
and their installation unfinished busi- 
ness of the association was transacted 
under the supervision of retiring 
President Stratton. 








F. E. PHARR 


Buhrman-Pharr Hdwe. Co., Tex- 

arkana, Ark., newly elected second 

vice-president of Southern Hardware 
Jobbers Assn. 











Chas. H. Ireland, Odell Hardware 
Co., Greensboro, N. C., read a report 
based on a study of recent findings of 
the Hardware Council, many parts of 
which were endorsed. 

John K. Dyer, Doherty Hardware 


Co., Edwin F. Flato, Corpus-Christi 
Hardware Co., and H. J. Allison, 
Glasgow-Allison Co., as members of 
the resolution committee presented their 
report which was accepted. The re- 
port follows: 

“Believing this to have been one of 
our most pleasant and profitable con- 
ventions, we wish to express our 
grateful appreciation to the American 
Hardware Manufacturers’ Association 




















HARRY A. BLACK 
President, Black Hdwe. Co., Galves- 
ton, Texas, and newly elected presi- 
dent of Southern Hardware Jobbers 
Assn. He is also an active member 
of the Chamber of Commerce of the 

United States 











for théir presence and cooperation in 
all the activities of the convention, and 
for the delightful entertainment given 
for the members and guests of both 
the associations; to the representatives 
of the other Hardware Association 
who have attended as our guests and 
contributed to the success of this meet- 


fine way they have handled the social 











to the enjoyment of all present, espe- | 





ing; to the chairman and members of | 
the entertainment committee for the 


activities, which have added so much | 


cially our lady guests; to the chair- 
man and members of the golf com- 
mittee for their contribution to the 
enjoyment of that large element of our 
membership who in desperation have 
taken up golf; to the ladies for their 
attendance and for the grace, beauty, 
and charm they have added to the meet- 
ing; to the Edgewater Guif Hotel, its 
management and employees, for their 
courteous and careful attention to the 
comfort and convenience of our mem- 
bers and guests, and to express our 
desire to return again to this beautiful 
and delightful place to hold our meet- 
ing when circumstances permit.” 

Mr. Ireland, J. W. Tabor, McLen- 
don Hardware Co., J. L. Pitts, Brown- 
Roberts Hardware Co., and W. M. 
Bonham, M. C. McClung & Co. were 
elected to the executive committee and 
Mr. Ireland and Mr. Allison were des- 
ignated as members of the Hardware 
Council. 

Mark Lyons, McGowin-Lyons Hard- 
ware Co., was chairman of the nomina- 
tion committee assisted by R. J. 
Ogilvie, Ogilvie Hardware Co. and B. 
Morrison, Fones Bros. Hardware Co. 








THOMAS R. FRAZER 
of Rome Hardware Co., Rome, Ga., 
is now first vice-president of the 
Southern Hardware Jobbers Assn. 
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Wholesaler’s Obligation to Retailers Under 
Current Competitive Conditions 


HE closing feature of the joint 

Wednesday session was an in- 

formal discussion of the problem 
“The Obligation of the Wholesaler to 
the Independent Retailer Under Cur- 
rent Competitive Conditions.’ Harry 
A. Black, Black Hardware Co., Gal- 
veston, Texas, started the study of this 
subject, saying in part: 

“In listening rather carefully to the 
different viewpoints that have been ex- 
pressed I think possibly it might be 
interesting to you to tell of an ex- 
perience we are going through in 
Texas. 

“About a year and a half ago last 
January the retail hardware dealers of 
Texas met in Dallas. Their efficient 
secretary arranged the program under 
which they produced articles that were 
for sale in the different chain and de- 
partment stores throughout different 
points in Texas; and they also had 
identical articles put up on the board 
purchased from the jobbers. The price 
paid to the jobber was attached to the 
article, and the price paid to the chain 
store, or department store, was attached 
to the article. It was found that the 
difference between those two values— 
the cost to the retailer in buying from 
the jobber and the retailer’s sale price 
shown on the articles from the depart- 
ment stores—was so close that you 
could hardly see the difference; there 
was hardly a five per cent margin some- 
times. They complained very bitterly 
to the jobbers, who were present at this 
convention, about that situation. They 
took it under consideration for 
probably six months. 

“They went out and investigated for 
themselves to find out what these stores 
were selling, the quality of it and the 
retail price of it. I know of one par- 
ticular instance—our own company 
made an_ investigation—in certain 
household tools; they brought them in 
and laid them on my desk; they bought 
them for 38 cents. I said: ‘What do we 
handle compared to them?’ The reply 
was: ‘We have a similar article that 
we sell for 35 cents to the retailer.’ 
I asked our employee to get a sample 
out of stock. The one bought from 
the department store was better than 
the one we were selling; better finished. 
They appointed a committee, outside 
of the Texas Jobbers’ Association, to 
see what could be done. That commit- 
tee recommended that we experiment. 


“They took twelve items of what 





could be classed as household tools, 
such things as every household uses— 
hammers, saws, wrenches, etc. They 
assigned each one of those items to 
one of twelve jobbing houses in Texas 
and told that house to buy in quantity 
sufficient to cover the whole State of 
Texas in that one item. 

“We found that the manufacturers 
were willing in the case of one par- 
ticular item to cut their price twenty- 
five per cent to the jobber. That par- 
ticular item has been sold in thousand 
dozen lots to the Texas jobbers. The 
manufacturer had no _ packing ex- 
pense, no shipping expense, other than 
he would have in any large transaction. 
They shipped in whole case lots to the 
jobber on his order. On the other 
hand we investigated what prices the 
chain stores—the 5 and 10 cent stores 
—were buying these items for. We 
found that they were buying at lower 
than the regular jobbers’ cost. We 
found that they added about thirty per 
cent to their cost when they sold them. 
We found also that the manufacturers 
are willing to give us a lower price on 
our method of purchasing than he would 
give the chain store. Why? 

“The chain store man sent out his 
order through their purchasing office 
to the manufacturer to make ten dif- 
ferent shipments in small lots. In a 
few cases they were shipped to ware- 
houses of chain stores; in many cases 
they were shipped out in small lots, 
parcel post and by express all over the 
United States. The manufacturer 
found in handling that business he had 
a very much increased distributing cost 
in the first place; he had made a low 
price; he had very little sales cost upon 
it, but he had a heavy shipping cost. 





Under our proposition he had a cheap 
shipping cost and no selling cost. 

“Now whether or not that investi- 
gation or experiment will develop into 
something larger to counteract the 
chain store distribution method, I don’t 
know, but I am just giving you that as 
a sample of one thing that may be done 
and may be necessary to do in order to 
keep up the present method from man- 
ufacturer to jobber and from jobber to 
retailer.” 

Upon invitation of Chairman Strat- 
ton, Herbert P. Sheets, managing di- 
rector of the National Retail Hard- 
ware Dealers Association, said in part: 

“It is not so much a question of the 
jobber’s obligation to the retailer, but 
the jobber’s obligation to himself. The 
wholesaler must learn to think in 
terms of hardware distribution all the 
way down the channel that he feels is 
the proper channel for hardware to be 
distributed in. My own opinion, after 
some years of study and rather close 
observation, is that the main trouble 
with hardware distribution is that most 
of the factors in distribution are 
bound about by tradition and have 
all those inhibitions to prevent us from 
changing the methods we have been 
following in merchandising so long. 
We have been selling in certain ways 
so long that we have become impressed 
with the idea that that is the only way 
to sell merchandise. On new methods 
of merchandising we are simply on- 
lookers, that perhaps through some sort 
of action we may put the old methods 
out of business. 

“It does seem to me that everybody 
engaged in distribution, whether it be 
a group such 4s your group, or whether 
it be the individual, we must very 





Cliff Hendryx and “Pat” Atkins, E. C. Atkins & Co. 
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Left to right—T. P. Mack, R. R. Wendt and J. H. Cable, Phoenix Horse Shoe Co.; C. A. Schoen, Gendron Wheel Co.; H. B. Wilson, Mathias 


promptly begin to think in terms of 
merchandising as the consumers want 
it. It does not make any difference 
what the consumer's demand is, those 
demands are upon us, and unless we 
supply those demands—put ourselves in 
a position to supply those demands and 
get the consumer to manifest them and 
the consumer wants them to be sup- 
plied—if we do not do that, then we 
are decadent, and you know what hap- 
pens if we become decadents.” 

Paul Kelley said in part: “Today the 
manufacturers are giving assistance to 
the jobber, and the jobber is passing 
that information along to the retailer. 
They seem to try in every way possible 
to arrange their packages in a small 
way, or in such a way as we may sug- 
gest to them collectively. They seem 
anxious for the retailer to get the 
goods he should have and not to get a 
great volume that he cannot dispose of 
within a reasonable length of time. 
Those things are constructive, and it 
behooves the jobbers to look well into 
the new articles of merchandise being 
offered; look into their construction, 
their packing, their size and their pro- 
portion, with the thought that he can 
pass them on to the retailer of this mer- 
chandise so the merchandise can be 
sold at a profit. I do not know of any- 
thing we can do for the retailer that 
would be of more value to him than to 


Klein & Co. and J. 





continually impress upon him that he | 


should sell his merchandise for cash as 
nearly as possible; impress upon him 
the fact that his method of selling 
goods in the spring and collecting for 
them in the fall has been relegated to 
the scrapheap—to get that out of his 
system—but to sell his merchandise for 
money; to get his turn-over; forget 
their old ideas about selling on time, 
and to discount his bills.” 

George A. Fernley, the secretary of 
the National Hardware Association, 
said in part: 

“In February it was my pleasure to 
cross the country and call on Brace 
Hayden in San Francisco. As we sat 
down the first thing that Mr. Hayden 
said to me was: ‘I understand they are 
talking about eliminating the whole- 
saler.’ He said, ‘Over 75 years ago, 
when I started in business, they were 
talking of it then. I think when I 
reach the age of 93 that they will still 
be talking about it.’ There is no doubt, 
gentlemen, but that the wholesaler has 
a very definite function to perform, 
and we can talk as we will of mass 
production. Mass production is eco- 
nomical, there is no doubt about it, 
and a great many economists and col- 
lege professors are now’ talking of 
mass distribution. They say if we 
have mass production we must there- 
fore have mass distribution. 


E. Haviland, J. E. Haviland Co. 





I think | 


as time passes on and we look back at 
1928 particularly, we will say that that 
year when there was such a great cry 
about chain stores. The chain stores, 
gentlemen, are already having their 
troubles and their difficulties. It can 
be said in connection with the sale of 
articles of daily necessity and of low 
price merchandise that the chain store 
method is a proper and economical 
method of distribution. They can sell 
groceries to a certain extent; they can 
sell cigars and things of that sort; they 
can sell about the same class of mer- 
chandise that can be sold by automatic 
vending machines or articles of very 
low price, but when it comes to sell- 
ing standard goods, when it comes to 
giving the required services of sales- 
manship, it is quite impossible for the 
chain store to perform that function.” 

Bringing the discusssion to a close, 
Charles H. Ireland, Odell Hardware 
Co., Greensboro, N. C., gave a brief 
analysis of the problem. He said in 
part: 

“The first thing that confronts us is 
this: Is the hardware trade in a 
healthy condition? Unhesitatingly, I 
answer that it is not. The retail hard- 
ware men of this country are making 
practically nothing, and they cannot 
continue in that condition and stay in 
business. I think I could explain why 

(Continued on page 120) 





Winners of Convention Golf 


facilities in and around the Edge- 
water Gulf Hotel were the golf 
courses available to the hardware men. 
While many played on the excellent 
course of the Edgewater Gulf Hotel, 
the courses of the Biloxi Country Club, 
Great Southern Country Club and the 
Gulf Hills Country Club were also used 
by those attending the convention. 
In the golf tournament, Roof G. 
Gilson, American Fork & Hoe Co. 
made the lowest score, his 72 bringing 


NOREMOST of the recreational 





him a valued trophy. T. E. Hoffman, 
John H. Graham & Co., made the sec- 
ond lowest score without a handicap, 
bringing in a card of 85. R. R. Cronk- 
hite, Harpware AGE, was tied for the 
lowest play with a handicap. He went 
around the course in 72, as did W. R. 
Duffy. 

The prize for the lowest number of 
putts was awarded to L. H. Gourdain, 
National Tube Co. The blind handicap 
prize was won by W. C. Holleyman, 
Beck & Gregg Hdwe. Co. and the 





Tournament 


second award went to D. A. Merri- 
man, American Steel & Wire Co. 

Mrs. R. H. Myers, Fitchburg, 
Mass., won the ladies’ golf tournament. 
Mrs. H. J. Miller, Pittsburgh, Pa., was 
second; Mrs. J. S. Tomajan, Chicago, 
Ill., was third and Mrs. Will J. Fed- 
dery, Cleveland, Ohio, was fourth. 

The golf committee was headed by 
J. P. McKinney, Jr., McKinney Mfg. 
Co., as chairman, assisted by A. C. 
Cade, Allen & Jemison Co. and D. R. 
Waterman, American Steel & Wire Co. 
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Left to right—Henry A. Squibbs, American Steel & Wire Co.; L. H. Rar! Geo. Worthington Co. — 0. Noojin, Noojin Hdwe. Co.; W. A. Gor- 


don, W. 


M. Haas ‘and J. W. Cole, General Whee! 


Varied Entertainment at Convention 


NTERTAINMENT was again 
EK, par excellence at the Southern 

Hardware Convention! One of 
the contributing factors to the success 
of this convention was the program 
of entertainment enjoyed by all. En- 
tertainment is always a notable feature 
at all Southern conventions. 

Again this year the hardware men 
and their guests enjoyed to the fullest 
extent the entertainment which the 
committee had provided and also took 
advantage of the many recreational 
facilities in and around the convention 
headquarters. From the opening day 
to Thursday afternoon a varied pro- 
gram of entertainment was partaken 
by all. When leaving they heartily 
endorsed the work of the various com- 
mittees, who planned for the conven- 
tion’s entertainment. 

Following the joint opening meeting 
on Monday evening there was dancing 
in the ball room of the Edgewater 
Gulf. On Tuesday afternoon the first 
golf tournament was started off with 
many of the hardware men participat- 
ing. Meanwhile the ladies were being 





| 


escorted over the Old Spanish Trail on 
a twenty-five mile auto ride. They 
stopped at the Inn-by-the-Sea for 
luncheon after which they returned to 
the Edgewater. 

Gene and Kathleen Lockhart enter- 
tained in the Edgewater’s ball room on 
Monday, presenting a recital revue 
which brought forth many comments 
of admiration and pleasure from an 
appreciative audience. Moonlight danc- 
ing on the terrace brought the day’s 
program to a close. 

At ten o'clock on Wednesday morn- 
ing, the ladies’ golf tournament took 
place on the miniature course adjoining 
the hotel. Here they disported them- 
selves until midafternoon when a 
bridge and tea was held on the Edge- 
water's terrace. The formal ball and 
reception of the convention was held 
on Wednesday evening, when the hard- 
ware men and guests danced to music 
provided by an excellent musical or- 
ganization. 

In addition to the planned program 
entertainment there was a great 

of informal recreation. The 


of 
deal 





bridle paths leading from the Edge- 
water were used by ardent horsemen 
and the Edgewater’s swimming pool 
entice many plunges. Some hardware 
men tried their luck at fishing while 
others enjoyed a cruise in local waters 
on sail and motor boats. The tennis 
and horseshoe courts were sought by 
devotees to both sports who spent many 
hours at their favorite games. 

The ladies’ reception committee was 
composed of Mrs. L. M. Stratton, Mrs. 
W. D. Ackley, Mrs. D. S. Brisbin, Mrs. 
A. C. Cade, Mrs. W. R. Hill, Mrs. E. 
C. Hough, Mrs. Mark Lyons, Mrs. 
R. J. Ogilvie, Mrs. F. E. Pharr, Mrs. 
J. G. Ralston, Mrs. C. L. Reierson and 
Mrs. J. W. Tabor. 

The afternoon drive committee had 
on it, Mrs. F. L. Campbell, Mrs. H. A. 


Black, Mrs. T. R. Frazer, Mrs. W. A. 
Parker, Mrs. L. S. Soule and Mrs. G. 
F. Wright. 


Mrs. S. L. Webster was on the card 
party committee with Mrs. G. T. 
Bailey, Mrs. W. J. Bloch, Mrs. Van B. 
Hooper, Mrs. Lee Shackleford And 
Mrs. R. B. Wilson. 





Resolutions Cover Waste in Advertising 


T its closing session the American 
A Hardware Manufacturers As- 
sociation approved, passed and 
spread on the minutes the resolutions 
prepared by a special committee of 
which Vice-President A. E. Alverson, 
Secretary Greenlee Bros. Tool Co., 
Rockford, Ill., was chairman. He was 
assisted by Geo. T. Price, Kelly Axe 
& Tool Co. and R. G. Thompson, 
Lufkin Rule Co. The resolution in full 
follows: 

“WHEREAS, There are in _ the 
whole scheme of distribution many ele- 
ments of economic waste, prominent 
among which is waste in advertising; 

“RESOLVED, That we again ex- 
press the hope that our friends the 





jobbers and retailers will refrain from 
sponsoring any activities in local or 
anniversary advertising which may di- 
rectly or indirectly involve any request 
to manufacturers to join in such un- 
dertakings. 

“WHEREAS, This association has 
repeatedly advised its members to dis- 
continue the practice of contributing 
toward the expense of publishing job- 
bers’ catalogs, and 

“WHEREAS, It is now reported to 
our executive office that there is a re- 
newal of requests from some jobbers 
to our members for such contributions 
directly or indirectly, and 

“WHEREAS, The expense. of pub- 
lishing a jobbers’ catalog appears to us 





to be directly chargeable among the 
items usually considered as expense in- 
cidental to the conduct of a jobbing 
business precisely the same as the ex- 
pense of publishing a manufacturer’s 
catalog is so chargeable in his business, 

“BE IT THEREFORE RE- 
SOLVED, That we again recommend 
to our members that all such requests 
for catalog contributions be declined. 

“RESOLVED, That the secretary of 
this association be instructed to for- 
ward copies of these Resolutions to the 
National Hardware Association of the 
United States, the Southern Hardware 
Jobbers Association and the National 
Retail Hardware Association.” 
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Wholesaler’s Obligation to Retailers 


this is in many instances, but we all 
have our views concerning that. I 
will simply suggest this. There is not 
a retail house in this country whose 
expenses—as we term it these days, 
overhead—is not from 20 to 40 per cent 
higher since the World War than it 
was before, and it is costing him more 
to get his goods across the counter, in 
the hands of his customers, now than it 
did prior to the war. In the second 
place, his margin of profits, due to the 
intense competition of chain stores, 
catalog houses and department stores, 
together with a hardware store on 
practically every corner, has cut the 
margin down so closely that a man re- 
quires in this present day nearly 
double the amount of volume to make 
the same amount of profit he made prior 
to the war, and he will have to do that 
on the same amount of help and from 
20 to 25 per cent less cost than he is 
paying today. How that is to be done, 
I don’t know. 

“In the third place, he is trying to 
make accounts pay bills. They don’t do 
that. His competitors, all except his 
retail hardware competitor, are selling 
goods across the counter for cash. 
They can run for a long time selling 
goods, breaking even, because they 
have no losses; whereas the retailer’s 
losses of the present day from bad 
debts are considerable. 

“In the fourth place, he is compelled 
to carry from 25 to 50 per cent more 
stock than he actually needs. 

‘In the fifth place, he can never cut 
down his stock so long as he buys from 
everybody who passes. 

“In the sixth place, his psychology 
of 5 per cent made on a purchase of 
25 per cent more goods than he needs is 
worth more than 10 per cent made on 
one-tenth of the goods bought at a lit- 
tle higher price from a local man, 
drawing from it just as he needs it. 

“In the seventh place, the retailer 
counts the goods on his shelf as a 
profit, when they are the very opposite. 

“In the eighth place, continuous 
resting of goods on shelves and a fail- 
ure on the part of the retailer to study 
his trade publications, and know what 
the up-to-date housewife wants, a fail- 
ure to mark plainly every article so 
that anybody picking it up would know 
the price of it, and thus keeping his 
merchandise before the eye of the 
trade, is causing many of the depart- 
ment and chain stores to sell goods that 
the retail hardware man could meet in 
every way and many times surpass 
them. 

“Now, what is the wholesaler’s obli- 





(Continued from page 82) 


gation to this man? He is ina terrible 
predicament —there is no question 
about this at all. 

It brings us to this question. Is the 


believe it is possible to consolidate be- 
cause every fellow thinks he ought to 
be at the head of the organization. 
They can consolidate everything else 


hardware jobber needed? I emphat- | in the world—then why could not the 


ically state that he is and will always 
be needed. Certainly more than ever 


when this crazy jazz age has passed. | 


There used to be a time when we pro- 
claimed provincialism for the average 
American. That has passed. Every- 
body went to the World War, and ev- 
erybody knows the balance of the 
world so completely that he thinks he 
is a specialist on all the problems of 
the earth, and as a consequence, the 
further a thing is away from home, the 
more attractive it is to the average 
man, and the jobber, like the balance, 
if he lives in Maine, he would rather 
sell goods in Texas—it sounds so much 
bigger. If he lives in St. Louis, he 
would a thousand times rather sell 
goods in North Carolina; his best trav- 
eling men are sent to Florida, and the 
State of Washington, because it is so 
humdrum and prosaic not to ship goods 
the full length of the country. Within 
a radius of one hundred miles of our 
big cities there are just as wild eyed, 
untrained, back-woodsey, one-gallused, 
sleuth-footed dealers as can be found 
in the mountains of North Carolina or 
in the canbrakes of Louisiana, but you 
couldn’t make one of these jobbers in 
a center see that and, consequently, the 
man in Virginia wants to sell in Geor- 
gia, and the man in Georgia wants to 
sell goods in Virginia, and the man in 
Louisiana wants to sell goods in South 
Carolina, and so on. 

“Now, with what results? I will tell 
you. I hate to confess it, but it is a 
fact. The overhead cost of distribut- 
ing goods by the jobber is excessive. 
The army of traveling men that we 
have is endeavoring to cover territory 
that we have no business in, and the 
multiplication of trips to the retail 
trade in nearby territory has so in- 
creased the overhead cost, with the tre- 
mendous cost of catalogs and other 
paraphernalia, all of which has to go 
into the overhead, the setting up of an 
executive who gives dictation to two or 
three underlings, who pass it on to an- 
other underling until he finally gets it 
down to some ordinary laborer who 
gets out the goods, which render the 
cost of getting goods in and out of the 
average jobbing house double of what 
it ought to cost. 

“There ought to be a combination of 
hardware jobbers so as to get some out 
of the country—sell out, buy out, con- 
solidate, or do something else. Don’t 








jobbers of hardware be consolidated by 
a purchase of some of the well-going 
concerns, and thus get rid of the 
things that are now interfering with 
the proper conduct of business or the 
alternative, the jobbers forming a com- 
bination with a view of reducing the 
stocks of retailers by a control of their 
stocks, having them buy all their goods 
through those jobbing houses, thus re- 
ducing the cost of distribution by the 
elimination of traveling men, book- 
keepers, clerks, bad accounts, over- 
stock and waste of time. It will be 
necessary for the jobber to control 
those houses. 

“How? By purchase or otherwise. 
And by one sales promoter, one ad- 
vertiser, one buyer, instead of 75 or 
more. Confine the retailer to the thing 
he claims he is fitted to do, i.e., selling 
goods. Few of us have the many sided 
talents for being buyer, seller, dis- 
player, financier, and collector, in addi- 
tion to being a salesman, particularly 
when all of these activities are placed 
before selling. Selling goods makes 
a merchant and it makes no difference 
how well all these other interests are 
cared for, unless you have salesman- 
ship you are not likely to succeed. In 
my judgment and experience there is 
not one retail merchant in a hundred 
that is giving his major time to selling 
the goods. And I never saw one who 
did not think he was a sharper buyer 
than was the man who was selling him 
his goods, and he considers it a re- 
flection on his ability to confine his 
purchases to one or two sources of 
supply, and as to listening to a sugges- 
tion from the wholesaler as to what 
he should sell his goods for, he would 
scorn any such suggestion. Hence, 
there must be a revolution in the ap- 
proach between the jobbing and the 
retail houses. Gentlemen, we are liv- 
ing in a new era. 

“But, I hear some one raise this 
question: How does that help the in- 
dependent retailer? I answer: First 
it prevents the cutting of prices. By 
this means, there need be no conflict 
whatsoever between the up-to-date re- 
tailer and the house controlled by the 
jobbing house, in the retail price of 
goods. 

“The fact that a jobber has cut his 
overhead 15 to 20 per cent ought to 
enable him to make a price to the 
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independent retailer that he could not 
hope to get from far off jobbers, par- 
ticularly when you take into considera- 
tion the fact that he could draw his 
goods just the same as the jobber’s 
retailer could draw from this jobber, 
and whenever he needs it. They could 
stabilize the price at which the goods 
are sold at retail, each one knowing 
the other had no advantage over him 
in the purchase. 

“Who must do it? Why the jobber 
must do it. How is he to distribute 
those goods? No chain store dis- 
tributes without overhead cost. Con- 
sequently, jobber’s overhead being so 
tremendously cut, it will enable him to 
sell these goods to the independent 
retailer as well as his own distributor 
at a price that it would be utterly im- 





possible if he had to pay people to go 
out and sell them. This will put the 
independent and the chain store jobber 
and retailer on the same footing, and 
the incentive to distribute that line of 
hardware that is sold through chain 
stores at a price that the retailer can- 
not meet, would be overcome in this 
way. Instead of charging a man 25 
to 33 1/3 per cent profit on that line 
of goods, he wouldn’t have to do it. 
He is fighting the battle of the retailer 
and the combined effort of the two 
would enable them to meet any compe- 
tition that you have from the chain 
store distributor. At the same time, 
push sales of standard lines of repu- 
table hardware and at reasonable prices 
which the chain store can’t sell. 

“The advantage of the chain store 





hardware organization would be this: 
It would not be a cut-rate store, but a 
maintenance of price store, service and 
quality being the plea for patronage, 
and on those goods which the chain 
stores make a great drive on, your in- 
dependent and chain store retailer 
would be in a position to meet compe- 
tition. As I see it, it is the only hope 
that we can possibly have of meeting 
this competition which confronts us 
today. 

“IT grant you that it is going to be 
some effort to work these things out, 
but the hardware trade of this country 
is as able as any in the world, and if 
the grocery, drug, dry goods and other 
lines have been able to work out these 
problems fully, ours is not so different 
that we cannot work out ours.” 





Profit for Hardware Dealers in Lawn Furniture 








E know of several hardware dealers who are 
\ \ making real money through handling lawn fur- 
niture, sun dials, bird baths and houses, trellises, 

arbors and pergolas for the lawn and garden. 

Late last summer we were talking to a hardware dealer 
in Marathon Park, L. I., who had sold a carload of 
rustic furniture during the season. This particular 
dealer is located on one of the prominent Long Island 
motor highways and due to building restrictions, his 
store is housed in an attractive bungalow. This arrange- 
ment provided him with a spacious front yard, where he 
displayed the rustic furniture. Motorists driving by, 
could not resist the temptation to take home a piece or 
two of rustic furniture to dress up their lawns. The 
dealer plans to add some new items to his line this sum- 
mer and is preparing for even a larger trade in this class 
mer and is preparing for larger trade in this merchandise. 


if 
4 
I 
f 


Midwest dealers, and others in like locations, who 
are reading these lines, will probably say: “Sure! That’s 
all right for some Long Island dealer, but I couldn’t sell 
the stuff.” This display was arranged by the Smith- 
Winchester Company, Jackson, Mich. 

This Michigan firm is another “believer” in lawn fur- 
niture, they display the line in their window and report 
good results. Donald R. Ball display and advertising 
manager is responsible for the window display illus- 
trated. According to reports the display created a de- 
mand for every article shown, with the sales of rustic 
tables leading in the preference of customers. The show 
card reads: “HAVE A PICNIC IN YOUR OWN 
BACK YARD! Enjoy your home grounds this sum- 
mer. Rustic lawn furniture gives you the atmosphere 
of lake or camp—with all the conveniences of home. 
MAIN FLOOR, HARDWARE DEPARTMENT.” 
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: Window display of tools by the J. H. Clark and Barlow Hardware Co., Chicago 


TOoLs? Yes SIR! 
We Have Both Hand and Electric 


HI keen competition evident in building contracts 

and high priced labor of the building trades has 

forced builders ana contractors to seek easier, 
quicker and cheaper methods in building operations. In 
contrast to several years ago, a much larger portion of 
building material is ready cut and finished or delivered 
on special specifications, and there is less hand work or 
fitting required than formerly. The increased use of 
steel and concrete in building construction has lessened 
the call for wood working tools. 

As a result of this combination of factors, the hand 
tool business has suffered to some extent. At present, 
many operations in modern construction are performed 
with electrically driven tools. Late developments in elec- 
tric tools have produced machines that are being suc- 
cessfully used for some of the finishing, trimming and 
detail work. 

To counteract the possible effect of a smaller volume 


of hand tool business, the progressive hardware mer- 
chant has added electric tools to his stock, in order that 
his acknowledged place in the retail distribution of tools 
will not be contested. 

We do not intend to imply that the hand tool business 
“has gone to the dogs,” for that is far from true. The 
hand tool business has a very healthy status and it is 
certain that electric tools will never entirely replace hand 
tools in public favor. However, we do contend that 
electric tools are gaining in favor and for that reason 
they should receive more attention than has been 
accorded them by the average hardware dealer. Why 
not be prepared to meet the demand for both types and 
cash in on the tool business from the electric angle also? 

The market for electric tools is, of course, greater in 
the larger cities, where building operations are on a 
larger scale and labor is more costly but even in the 
smaller towns hardware dealers are profiting through 

















the new demand for the more popular types of electric 
tools. 

Portable drills, sanders, sprayers and home 
wood working outfits are among the most popular tools 
in general use, while table saws, drill presses, mortising 
machines, tinners’ snips, concrete drilling and riveting 
machines, trimmers, buffers and grinders are receiving 
their share of attention, especially in the larger cities. 

In Chicago, the J. H. Clark and Barlow Hardware 
Company of 121-123 West Lake Street, have developed 
quite a trade in electric tools. This firm has always 
enjoyed a large hand tool patronage, principally from the 
building trades, though due to their location and repu- 
tation, loop shoppers are well represented among their 
customers. 

When interviewed with regard to the retail tool situa- 
tion in Chicago, Mr. A. Birkdale, buyer-manager of 
the tool department for Clark & Barlow said: “During 
the last three years ous hand tool volume has not in- 
creased in proportion to the business expansion of our 
other departments. This is probably due to the more 
veneral use of electric tools and the fact that not as many 
young men seem to be going into the building trades. 
Then too, we don’t have as many “floaters” or 
“hoomers,”’ needing complete outfits of tools, as we had 
in former years. 

“Electric tools are gaining in favor, because the trades 
are keenly interested in any labor saving device. It is 


Saws, 


our policy to feature electric tools in window displays 
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Hand tools feature this store display by N. C. Alten, Lorain, Ohio 





1929 


and we also give them preferred space and special dis- 
play inside the store. If it didn’t pay. and we didn't 
believe in them, we wouldn't stress the line. 

“\WWe also do a very good business in hand tools and 
they are by no means neglected in our displays and 
advertising. It is not unusual 
$150 worth of hand tools to the home owner, who has 
a work shop in his basement as his hobby. We push 
the advertised, quality tools and even a woman can be 
easily sold on a quality tool if comparisons are made 
and the merits of the high grade tool are properly ex- 
plained. Ordinarily, the skilled tool user knows exactly 
what he wants. Often he has used a certain make and 
stvle of lather’s hatchet or plasterer’s trowel for ten 
or fifteen years or longer and is firmly convinced that he 
could not do his work well, with any other make or 
style, regardless of how similar it might be. l‘requently 
this favorite tool complex is so pronounced that it 
approaches eccentricity, and in such cases it is useless 
to attempt to divert his attention to tools of another 
make. We give such customers what they call for, with- 
out trying to sell a substitute and they are happy. 

“High grade advertised tools are preferred by the 
trades and the layman also often expresses a_ prefer- 
ence for advertised brands or recognizes the trade-mark 
when the tool is placed in his hands. Even the mail 
order houses have found it necessary to emphasize 
quality. We use newspaper advertising and envelope 
stuffers to keep our tool lines before our customers.” 


for us to sell a bill of 
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When Salesmen Come Home 


By SAUNDERS NORVELL 


HE real Editor of Harpware AGE writes me 
I that he wants more articles on the subject of sell- 
ing, salesmanship and salesmen. 

Come to think of it, a good many men I have met, 
who have been experts or famous in a certain line, never 
seem to care to talk about their specialty. They are 
always willing to talk about almost anything else. 

Mark Twain, of course, was a humorist. His writ- 
ings, roughly speaking, are divided into two classes: His 
early writings were about places, times and people with 
whom he had intimately come in contact-—Tom Sawyer, 
Huckleberry Finn at Hannibal, Mo.; “Roughing It,” 
out West in the early days—when he crossed the plains 
by stage coach; “Life on the Mississippi,” when he was 
a pilot. These books just breathe the local color of those 
early days. Mark Twain was writing about something 
with which he was thoroughly familiar. He had been 
a part of that life. He knew the life, and it is mar- 
vellous to read his books of that period. 


S rRANGE to say, however, Mark Twain was never 
entirely satisfied with his humorous works. He wished 
to do something serious. He went to Florence, hired a 
house, settled down and wrote “Joan of Arc.” Now, 
in my humble opinion, if Mark Twain had written 
nothing but Joan of Arc we probably would never have 
heard of him. 

The curious thing about “the Maid of Orleans” is the 
fact that the court records of her trial were kept almost 
as if in shorthand. Every day’s proceedings—the ques- 
tions asked and her answers—are preserved even to this 
day, and Mark Twain, in writing about her, drew largely 
on these records for his facts. Most of the events that 
have occurred in history are very dim and uncertain. 
They come down to us in the form of stories and tradi- 
tions. This was entirely different with Joan of Arc. 
She may have dreamed dreams and seen visions, but one 
thing is certain—the record of her trial is absolutely 
correct and just as it all happened. 

In his latest style, Mark Twain wrote “A Yankee at 
the Court of King Arthur.” This story is funny, but it 
would never have made him famous. Then he wrote 
another very peculiar book, which was not published 
until after his death. It was a story of the nephew of 
Satan, who came back to earth and played around with 
two boys. Of course, the devil’s nephew was a fallen 
angel. He knew everything past, present and future. He 
could do everything, and yet just imagine the curious 
time the two young boys and this devil had together. 
This book in many ways was symbolic—in fact, meta- 
physical—and it gave one a very interesting glimpse into 
the mysterious inside workings of the mind of Mark 
Twain. 

There is, for instance, a discussion between the two 
boys and the young devil about’ free will and predestina- 


tion. If we have free will, we do as we please, take 
our chances and suffer the consequences. If the world 
is run on the basis of predestination, then all of our 
lives are laid out for us in advance, and we are not 
responsible for anything. Take your choice! 


Ir is several years since I read this book, but I re- 
member they discussed a certain person walking down 
the street. If this person turned to the right (having 
free will) their life afterward turned out to be success- 
ful and happy. But if this person happened to turn to 
the left, then from that moment a series of incidents 
occurred that brought nothing but unhappiness and 
misery. The only trouble, of course, is that none of us 
knows whether it is best for us to turn on a certain 
corner to the right or to the left, but the little devil knew, 
because he knew not only what had happened to this 
person but also what would have happened if this person 
had turned the other way. This opens up quite a good 
deal to talk about, but as the Black Crows say: “Why 
bring this up?” My object in bringing it up is to illus- 
trate the point that a lot of people love to discuss things 
about which they know the least. 

Once I happened to be one of the fortunate guests at 
a small dinner given for Mark Twain. He was dressed 
in white, as he always dressed in his later years. When 
the coffee and cigars came, Mark Twain asked every man 
present to tell the story of the funniest thing that, had 
ever happened in his own life; that is, actual experiences. 
Some of the stories told were very funny. When my 
time came I told the story of listening to a salesman 
selling a new line of coffin plates. Mark Twain was 
good enough to say that he was very much amused at 
this story, but he said it could not be used for general 
publication, because, in the first place, it was too grue- 
some, and, in the next place, people do not like to asso- 
ciate humor with death, although several humorists have 
died very merrily! 


Spraxi NG of humor and of death, a friend of mine 
who has a very keen sense of humor, remarked that 
some people have no sense of humor whatever. She is 
a widow. She went out with some of her husband’s 
relatives to visit his grave. His grave happened to be in 
the family plot of her husband’s people. Her mother- 
in-law remarked to her, “Look here, Alice, dear, this is 
the place we are saving for you, right alongside of Jim.” 
Alice expressed her appreciation. 

On another happy occasion, I happened to be at a 
dinner where Joseph Jefferson, the great actor, was the 
guest of honer. If you did not see Jefferson in “The 
Rivals” or in “Rip Van Winkle” you have missed a rare 
treat. On this;occasion Mr. Jefferson was to speak to 
us. We all looked forward to hearing remarks about the 
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stage by one of our greatest American actors. Imagine 
our surprise when Mr. Jefferson devoted the entire time 
allotted to his address to his work as a painter. Not a 
single word about acting, not a word about the stage! As 
a matter of fact, in his spare moments, Jefferson did 
quite well as a painter, and many of his friends have 
pictures, especially landscapes, painted by him. 

All of the above is just a preamble and an apology for 
not writing on the subject of selling. So this, therefore, 
consequently and to wit is going to be a selling article 
touching one angle of traveling salesmen visiting their 
home offices, no matter whether they work for a jobber 
or a manufacturer. 

It is generally granted and supposed that when a 
salesman visits his house the officers and heads of de- 
partments of that house should have something of a 
clean-cut, definite and useful nature to say to their sales- 
men. If there is no system about the information that 
is conveyed to the salesmen, did it ever occur to you 
that some very important points about the business may 
be completely forgotten or overlooked, while other points 
are discussed freely by several officials and heads of 
departments, the officials or heads of departments not 
knowing that the other is discussing the same identical 
subject with the one salesman. 


E vervone reading this article will admit that for 
this to happen is not only a waste of valuable time on the 
part of the head men of the house but also on the part 
of the salesman. Cross-firing in the way of giving in- 
formation is quite dangerous, because a policy outlined 
by two different men, even with the best of intentions, 
usually will not be the same. As a result, the salesman 
leaves with a more or less confused and nebulous idea 
of the instructions and information given him. 

It is, therefore, a good idea in institutions, where 
salesmen talk to several heads of departments, to have 
a meeting among these heads of departments and decide 
in advance just what each one is to talk about. Then 
a written memorandum should be made of the various 
subjects to be discussed by the different officials and 
heads of departments. In that way they can work up a 
talk that will be interesting and instructive on the par- 
ticular subject assigned to them. 

In a certain very well regulated house, after several 
rather unfortunate experiences, this plan of talking to 
salesmen was adopted. The head buyer, the sub-buyers, 
the credit man, the claim man, the sales manager, etc., 
all had their talks prepared. 

One day the president of this company went around 
to each department and had his subordinates talk to 
him just as they would talk to their salesmen. This 
president was a great man for detail. From these talks 
he learned some interesting things about his own busi- 
ness, but he also found that, notwithstanding the effort 
of the different department managers to avoid covering 
the same ground, they still lapped over. By having a 
man of superior intelligence go down the line and listen 
to the talks, these talks were improved, added to and 
more clearly defined. 

Each head of a department kept on his desk, in a 
convenient place, a card with a list of the subjects he 
desired to discuss with the salesman. This, also, is an 


important detail, because extemporaneous talkers will 
admit that they have a habit of forfetting some of the 
most important points in their talk. Then, again, if a 
talk is not held down to certain lines there is a great 
inclination, in fact a temptation, to wander off into by- 
paths of conversation that are frequently neither illumi- 
nating nor instructive. 


In order for the salesman to tie up with this system, 
it is necessary to prepare a card for him also. This card 
should have the names of all of the heads of depart- 
ments with whom he is expected to make engagements. 
There should be a blank space to fill in the engagements. 
On the back of this card should be printed full instruc- 
tions in regard to handling his baggage, getting out his 
samples and all those details which may be tiresome and 
troublesome but which must necessarily be attended to 
when a salesman visits his house. The salesman, on this 
card, should be especially urged, not to say instructed, 
possibly commanded, to see the credit man and go over 
the delinquent accounts in his territory. He is also re- 
minded to see the Claim Department and discuss then 
and there with the Claim Manager unsettled claims that 
should be cleaned up. 

Last, but not least, there is always that little question 
about the salesman’s samples. You know those samples 
that are charged to a salesman and have disappeared, 
those salesman’s samples that Bill can never account for ; 
this charge that is carried on the books of the house, 
carried as an asset, which Bill on his visits always 
dodges. All these little suggestions, both pleasant and 
unpleasant, should appear on this card. 

The salesman should not be given his clearance papers 
until his card is all checked up. This final checking, of 
course, is the duty of the Sales Manager. He must see 
that Bill has been through the mill and comes out not 
99 per cent pure, but 100 per cent pure, and he can only 
be declared 100 per cent right when opposite the name 
of each head of a department this head has written his 
O. K., signed his name to indicate that he has met Bill 
and they have done their worst! 


* 


O: course, a system of this kind is subject to varia- 
tions and fluctuations. In some houses it would be 
worked out in one way and in other houses another way. 
Some houses would go into the matter seriously and 
earnestly, while other houses would be rather slipshod. 
The house that attends to details of this kind seriously 
is usually the house that is getting business, increasing 
its sales and making money. The other house has no 
such system, but they have a Sales Manager who grasps 
the salesman firmly by the hand, looks into his cherubie 
countenance and cries out enthusiastically: “Hello, Bill, 
old fellow. How is trade in your territory?” Of course, 
Bill answers, “Rotten.” Then they look at each other 
and smile. But where have they arrived? What has the 
Sales Manager learned about the territory, and what has 
Bill learned? Absolutely nothing! 

Once upon a time I was a salesman myself. In the 
good old days there wasn’t much system about our 
house. The salesmen fixed up their own catalog. They 
were expected to fix up their own samples. They wan- 

(Continued on page 122) 
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National Significance of Louisville Survey 


knew what he wanted. He was really 


doing the wholesaler a service because | 


a slow seller on his shelves meant tied 
up capital and small orders, whereas 
a selection of rapid sellers meant larger 
orders and prompt pay. His slogan 
was ‘what is hardest to sell I have the 
least of.’ 

“Another slogan was ‘not my choice, 
but the customer's choice places the 
order.’ 

“Does this sort of thing pay? At a 
number of meetings which I have at- 
tended in recent months, the tension 
which one sensed automatically as soon 
as wholesaling and retailing were men- 
tioned, was identically that felt at a 
‘wake.’ The feeling seems to be that 
the retailer isn’t dead yet, but it is only 
a matter of hours. Even in a retailer’s 
meeting one feels, after the usual quota 
of properly commiserating speeches that 
it is just a conference of some ‘Friends 
until Death’ society, and that death is 
imminent. 

“Retailer No. 1 will sell during the 


chandise. 
less than $7,000. His entire return 
from the business including salary, 
store rent, etc., will approximate $12,- 
000 


side of the picture. 
toried was nothing less than a grocery 
museum, or shall I say “morgue” be- 


His net profit will be not | ; 
| considered. 


“And now let us look at the other | 
One store inven- | 


(Continued from page 69) 


cake flour and fly killer. I expect to 


find the same identical items when our | 


closing inventory is taken some few 
weeks hence. But let me assure you 
that condition will not be so general 
when the final results of our survey 
have been made known to these retail- 
ers who have asked for this searching 
analysis and with serious endeavor have 
assisted in every phase of it. 


“There is a great tendency for some | 


of the retailers to stray to foreign fields 


outside of the grocery line. One man, ’ 


when inventoried, has recently put in 
a complete stock of paint. It was not 
necessary to inventory that paint since 
the invoice received still represented 
the stock on hand, except two cans 
which he definitely remembered as his 
sales for that period. The same man 
had dozens of items in his notions de- 
partment, but he defended himself in 
this regard by saying he was sure that 
these items netted him more than $50 
monthly in sales. The Several hundred 
items required to yield this amount 


=e “ | monthly were clearly out of line when 
current year $125,000 worth of mer- | 3 : 


cause of the heavy per centage of dead | 


ones? This store carries about 2100 
items of stock, including notions, dry 


goods, drugs, and some hardware items. | 


He had several cases of white tuna 
fish. a type which, canners assert, has 


not been caught for three or four | 


vears. A wholesale salesman assisting 
on the inventory, discovered several 
private label items which his concern 
had discarded from two to four years 
earlier. 

“One of the older stores which had 
been studied, indicated the fondness of 
the retailer for some special commodity 
selections which, apparently, had been 
with him since he was a boy, when he 
sent back a copy of his inventory, 
handed to him for pricing, many items 


were marked ‘of no value,’ ‘probably | 


not salable,’ ‘in bad condition,’ etc., but 


no indication was made as to throwing | 


away these items. Many unbroken 
cases were found in his large stock 


room, weathered with age and apipar- | 


ently undisturbed for years. One of 
these dusty cases, on examination, was 
found to contain canned pineapple, pan- 


| 


his total monthly volume of $5,000 was 


“As news of these findings was 
passed from grocer to grocer, our office 
was overwhelmed with requests from 
retailers to have their stores inven- 
toried; but a limited staff and limited 
time compelled the restriction of the 
survey to 27 retail establishments. What 
amounts to a perpetual inventory was 
set up for each of these establishments. 
The retailer forwarded to our office 
“ach morning invoices vepresenting re- 
ceipts on the previous day and in addi- 
tion made out special forms to take 
account of stock shrinkage through 


spoilage, etc. And now, as the three 





months’ period draws to a close for | 
each of the stores, the movement of | 


each commodity in each store is being 
translated into easy, understandable 
gross and not margin figures. In the 


cleanest stock that was found there | 


have since been many eliminations of 


items and gradually the slow movers | 


will make a final exit, never to return. 

“In this case it might be well to 
bring up one query made at the confer- 
ence called by the Secretary of Com- 
merce at Louisville, Feb. 25 and 
26. A manufacturer’s representative 
from the floor asked whether or not a 
practice of rigid stock restriction would 
not make it unusually difficult for the 
manufacturer with a new and meri- 
torious product. This question was 
quickly answered from the floor, in 


fact, several men who had observed 


| 


things closely during their stay in 
Louisville, jumped to their feet and 
attempted to answer this question. 
Briefly, their answer was this: ‘Such a 
practice will clear the shelves of 1909 
merchandise to make way for 1929 mer- 
chandise.’ 

“One manufacturer who remained 
unconvinced went carefully over the 
records of several stores and discovered 
that the slowness with which his mer- 
chandise moved through some outlets 
proved a great detriment and he would 
be far better off if his product ap- 
peared only on the shelves of those 
stores where it was a rapid seller. He 
would be thus assured that the con- 
sumer would always receive his prod- 
uct in a clean carton and undeterior- 
ated. 

“Other phases of our retail analysis 
too numerous to detail here include a 
credit survey and an analysis of every 
charge and delivery purchase classified 
on a commodity basis for fifteen or 
more stores over a three months’ pe- 
riod. 

“With all of this information avail- 
able, we have attempted to cost accu- 
rately each commodity in the retailer’s 
store and to evaluate each customer 
whom he serves. 

“After careful time studies, extend- 
ing over a period of a week or more, 
the salaries and other expense items 
were divided into three groups: 1. 
Movement. 2. Maintenance. 3. Gen- 
eral administrative. 

“Movement is used to describe all 
the time spent in handling the volume 
of goods from the time it is received 
in cases, including the placing on the 
shelf and filling the customer's order. 

“Maintenance, we have frequently 
explained, as the cost of maintaining a 
model store which has numerous visi- 
tors but from which no sales are made; 
the principal item is rent. 

“General administrative is self-ex- 
planatory. 

“The movement cost was assumed to 
fluctuate with the number of unit sales 
made for each commodity. The cost in 
the first store under this category was 
approximately two cents per unit (it 
should be recalled here that this is a 
service store delivering 70 per cent of 
its sales volume.) Maintenance cost, 
which has as its largest item, the rental 
figure, was assessed against commodi- 
ties on the basis of inventory value. 
For a three months’ period this cost 
charge was found in the first establish- 
ment to approximate sixty cents per 
dollar of inventory, or $2.40 per year 
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for each dollar of inventory. General 
administrative expense, which, in this 


case, was largely credits, collections, | 
| a retailer, as a composite of all the re- 


and bad debts, and such items as asso- 
ciation dues and donations, was assessed 
as a percentage on sales volume. 
“Applying these calculations to each 
item in the inventory, the following 


things are outstanding: Of the $30,000 | 


volume secured in the three months’ 
period, $10,000 was in the meat depart- 
ment, and $20,000 in the grocery de- 
partment. The meat department, with 
ene-third the volume supplied three- 
fourths of the profit, i.e., $1,500; while 
the grocery department, with two-thirds 
of the sales volume, supplied only one- 
fourth of the profit, or $500. More than 
half of the items in the grocery depart- 
ment were in the ‘red,’ and the rc- 
mainder were forced to make up this 
loss and show a profit for the total 
volume. Individual circumstances of 
how these were incurred are 
most interesting. Pound prints of but- 
ter supplied a net profit of 4 cents per 
pound. The half pound packages, which 
entailed practically the same amount of 
work on the part of the retailer, brought 
only 1 cent net profit, while the one- 
quarter pound packages entailed a loss 
of nearly 2 cents per package. This 
situation is generally true for commodi- 
ties which are packed in a variety of 
sizes, the smaller items usually carrying 
an insufficient margin to cover the cost 
entailed. ; 

“Further specific examples of this 
type from the records of Louisville re- 
tailers will prove boresome unless some 
reference is made to the general sig- 
nificance of these findings. It is not 
news to anyone in business that some 
commodities are carried at a loss. The 
identity of these commodities and the 
extent of the loss is sometimes a dis- 
tinct surprise. Even with the com- 
modities identified and the losses meas- 
ured, a clearly defined course of action 
is not always apparent. 

“If the gross margin is insufficient 
to cover the cost of handling, what 
steps should be taken to correct this 
situation ? 


losses 


| tailers whom he serves. 


| out in the Louisville Survey. 


How 
about the wholesaler? The Louisville 
Survey has decided to think of him as 


| run their business by methods which 
| lead inevitably to disaster, the whole- 


| . “fs 
| saler must go down with them, if he | 


| 





continues to serve them. The whole- 
saler is learning from these analyses 
that he is intimately concerned with 
the methods of his retail customers. 
From the records of their purchases, 
he has the means to direct his buying. 
From these records he has the means 
to discover what customers and what 
commodities impose insupportable ex- 
pense. He requires the same facts and 
the same use of intelligent judgment 
as do his retail customers. 

“Very few wholesalers have any ac- 
curate picture of their business, al- 
though the necessary records are filed 
away daily in the form of duplicate in- 
voices. Following a plan which we are 
now using in several trades besides 
groceries, we are making a complete 
picture of the operations of several 
Louisville wholesalers by mechanical 
tabulation of all the purchase and sales 
invoices for an entire year. Every de- 
tail of each transaction as entered on 
the invoice is reduced to a numerical 
code which is punched on cards for 
mechanical sorting and _ tabulation. 
Sales, month by month, for each com- 
modity to each customer, each town, 
county and sales territory are separate- 
ly tabulated. These facts, in turn, are 
used, as in the retail analysis, to cost 
accurately each commodity and to eval- 
uate customers and sections of the 
trade territory. 

“Small and unprofitable orders may 
be identified with the customers who 
supply them and such customers elim- 
inated if their business cannot be built 
up into the profitable brackets. Items 
of insufficient sale to yield a profit may 
be studied in the same way and built 
up or dropped. 

“This sufficiently explains the scope 


| and purpose of the survey to give a 


The margin can be made | 


sufficiently large if the price is in- | 


creased but will the commodity sell at 
the higher price? The yield will be 
greater 'if the goods can be bought more 
cheaply or handled. for less. Large 
purchases may bring a reduced price 


but this may be offset by increased | 
| what it is doing to them. 


carrying charges unless sales are in- 
creased correspondingly. The com- 
modity can be dropped unless some im- 
portant customers insist on having it. 
But will they insist? And if so in- 
sistentawill they pay the higher price? 

“These are difficult questions; but 
they must be answered. Answering 


| prevailing practice. 


passing thought to its significance. 
Louisville retailers asked for a grand 
jury and they stand self-indicted. But 


| from 
| takes its wages just the same. 


If the retailers | 


dead and inactive stocks is withdrawn 
profitable employment; but it 
Too 
high a price—too'much added to the 
intrinsic cost of merchandise to pay 
for needless ineffective services—slow 
up the sale of even the acceptable items. 
So the manufacturer is required to put 
extra, unprofitable selling effort behind 
the goods to prevent over-production 
and to secure to himself the economies 
which quantity production permits. 

“T have reserved for my closing re- 
marks what I take to be the most in- 
teresting and significant episode in the 
six months’ history of the Louisville 
Survey. It has to do with the matter 
of store arrangement and display. Al- 
though rapid advances have been made 
in this field in recent vears, the results 


| have been capitalized by comparatively 


| few 


merchants. Chain systems and 


| department stores, recognizing the im- 


portance of studying feminine psychol 
ogy, have built their stores around the 
woman shopper. Their specialists have 
studied the shoppers’ habits like the 
scientist studies white mice. They will 


| tell you which route she will take when 


nothing revealed here is peculiar to | 


Louisville. All over the country re- 
tailers in every line are making the 
same mistakes for want of precise 
knowledge of what they are doing and 
The Louis- 
ville wholesalers asked for the same 
grand jury hearing and are self-in- 
dicted as accessories and _ abettors. 
Manufacturers who sell direct are con- 
victed of inciting and aggravating the 
And the consumer 


| pays the bill, a heavier bill than is yet 


them requires an intelligent judgment | 


plus such facts as are being brought 





apparent. 
“All of the money which is tied up in 


confronted by a maze of aisles; how a 
variance of a mere six inches in aisle 
width will tempt or turn the shopper: 
how much she will buy shopping 
through a glass show case, or over a 
glass ledge, or from an open table. 

“A mill owner was consulted and he 
quickly agreed to erect a model store, 
full scale, within one of our large of- 
fices in Louisville. 

“A store front concern, an electrical 
house, a paint distributor, and various 
equipment firms quickly rallied to our 
support and in one week the store was 
completed, stocked and ready for busi- 
ness, although its business was merely 
to’illustrate the principles of good store 
arrangement to such retailers who 
cared to call. One of our early visi- 
tors was a banker who had taken our 
bus around town to the twenty-seven 
(27) stores. “He was so impressed by 
the possibilities of this arrangement 
if used by intelligent, energetic, mer- 
chants, that he immediately voiced the 


statement that he would finance any 
merchant through the program pro- 


vided a wholesaler passed on the re- 
tailer as honest and capable. I fully 
expect that on July 1, there will be fifty 
(50) or more stores remodeled or in 
process in the Louisville area. The 
mill owner's judgment has been vindi- 
cated ; he has sold all of the woodwork 
in the model store and has opened up 
an entirely new market. This goes for 
other branches of the building indus- 
try. This program means light up, 
paint up, modernize. Properly guided 


| over the country, it can effect a marked 


business stimulus. Whether or not our 
(Continued on page 107) 
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A. G. Spalding & Bros. Lease 
San Francisco Factory 


A. G. Spalding & Bros., New York, 
N. Y., have leased an entire building at 
575 Mission Street, San Francisco, Cal. 
It is understood to be the company’s in- 
tention to utilize the fourth, fifth, and 
sixth floors of the structure for the manu- 
facture of athletic equipment. The second 
and third floors will house the general 
executive offices of the Pacific Coast Div., 
and the main floor will be used for whole- 
sale distribution. 

Charles A. Brandenburg, vice-president 
and general manager of this division, has 
announced that the West Coast business 
had increased to such an extent the pres- 


ent factory site at 438 Ninth Street was | 


found to be inadequate. 
The new building will provide 52,000 
sq. ft. of floor space. 


Electric Refrigerator Makers 
Disband Refrigeration Council 
Twelve leading electric manufacturers 
have voted to disband the Refrigeration 
Manufacturers Council and join the Na- 
tional Electrical Manufacturers Associa- 
tion as the Refrigeration Division. 

Companies represented at a recent meet- 
ing which was said to be the first step in 
an extensive program of industry develop- 
ment were: Absopure Refrigeration Corp. ; 
Climax Electric Refrigerating Co.; Cope- 
land Products, Inc.; Dole Refrigerating 
Machine Co.; General Electric Co.; 
Holmes Products, Inc.; Kelvinator Corp.; 
Norge Corp.; Peerless Ice Machine Co.; 
Servel, Inc.; Universal Cooler Corp., and 
Westinghouse Electric & Mfg. Co. 


Whitney Sporting Goods Co. 
Issues New General Catalog 


The Whitney Sporting Goods Co., Six- 
teenth and Glenarm Streets, Denver, Colo., 
has recently issued a new general catalog 
covering its line of sporting goods. 

\rms and ammunition, athletic goods, 











fishing tackle and accessories, radios, sleds | 


and skates are all given generous space 
in this book. Many illustrations add to 
its general appearance. In it, one page is 
devoted to detailed general information of 
value to users of arms and ammunition, 
and several pages are given over to a de- 
scription of the company’s dry fly factory. 


Krebs Pigments & Chemical Co. 
Sold to duPont Organization 


With the approval cf the officers and 
representatives of a large majority of the 
stockholders of the Krebs Pigment & 
Chemical Co., Newport, Del., manufac- 
turer of “Ponolith,” arrangements have 
been consummated for the acquisition of 
the company’s entire assets by E, I. duPont 
de Nemours & Co., of Wilmington, Del. 

A. S. Krebs, now president of the com- 
pany, will continue as president, and no 
change is contemplzted in the organiza- 








tion’s policies or products. Sales offices 
will be maintained at New York, N. Y., 
and Cleveland, with agencies at Chicago, 
San Francisco, and other points. 





Squibbs General Sales Manager 
American Steel & Wire Co. 


Among the recent personnel changes re- 
cently announced by the American Steel 
& Wire Co., Chicago, IIl., is the appoint- 
ment of Henry A. Squibbs to general man- 
ager of sales, with headquarters at Chicago. 





HENRY A. SQUIBBS 


Mr. Squibbs became affiliated with. the 
wire industry in 1895 when he joined the 
Consolidated Barbed Wire Co., a prede- 
cessor of the American Steel & Wire Co. 
After several years in the operating and 
accounting departments at the mills, he was 
transferred to the sales div:sion. He soon 
became assistant manager, then department 
manager, and since 1924 has been manager 
of the fence and post sales department in 
Chicago. 

C. F. Blackmer, who has been super- 
intendent of wire mills, has been appointed 
general superintendent in charge of the 
company’s operations. He has been with 
the company since 1898 and has been ad- 
vanced through many departments. 


L. W. Ferdinand & Co. Name 
Lacey Pacific Coast Agent 


L. W. Ferdinand & Co., 152 Kneeland 
Street, Boston, Mass., manufacturer and 
distributor of marine glues, has appointed 
George S. Lacey as its Pacific Coast rep- 
resentative. Mr. Lacey makes his head- 
quarters in San Francisco, Cal. 

The company’s interests are now being 
ably handled by Iccal jobbers, but it was 
thought that perscnal representation on the 
Pacific Coast would be to the mutual ad- 
vantage of the trade and the manufacturer. 





Abrams Factory Representative 


I. Abrams has established himself as a 
factory representative at 330 South Wells 
Street, Chicago, Ill. He was formerly 
connected with the Monarch Battery Plate 
Mfg. Co. Mr. Abrams will carry automo- 
tive and hardware lines. 


‘inclusive. 














Izaak Walton League Convened 
In Chicago, April 18 to 20 


Sportsmen from all over the United 
States were in attendance at the Seventh 
Annual Convention of the Izaak Walton 
League of America, held in the Stevens 
Hotel, Chicago, Ill., from April 18 to 20 
Many prominent speakers ad- 
dressed the Walton League delegates rela- 
tive to the conservation of game, estab- 
lishment of game preserves, evils of water 
pollution, welfare of water fowl, and kin- 
dred subjects of vital interests to all lovers 
of wild life. 

The Sportsmen's Show, which was given 
in conjunction with the convention, was 
under the management of Charles P. Cat- 
lin. About 150 booths in the Exhibition 
Hall of the Stevens were devoted to ex- 
hibits by leading manufacturers of the 
latest developments in firearms ammuni- 
tion, fishing tackle, outboard motors, boots, 
clothing, automobile trailers, camping 
equipment, and outdoor sports goods. 
“Bob” Limbert, a world’s champion exhi- 
bition revolver shot and bird imitator; 
Chief Dcowagiac, champion bait caster; 
No-Flesh, Sioux Indian, who was present 
at Custer’s Massacre, and Art Young, 
world famous bow and arrow huntsman, 
gave demonstrations of their skill or* in- 
teresting talks on their experiences. 

Other exhibits were shown by the United 
States Government, the National Associa- 
tion of Audubon Societies, State game de- 
partments, and Boy Scouts of America. 

Considerable attention was attracted at 


| the shcw by factory demonstrations show- 


ing how fish lines and dry flies are made 
by various manufacturers. 





John W. Jones Dies—President 
Mohr-Jones Hardware Company 


John W. Jones, president, Mohr-Jones 
Hardware Co., Racine, Wis., passed away 
recently at the age of 66 in St. Petersburg, 
Fla., as a result of a sudden heart attack. 
He had suffered from a heart ailment for 
about five years. 

Mr. Jones was born in Racine in 1862. 
For ten years he worked as a sailor on 
the Great Lakes. He later secured a po- 
sition with the Jacob Mohr hardware 
store and in 1899 the Mohr-Jones Hard- 
ware Co. was formed. Mr. Mohr died 
in 1909 and his interest was absorbed by 
Mr. Jones and G. G. Jones, not related, 
but an employee who is now vice-president. 

The late president of this well-known 
firm was at one time president of the 
Wisconsin Retail Hardware Association 
and served for many years as a director of 
the hardware insurance organization of 
that State. Mr. Jones was very active in 
civic affairs and was prominently identified 
with Welsh organizations. His widow sur- 
vives him. 





Page Steel & Wire Co. 
Moves New York City Office 


The New York City offices of Page Steel 
& Wire Co., Bridgeport, Conn., have been 
removed from Grand Central Terminal 
Building to the New York Central Build- 
ing, 230 Park Avenue. 
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Hardware Trade Represented at 


Chicago’s 1929 Toy Fair 


' The hardware trade was well represent- 
ed at Chicago’s Annual Toy Fair, which 
opened the 15th of April and closed on 
April 27. 

Among the thousands of toy buyers who 
pay the Chicago Toy Show their yearly 
visit to inspect the newer offerings and 
to place their orders for future delivery 
were many hardware men. — According to 
both toy manufacturers and jobbers ex- 
hibiting at the show, Henry Brown is 
rapidly becoming a more important factor 
in the retail distribution of toys, as the 
experience of the majority of hardware 
dealers has been that toys “fit in well” 
with the average hardware stock and offer 
good possibilities for a highly profitable 
return. Then, too, the toy line has de- 
veloped into the year around proposition, 
making the line a more staple one than 
under the old obsolete holiday display 
only plan. 

The old favorites, dolls, hobby horses, 
mechanical toys, guns, puzzles, blocks and 
games are as prominent as ever in the 
display, and, in addition, airplane toys, 
mystery toys, electric games, toy soldiers, 
electric trains, improved wheel goods and 
many other 1929 model toys continue to 
gain in favor. 

For the most part, exhibits were confined 
to the Palmer House, Sherman and Mor- 
rison Hotels, but practically all of the 
larger Chicago toy distributers had ar- 
ranged complete special displays at their 
wholesale houses. 


H. A. Sheridan Now With 
Federal Radio Sales Force 


H. A. Sheridan is a new member of the 
sales staff of the Federal Radio Corp., Buf- 
falo, N. Y., manufacturer of Federal ortho- 
sonic radio. He is not, however, new to 
the Federal company, having been associ- 
ated with the Buffalo concern for the past 
two years as production engineer in charge 
of time study. 

Subsequently Mr. Sheridan was with the 
ordinance department headquarters in 
Honolulu and with the Holt Tractor Co., 
of Peoria, Ill. He was also salesman of 
electrical instruments for W. P. Ambos 
Co. of Cleveland. 


Philadelphia Retail Dealers 
Hear Paint Problems Discussed 


About sixty members of the Philadelphia 
- Retail Hardware Association met in 
Green’s Hotel, Philadelphia, Pa., on April 
18 for the regular monthly meeting of the 
organization. 

The topic of the evening was “Quick 
Drying Finishes.” It was ably presented 
by B. A. Wilson and Dr. H. H. Hopkins, 
of E. I. duPont de Nemours & Co., Inc., 
of Wilmington, Del. Mr. Wilson spoke 
of the development of quick-drying lac- 
quers and enamels, and said that there was 
a great field for these products, which had 
yet to be developed. 

Dr. Hopkins invited general discussion 
from the floor. This helped clear away 
misunderstandings relative to various kinds 











of covering materials and their applica- 
tions. 

The Philadelphia association plans to 
celebrate its ninth anniversary of Kugler’s 
on May 15. his will be in the form of 
a stag, and a program of entertainment is 
now being prepared. 

President Horace G. Goodwin presided 
throughout the evening. 





N. David Thompson to Direct 
Sales for Peck, Stow & Wilcox 

N. David Thompson is now director of 
sales for The Peck, Stow & Wilcox Co., 
Southington, Conn., succeeding F. D. Tay- 
lor, who recently resigned. 

















N. DAVID THOMPSON 











Mr. Thompson comes to the organization 
from St. Louis, Mo., where he has been 
operating a business which occupies an im- 
portant position in the electrical and radio 
industries. 

He was at one time connected with the 
Simmons Hardware Co., St. Louis. Mr. 
Thompson is familiar with the hardware 
trade and has had a broad experience in 
merchandising and selling. 











O. W. KIRK 


Newly elected president of the Panhandle 
Hardware & Implement Association, who 
was erroneously given the title of retir- 
ing president in the April 25 issue of 
HARDWARE AGE. C. M. .Williams is 


* * . { 
the retiring president | 





Electrical Assn. of N. Y. Ine. 
Will Aid Electrical Industry 


A new organization, to be called The 
Electrical Asscciation of New York, Inc., 
was authorized at a joint luncheon of the 
Electrical Board of Trade and the New 
York Electrical League in New York, 
N. Y., on Wednesday, April 24. 

The plan is to develop a single organ- 
ization in the New York metropolitan dis- 
trict to promote and protect the electrical 
industry. The new organization, it is ex- 
pected, will function as a whole and by 
groups in market development and similar 
endeavors. 

t is understood that non-electrical mer- 
chants will be asked to form a group or 
groups as may best serve their interests. 
A committee has been appointed to draft 
a constitution and by-laws to be submit- 
ted to subsequent meetings. 





General Hardware Mfg. Co. 
Moves New York City Office 


On May 1 the General Hardware Mig 
Co., maker of screen hardware and hard 
ware specialties in Bridesburg, Philadel 
phia, Pa., moved its New York City offices 
from 68 West Broadway to 16 Warren 
Street. Here it will have larger quarters 
and more adaquate facilities for carrying 
a complete stock. A. Rosenberg will be 
in charge. 


Ott-Heiskell Co. Has Issued 
General Catalog No. 31 


General Catalog No. 31 has recently 
been issued to the trade by Ott-Heiskell 


Co., wholesale hardware distributor of 
Wheeling, W. Va. 
This catalog, compiled by Henry G. 


Roth and produced by Wheeling News 
Lithographing Co., is very complete, being 
profusely illustrated and covering a wide 
range of lines. 

There are many colored insert pages, 
which add to its attractiveness, and the 
cqncise descriptions will be found useful 
to retail dealers. 


C. A. Dostal Vice-President 
American Flyer Mfg. Company 


Charles A. Dostal is now vice president 
in charge of advertising and sales for the 
American Flyer Mfg. Co., 2219 S. Hal- 
sted St., Chicago, IIl. 

The new vice president has been for 
more than 15 years, district manager of the 
Westinghouse Lamp Co. in Philadelphia, 
St. Louis and Chicago sales offices. He has 
been connected with the Westinghouse 
companies for 22 years. 

Mr. Dostal is well known to the whole- 
sale trade and has a thorough knowledge 
of sales, advertising and merchandising 
problems. 


Rose Joins Conestoga Corp. 


Arthur H. Rose, well known among toy 
buyers of the country, is now general trav- 
eling representative for The Conestoga 
Corp., Bethlehem, Pa., manufacturer of 
Big-Bang toys. 





| 
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Verified News of Retail Stores 


ALABAMA 


ATTALLA—Rip Reagan Hardware Co. has been incor- 
porated by F. A. Reagan and others. 


ARKANSAS 


DaNnviLLtE—Sharpe Bros., a partnership since 1904 has 
been incorporated as Sharpe Bros. Co. 

MAMMOTH Sprincs—John Luna has sold his interest 
in the Luna Hdwe. & Lumber Co. to his partners, R. S. Holt, 
C. S. Swanson and H. W. Putnam. 

DrerMont—A branch of the Lee Woods Imp. Co., Pine 
Bluff, Ark., has been opened here. 

LocKEsBuRG—B. F. Wallis has opened a hardware and 
furniture store here. 

ARKADELPHIA—J, A. Caldwell & Co. has added a hard- 
ware and feed department. 

ParKIN—M. Vise Hdwe. Co. has succeeded Johnson- 
Baker Hdwe. Co. of this place. 


CALIFORNIA 


OakLAnp—C, A. Bucklin has succeeded Frank E. Grigsby 
at 3307 School Street. 

Los ANGELES—Earl Hardware Co. has taken over the 
business of J. W. Earl Co. at 243 N. Larchmont Street. 

Los ANGELES—Harris Bros. Hdwe. Co., 264 S. Main St., 
has recently been established. 


CONNECTICUT 


NorwaLk—The Norwalk Hdwe. Co. has moved from 
45 Main Street, to 25 Main Street. 

New Britain—City Hdwe. Co. has moved from 49 to 
19 E. Main Street of this city. 


FLORIDA 


ApopKA—Apopka Hdwe. Co., Central Avenue and Fourth 
Street is soon to be completely remodeled. 

PaLATKA—Glass Hardware Co. has been opened here, 
succeeding H. M. deMontmollin Co. 


IDAHO 
Twin Fatts—L, E. Salladay has opened Salladay Hdwe. 
Co. here, succeeding Berg Hdwe. Co. 


ILLINOIS 

BLooMINGTtoN—Holder Hdwe. Co. has moved from 115 
N. Main to 105 N. East Street. 

Cuicaco—L,. Ellman & Son has opened a store at Fifty- 
fifth Street and S, Ashland Avenue. They also operate 
at 542 E. Forty-seventh Street. 

Cuicaco—Lee Hdwe. Co. has opened at 7937. Cottage 
Grove. 

CuicaGo—Wilson Bros. Paint & Hdwe. Co. is moving 
its W. Thirty-first Street store to 3103 Wentworth Avenue. 

Cuicaco—Greenhut & Co., 4605 S. Ashland Ave. has 
opened a store at 9238 Cottage Grove. 

Cuicaco—David B. Preskill has moved to 1358 S. 
Halsted Street from 1336 S. Halsted Street. 

PROPHETSTOWN—K. L. Warner has purchased the hard- 
ware business of C. B. Stevenson and is now operating 
as K. L. Warner Hdwe. 

SPRINGFIELD—J. A. Van Nattan Hdwe. Co. is the suc- 
cessor to Greig-Van Nattan Hdwe. Plumb. & Heat. Co. 

Wyominc—Stewart Miller has taken over the business 
of Hal & Stewart Miller of this place. 


GREEN VALLEY—Sloter Hdwe. Co. has succeeded to the 
business of George Kuhn. 

HincKL_eEy—Hinckley Hdwe. Co. has taken over the 
business of H. W. McAllister, George Hawkins and C. W. 
McAllister. 

HittspALE—F. M. Whiteside has moved his store here 
from Joslin. 

La Grance—Home Hdwe. Co., Inc., W. G. Merz., presi- 
dent, has succeeded to the business of Walter Mead and 
Worth Schantz at 614 W. Burlington Avenue. 

PityMouTH—Frank DeWeese has purchased the hard- 
ware store here formerly operated by C. Earl McGugin. 


INDIANA 


GREENSBURG—F. C. Ryle hardware store has moved to 
the Red Men’s Building on Broadway. 

SaLemM—Frank Summers & Co. has moved to a building 
on South Main Street. 

KinGMAN—Shuler & Shuler have succeeded the Fay E. 
Cook Son store. 

Beprorp—W. H. Jackson has purchased an interest in 
the Duncan hardware store of this city. 

INDIANAPOLIS—Donald K. Lutes has opened a store at 
Thirty-eighth and Cottage Avenue of this city. 

LAFAYETTE—Charles CC. Lucas, proprietor, Linwood 
Hardware Store has changed its name to The Majestic 
Store and moved to 1319 N. Fourteenth Street. 

Pittssoro—Bauman & Watts have taken over the busi- 
ness of H. E. Bauman of this place. 

Sitver LAKE—E. G. Summe has taken over the business 
of Summe Bros. of this city. 


IOWA 


BuFFALO CENTER—Jim De Vries has succeeded to the 
business of Swenson & De Vries. 

M1nco—H. M. Barker is now conducting the business of 
J. S. Brown. 

EARLVILLE—Quality Imp. & Hdwe. Co., I. S. Hutton & 
Splinter Bros., proprietors, has taken over the business 
of Earlville Imp. Co. of this place. 

Des Motnes—A. P. Peterson has purchased an interest 
in the H. F. Leibsle Hdwe. Co. of this city. 

MITCHELLVILLE—Porter Hdwe. Co. is planning to erect 
a new building. 

MontezuMA—Bernard & Griffin have taken over the 
business of A. C. King in this town. 

Rep Oak—Erickson-Moore Cash Hdwe. are continuing 
the business of Wenstrand Hdwe. Co. at 508 Fourth Street. 

StRAHAN—Harry Cleaver Lbr. & Hdwe. Co. has taken 
over the business of Strahan Lmbr. & Hdwe. Co. 

Kansas—Knudson Bros. Hdwe. & Imp. Co. 

GoopLanp—Knudson Bros. Hdwe. & Imp. Co. is erecting 
a new building. 

SMITH CENTER—Ed. V. Stone is operating a hardware 
store here succeeding Ahlborn-Stone Hdwe. Co. 











KENTUCKY 


MiL_LerspurGc—Veach C. Redd of Cynthiana is opening 
the Millersburg Hdwe. Co. here. 

PINEVILLE—Creech Bros. has opened a store in this city 
succeeding J. M. Green & Sons. 


y *; (Continued on page 128) 
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Competitive Practices That Are Unsound 


“The third problem is Grade Dif- 
ferentials for Special Customers at 
Price Concessions Greater Than the 
Difference In Costs. An earnest effort 
to increase the demand for their prod- 
uct has been made by many hardware 
industries through the development of 
new styles in appearance or shape or 
size or in other grades that would 
appeal to different classes of con- 
sumers. 

“Where such a course was wisely 
followed resulting in a wider appeal, 
the result was beneficial, but in many 
cases the only result was to diversify 
instead of increasing the market. The 
same total volume was split up into a 
larger number of items with a shifting 
of business back and forth that was 
constantly confusing without benefit 
to the consumer, the distributors or 
the manufacturers. The benefits 


of | 





simplification and standardization were | 
lost sight of in the struggle for volume | 


which was not obtainable. 

“In some cases this struggle takes 
the form of producing lower grades, 
which differed in appearance only 
slightly from established standards, and 
selling these in large quantities to cer- 
tain favored buyers at a price con- 
cession greater than the difference in 
cost, such sales have demoralized the 
market and the legitimate profits of the 
distributors and manufacturers alike. 

“The manufacturer making the sale 


may secure a temporary increase in| 
| tion. 


volume, but if as is usually the case, 


the result is no greater absorption by | 


consumers. The advantage is only tem- 
porary being offset by counter activi- 
ties on the part of competing manu- 
facturers. 

“Tt is at least questionable whether 
a manufacturer is pursuing a sound 
business policy in vielding to the temp- 


tation to secure a volume from a few, | 


which puts at a disadvantage the cus- 
tomers upon whom he relies to dis- 
tribute the larger portion of his prod- 
uct. 

“The next problem for considera- 
tion is Acceptance of Returns Without 
Adequate» Cause. The fear of losing 








(Continued from page 77) 


volume has induced some manufac- 
turers to weakly vield to the return of 
merchandise, which practice is always 
an expense item. The rehandling, re- 
inspection and of putting in 
salable condition burden, which 
should not be assumed. 

“A buyer who orders for his stock 
according to his own judgment of sales 


cost 
‘Ss @ 











CHARLES J. GRAHAM 


possibilities is not justified in expect- 
ing the manufacturer to accept the re- 
turn of surplus quantities. The seller 
should have the courage to refuse to 
accept responsibility for errors in the 
buyers judgment. 

“The next problem for consideration 
is The Placing of Exceptionally Small 
Orders Without Additional Compensa- 
Orders for quantities of an item 
such as retailers might be expected to 
place should not be entitled to whole- 


sale prices. It would appear to be 
altogether reasonable to expect the 
wholesalers to order from manufac- 


turers in wholesale quantities, and to 





carry adequate stock in accordance 
with the needs of the retailers. If this 
policy is pursued, there would be a 
saving in expense by both manufac- 
turer and wholesaler. 

“The next problem is Broken Pack- | 
ages and Direct Shipments. When | 
orders are placed by wholesalers with | 
manufacturers in quantities so small | 
as to require the breaking of pack- | 


ages, this is also expensive for both 
wholesalers and manufacturers, and it 
would be only fair for manufacturers 
to make extra charges to cover the 
extra expense. 

“The same thought would apply also 
to shipments made by a manufacturer 
direct to the customer of the whole- 
saler instead of from the wholesaler’s 
stock. 

“It is for the protection of the legit- 
imate wholesalers that extra charges 
should be made both for broken pack- 
ages and for direct shipments except 
on articles of such bulk that the saving 
in the transportation is a considerable 
factor. 

“A considerable portion of the mar- 
gin provided for the distribution of 
goods by wholesalers is to provide for 
the cost of taking the goods into stock 
in large quantities, and shipping them 
out in small quantities. When a whole- 
saler saves this cost by direct ship- 
ments from the factory, he does not re- 
quire the full margin, and if it 
allowed to him, it serves as an induce- 
ment for selling outside of his terri- 
tory at a reduced cost to him and the 
shifting of a part of his cost to the 
manufacturer. 

“The growth of such direct ship- 
ments without payment to the man- 
ufacturer of additional cost encourages 
the acceptance of orders from brokers 
and others who do not carry stocks. 

“It is, therefore, not only fair to the 
manufacturer but a protection to the 
wholesaler to insist upon a charge for 
broken packages and direct shipments.” 

Mr. Asbury’s paper met with wide 
spread approval and was generally com- 
mented upon in a most favorable man- 
ner. Several delegates confirmed cer- 
tain points and in the informal discus- 
sion which followed further elaboration 
and favorable remarks were made by 
A. E. Alverson, N. A. Gladding, John 
S. Tomajan, Frank A. Bond, Don S. 
Brisbin, R. J. Atkinson, Chas. J. 
Graham, W. D. Biggers, M. A. Cook. 
C. R. Swisshelm, Van B. Hooper. R 
E. Sommer, D. A. Merriman, A. H. 
Nichols and others. 


1s 








Galveston, Texas, for 1930 Joint Convention 


At the close of the convention it was decided that the 1930 joint 
convention of the Southern Hardware Jobbers Association and the 
American Hardware Manufacturers Association would be held at Gal- 


veston, Texas. 
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General Active Conditions Prevail 
in Hardware Trade 


NEW YoRK, May 1.—Active market conditions and a steady price 


situation are features of the week in the hardware trade. 


Reports 


from important market centers indicate that the spring and summer 
business is at least started well, April showing a considerable in- 
crease over the same month last year in most instances. 

A noticeable activity is that of the steel industry, which is ex- 
pected, from present indications to continue well into the late sum- 


mer. 


This would seem to reflect a healthy condition throughout the 


country, especially as this outlook is augmented by excellent crop 


prospects. 


Employment continues to maintain a high level, embracing all 


kinds of labor. 
uation is most encouraging. 


Altogether the present and prospective business sit- 


Prices are mainly firm with comparatively few changes. 
Collections are improving with the general development of trade. 


Wholesale Commodity Prices 
in Seventh Successive Decline 
For seven successive weeks wholesale 
prices of commodities have declined, the 
decrease being 0.2 per cent for the week 
ended April 20, according to the whole- 
sale price index of the National Fertilizer 
Association. 

Twenty-six items showed declines and 
24 advances. The chief declines occurred 
in textiles, foods, metals, and rubber goods. 
Advances took place in butter, oats, feeds, 
cattle, sheep, and gasoline. The general 
trend of commodity prices is unmistakably 
and continuously downward, 

Based on 1926 as 100 and 453 quotations, 
the index stood at 93.5 for the week ended 
April 20, and 93.7 a week previous. 


Revenue Freight Loadings Rise 
15,366 Cars in Week 


Freight loadings for the week ended on 
April 13 totaled 971,730 cars, or an in- 
crease of 15,366 cars over the preceding 
week, the car service division of the Ameri- 
can Railway Association announced on 
April 23. 

Increases were reported in the loading 
of all commodities, except grain and grain 
products, coke and merchandise less than 
carload lot freight. 

Compared with the corresponding week 
last year, loading of revenue freight for 
the week was an increase of 59,071 cars, 
and an increase of 22,169 cars above the 
corresponding week in 1927. 





Loadings for the week compared with 
the same week last year were as follows: 
Miscellaneous freight, 410,869 cars, an in- 
crease of 40,747 cars; coal, 139,476 cars, 
a decrease of 1205 cars; grain and grain 
products, 34,498 cars, a decrease of 2413 
cars. In the Western district alone, grain 
and grain products loading totaled 23,005 
cars, a decrease of 2004 cars below the 
same week in 1928. 

Live stock, 24,210 cars, a decrease of 
357 cars. In the Western districts alone, 
live stock loading totaled 18,693 cars, a 
decrease of 156 cars under the same week 
in 1928. Merchandise less than carload 
lot freight, 266,755 cars, an increase of 
7378 cars; forest products, 69,237 cars, an 
increase of 6812 cars; ore, 15,121 cars, an 
increase of 6456 cars; coke loading totaled 
11,564 cars, an increase of 1656 cars. 


Week’s Price Average 96.7 Per 
Cent, Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced on April 21 that the previous 
week's wholesale commodity prices, based 
on Dun’s quotations averaged 96.7 per cent. 
The March average was 98.3 per cent. The 
purchasing power of the dollar was 103.4 
cents on a 1926 basis of 100 cents. The 
March average was 101.8 cents. 

Crump’s Index of English prices for the 
week on the revised 1926 level was 93.9. 
The March average was 94. 

The Italian index on the revised 1926 
basis for the week ended April 6 was 75.4. 





| 


| 
| 
| 





Bank Debits Rise 2.8 Per Cent 
to $18,327,000,000 Total 


Debits to individual accounts, as report- 
ed to the Federal Reserve Board by banks 
in leading cities for the week ended April 
17 aggregated $18,327,000,000, or 2.8 per 
cent above the total reported for the pre- 
ceding week, and less than 1 per cent above 
the total for the corresponding week of 
last year. 

Aggregate debits from 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to $17,434,- 
000,000, as compared with $16,934,000,000 
for the preceding week and $17,341,000,000 
for the week ended April 18 of last year. 





Chain Store Sales Increase 
28 Per Cent During March 


Twenty-nine reporting chain store com- 
panies for the month of March showed 
increases in sales over the same period 
last year, which averaged 28.7 per cent, 
it is reported by Merril, Lynch & Co. In- 
creases for separate companies ranged 
from 5.2 per cent to 91 per cent. The 
combined total of sales of these companies 
for the first quarter was 24.4 per cent 
above the combined total for the same 
period of the previous year. 

F. W. Woolworth Co. reported total 
March sales at $24,528,483. S. S. Kresge 
Co. announced its sales at $12,566,987, and 
the W. T. Grant Co. made its report at 
$5,141,437. 





Retail Business in Canada 
Hurt by Heavy April Rains 


Retail trade in Canada has suffered a 
slight check in April on account of exces- 
sive rainfall in Central Ontario, inclement 
weather in many parts of eastern Canada 
and impassable roads, but no apparent 
damper has been put on general trade by 
the sharp decline in the stock market, ac- 
cording to the monthly summary of the 
Bank of Montreal. 

In most lines of trade, conditions are 
reported as satisfactory. Production of 
automobiles continues on a scale above that 
of any preceding year, and in addition to 
large domestic buying, the foreign field is 
steadily enlarging. No slowing down has 
occurred in building construction and en- 
gineering works, figures for March being 
18.3 per cent greater than for March, 1928, 
and amounting to $27,125,000. 





Manufactures Exports Gain 


Exports from this country during March 
had a value of $481,590,000, against $409,- 
961,000 in the same month last year, with 
finished manufactures totaling $263,643,000, 
against $197,718,000 for last March, says 
the Department of Commerce. 
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Business Is Good at Chicago—Few Price 
Changes Reported 


(Chicago office of HARDWARE AGE) 


CHICAGO, April 30.—Chicago wholesalers state that current busi- 
ness is entirely satisfactory. The demand is large for seasonable 
items and dealers are calling for rush shipments in many instances. 
Staple merchandise is also showing improved activity. Retailers 
are of the opinion that warmer weather will prove a boon to busi- 


ness. 


Future orders for some winter lines are being booked and the re- 
quirements of dealers are healthy in character. 

The recent sharp decline of raw copper has not, as yet, been re- 
flected in manufacturers’ quotations. 

Steel mills in the Chicago district are ‘bee hives of activity.” 
Production is at its maximum and firm prices prevail. 

Collections average from fair to normal. 


AUTOMOBILE ACCESSORIES.—Tires | 
and tubes are in better demand with the | bettering. Recent advances on beveled 


approach of warmer weather. 
remain unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 58c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, No. 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 

35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

a -—Rose, 14% in. cylinder, $1.85 
eacn, 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
27.6 Tubes: 30 x 314, Mansfield, 

$1.30 each; 29 x 4.40 Mansfield, $1.50 

each; 30 x 3% Liberty, $1.05 each; 

29 x 4.40 Liberty, $1.29 each; 32 x 

6.50, $2.70 each. 

BASEBALL GOODS.—The opening of 
big league games has stimulated the 
demand. Firm prices prevail. 
JOBBERS’ epithe 4 TO RE- 
TAILERS, F.O.B. CHICAG 
Louisville Slugger Bats, $18.00 doz. ; 

Official League Balls, Goldsmith No. 

97, $16.50; Goldsmith Double-Play 

Fielders’ Glove (Horace Ford and 

Hughie Critz), $6.00 each; Goldsmith 

Bear Cat Special Fielders’ Glove, 

$2.35 each. 


BICYCLES.—Considerable activity in 
this line has been reported by jobbers 
since the 1st of March. Prices are firm. 
JOSBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Double Bar Motor-Bike 


$26.25; ladies’ model, $25.90; 
and boys’ juvenile model, $23.60 


BOLTS AND NUTS.—Sales are heavy 
due to the demand for spring repairing. 
Prices are firm, but no changes are 
probable before July 1. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Carriage bolts, cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount; all stove 
bolts, 75-10 per cent discount; lag 
screws, 60 per cent discount. 

All discounts are quoted from ‘“‘full 
case”’ lists. 


3280, 


Model, 
girls’ 


BUILDERS’ HARDWARE. Sales are 


Prices | inside lock sets and bit keyed front door 


| sets are quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

3% x 3% steel butts, old copper 
and dull brass finish, $2.16 per doz. 
pair in case lots; ‘less quantities, 
$2.34 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $3 
per doz. pair in case lots; less quan- 
tities, $3.12 per doz. pair; heavy steel 
bevel inside sets, $5.75 per doz. sets, 
case lots; steel bit-keyed front door 
sets, $1.60 per set; wrought brass bit- 
keyed front door sets, $2.60 per set; 
cylinder front door sets, $6 per set. 


CHAIN.—Manufacturers advanced coil 
(pound) chain 25c. per ewt. on April 1. 
No changes will be made in local prices 
to dealers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

%-in. Proof coil chain, $8.75 cwt. 
base; trade marked coil chains, 40- 
10 per cent off list. 


| 
COPPER RIVETS AND BURRS.—De- | 


mand is excellent. Manufacturers are 
slow to recognize the recent decline in 
raw copper, with rivet quotations re- 
maining unchanged for the present. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Copper rivets and burrs, 
cent discount. 

EAVES TROUGH, CONDUCTOR 
PIPE, ETC.—Prices continue firm and 
unchanged. Sales volume is moderate. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

28 gage single head lap joint gut- 
ter, 5-in., $4.50 per 100 ft.; corrugated 
conductor pipe, 3 in., $4.20 per 100 
bs ee plain ridge roll, 1% in., $3.65 per 
100 ft.; corrugated conductor elbows, 

3 in., $1.51 doz. 
ELECTRICAL MERCHANDISE.—The 
present demand for appliances is good 
and should improve as warm weather 
approaches. Prices are without change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


25-5 per 


Electrical Merchandise. — No. 14, 
rubber covered wire, $7.80 per 1000 
ft.; in less than 1000 ft. lots, $8.05; 
No. 18 lamp cords, $14. of ~~ 1000 
ft.; in 1000 ft. lots, $13. -in. 
brush brass key socket, {3e. each; 





lots of 25, 12%4c. each; two-way plugs, 


| 
| 





45c. each; in lots of 10, 40c. each; two 
piece attachment plugs, 744c. each; 
dry cells, boxes of 55, 3244c. each; 
less than base lots, 35c. each. 
Electrical Appliances.—Irons, Hot 
Point; $4.20; in lots of six, $3.90; Sun- 


beam, $5; in lots of six, $4.75; Per- 
colator, Universal 9169, $16.65. 
Radio Supplies.—Radio B batteries, 
D779B, $1.40 each; case lots of 5, 
770, $3 each; packages of 


5, $2.80; No. 772, $2.06 each; packages 
of 5, $1.92; No. 486, $3.20 each; pack- 
ages of 5, $2.97; No. 485, Layerbilt 
battery, less than standard packages, 
2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes.—UX-201A, 9ic.; UX- 
199, $1.30; UX-227, $1.95; UX-171A, 
$1.62%,. 


FIELD AND POULTRY FENCE.— 
Sales, especially on close mesh poultry 
fence, continue at levels above 1928, 
with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 


726-6-121%4, $28.68 per 100 rods; 1948- 
6-141%4, $43.62 per 100 rods; 2158-6- 
14%, $48.98 per 100 rods. 


FILES.—Sales are large due to the need 
for sharpening spring tools. Prices are 


| steady. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

First grade, 50 per cent; 
grade, 60-10 per cent. 


FISHING TACKLE.—Demand is stead- 
ily improving as the season nears. 
Steady prices prevail. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Bronson Level Winding Reels, $1.50 
each; Meisselback Level Winding 
Reels, $3.00 each; Heddon Chief 
Dowagiac Reel C4CD, $7 each; 
Heddon Golden’ Rod, each; 
South Bend Plunk-Oreno, $8.00 doz.; 
South Bend Crippled Minnow, $6.80 
doz.; South Bend Teaz-Oreno, $5.00 
doz.; South Bend Whirl-Oreno_Dis- 
play on cards, $2.00 card; Creek 
Club Pikie Minnow assortment, $4.00 


medium 


asst. Creek Chub Lucky Mouse As- 
sortment, $4.00 asst.; Creek Chub 
injured Minnow Assortment, $2.00 
asst. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Garden hose is in good de- 
mand. Local jobbers will soon be com- 
pelled to advance prices on sprinklers, 
nozzles and cotiplings in line with re- 
cent manufacturers’ advances. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Good quality molded garden hose, 
two braid, % in., 7c. per ft.; % in., 
8c. per ft. Molded hose, one braid, 
5-in., 6%c. per ft.; %-in., 7%4c. per 
ft. Five ply, wrapped hose, %-in., 
9%4c. per ft. Lawn sprinklers, Rain 
King, $28 doz.; Original, fountain 
sprinklers, $6 doz.; Rainbow, 38 in. 
high, $24 doz. 

GRASS CATCHERS. —Current sales 
are showing improvement. Prices re- 
main unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 


Adjustable, galvanized bottom 
catchers for 14 to 10 in. mowers, 
$8.25 per dozen in full packages. 


Adjustable galvanized bottom catch- 
ers for 18 to 21 in. mowers, $9 per 
dozen in full packages. Adjustable, 
plain canvas bottom catchers for 12 


to 16 in. mowers, $5.90 per dozen; 
adjustable, plain canvas’ bottom 
eatchers, for 18 to 21 in. mowers, 


$7.60 per dozen. 
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GOLF GOODS.—Matched irons and 
wood sets are leading in demand. Fac- 
tories are busy and the season has re- 
ceived a good start. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

Hillerich A Bradsby Matched Wood 
Clubs, No. $30.00 set; Grand Slam 
Irons, nea heads, $4.00 each; 
Lo-Skore Wood Clubs, rustless 
shafts, $3.65 each; Lo-Skore Irons, 
hickory shafts, $2. b5 each; Competi- 
tion Clubs, ‘nickel plated heads, 
aluminum cap grip, $1.35 each; Com- 
munity Clubs, Woods and Irons, 80c. 
each; Crawford- McGregor Uni-Sets, 
$22.50 to $28.50 set; Crawford-Mc- 
Gregor Duralite Matched Irons (6 in 
set), $36.00 set; Silver King Golf 
Balls, $7.50 doz.; Royal Golf Balls, 
$6.50 doz. 


HAMMERS AND HATCHETS.—Large 
orders are reported for “Leaders” lo- 
cally offered to combat mail order spe- 
cials. Prices and demand in general 


are steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 
Hammers.—First ——, 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, $9.20 
doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 
Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, 8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Hoe, 
rake and spade handles are especially 
active, with good quality grades being 
favored. Prices are without recent 


change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Handles, Agricultura!.— Hay fork 


av™ straight, chucked and borers 
‘ 


X 4 ft., $2.40 per doz.; 4% ft. 
per doz.; XX 4 ft., $3.90 per doz.; 
4% ft., $4.20 per "doz. Ash fork 


handles, bent, chucked and bored, X 
é $2. 90 per doz.; 4% ft., $3.20 
per doz.: ash hay fork handles, bent, 
with strap, ferrule and cap, X 4 ft., 
$4.90 per doz.; 4% ft., $5.25 per doz.: 
XX 4 ft., $6.15 per doz; 4% ft., 
$7.10 per doz.; bent manure fork 
handles, plain, X 4 ft., $3.05 per doz.; 
4% ft., $3.40 per doz.; XX 4 ft., $4.65 
per doz.; 4% ft., $5 per doz.; bent 
manure fork handles, with strap, 
ferrule and cap, X 4% ft., $5.25 per 
doz.,; XX 4 ft., $6.65 per doz.; 4% 
ft., $7.10 per doz.; garden hoe han- 


dies, x “6 ft., $2.60 per doz.; XX 

% ft., $3.70 per doz.; rake han- 
dies, X 5% ft., $3.55 per doz.; XX 
5, ft., $5.65 per doz.; shovel handles, 


regular pattern, 
doz.; XX 4% ft., 
shovel handles, x? "$5. 25 per doz. ; 
XXX, $8 per doz.; wood D spade 
handles, X, $4.90 per doz.; D shovel 
handles, X. L. D. L. top, $4.45 per 
doz.; Sturd-E top, $4.50. 


HANDLES, HICKORY.—Prices have 
remained steady for many months. Sales 
are very active, best on the higher 


grade lines. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Handles, Hickory.—No. 1 hickory 
ax handles, $4 per doz.; No. 2, $3 per 
doz.; finest selection second growth 
white hickory handles, $6.50 doz.; 
special white second growth hickory, 
$5 doz.; No. 1 hatchet and hammer 
handles, 90c. doz.; second growth 
hickory hatchet and hammer han- 
dles, $1.75. 
de- 


ICE CREAM FREEZERS.—The 
mand has started to register, but heat 
days are needed to create genuine ac- 
tivity.. Prices have remained unchanged 
thus far this season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

White Mountain.—1 aqt., $4.85; : 
qt., $5.65; 3 qt., $6.75; 4 qt., $8. 25; 
qt., $10.45; 8 qt., $13.50; 10 qt., sis. 


x $54 a — per 
5.95 per doz.; D 
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12 gqt., $21.55; 15 qt., $25.60; 20 qt., 
$33.20; 25 qt., $42.60. Each list price. 


Dealers’ discount on White Mountain 
Freezers is 50 per cent from list. 


(own t., $4; 2 qt., $4.60; 3 qt., 
$5.55; 4 6.80; 6 qt., $8.60; 8 qt., 
$11.10 iach price list. Dealers’ dis- 


count on Arctic freezers is 50 per 
cent from list. 

Alaska-Grey Goose.—1l1 qt., $3.60; 2 
t., $4.20; 3 qt., $5; 4 qt., $6.15; 6 qt., 
$7.80; 8 gqt., $10.10; 10 qt., $13.50. 
Each price list. Dealers’ discount on 
Alaska-Grey Goose freezers is 33% 
per cent from list. 
Auto Vacuum.—1 qt., $3.50; 2 qt., 
$4; 3 qt., $5; 4 qt., $6. Each list price. 
Dealers’ discount on Auto Vacuum 
freezers is 33% per cent from list. 

Acme.—2 qt., bright galvanized, 
$8 per doz. net; 2 qt., blue enameled, 
10 per doz. net; 4 qt., blue enameled, 
18 per doz. net. 


LAWN MOWERS.—Sales up to this 
time are running ahead of last year. 
Prices this season have remained un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

16 in. ball bearing, 5 knife, 11 in. 
wheels, $12 each; 16 in. ball bearing, 
4 knife, 10% in. wheels, $9.25 each; 16 
in. ball bearing, 4 knife, 10 in. wheels, 


$7 each; 16 in. ball bearing, 4 knife, 
8 in. wheels, $6.75 each; 16 in. plain 
bearing, 3 knife, 8 in. wheels, $5.25 
each. 


OIL COOK STOVES, HEATERS AND 
SUPPLIES.—Stoves and ovens are in 
excellent demand. Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Perfection.—No. 72, 2 burners, $18; 
No. 73, 3 burners, $23.25; No. 74, 4 
burners, $29.50; No. 279 oil range, 
$129; No. 339 oil range, $140. Deal- 
ers’ discount on net purchases of less 
than $100, 30 per cent; on all net 
purchases, including and following 
$100 qualifying order, 33% per cent. 
On all purchases amounting to $250 
or more during calendar year, annual 
bonuses of from 2 to 10 per cent will 
be paid according to volume of busi- 
ness. 

Puritan.—No. 42, 2 burners, $18; 
No. 43, 3 burners, $23.25; No. 44, 4 
burners, $29.50; No. 249 oil range, 
$122. Discounts same as Perfection 


stoves. 

e . 450R, $60; No. 400R, 
$55; No. 215-1105, $51.50; No. 215, $41; 
No. 214-1104, $38.50; No. 214, $30; No. 
213-1103, $30.50; No. 213, $23.50; No. 
212-1102, $23.50; No. 22, $18; No. 211, 
$10. Prices quoted are for Nesco 
Zone No. 1, including Chicago terri- 
tory and are subject to dealers’ dis- 
count of 33% per cent. 

Ovens, Perfection. —Nd. 211, 1 
burner, plain door, $2.50: No. 211G, 
glass door, $2.70; No. 122G, 2 burn- 
ers, glass swing door, $6.50. 

Puritan.—No. 42G, 2 burners, glass 
drop door, $5.50; No. 42, 2 burners, 
steel drop door, $5.25. Dealers’ dis- 





counts on Perfection and Puritan 
ovens the same as on Perfection 
stoves. 


Nesco Ovens.—No. 12, $1.80; No. 05, 
$2.10; $2.25: No. 010, 
No. 19, $4; 1 
No. 20, $4.75: No. 030, $5; 
$5.30; No. 0301, $6; No. 301, $6.30. 
Dealers’ discount, 30-5 per cent. 

Perfection and Puritan Wicks.— 


$3.75 ‘per dozen, $45 per gross. Deal- 
ers’ discount same as Perfection 
stoves. 

Oil Heaters.—Perfection, No. 510, 
$6.25; No. 525, $7.25; No. 1525. $7.75; 
No. 1530, $9.95; No. 1630, $11.50; No. 
1550, $9.50; No. 1560. $11; No. 1665, 
$13.50; No. 1670, $14.50. Perfection 
Firelight Heaters, No. 1526, $9.75; 
No. 1686, $16.50. Dealers’ discount 


same as Perfection cook stoves. 

Nesco Oil Heaters.—No. 12, $5.50; 
No. 15, $7; No. 016, $8.25: No. 1600, 
7 No. 0190C, $10.50; No. 1900C, 
$12; No. 0190D, $10.50; No. 1900D, 
$12; No. 0190F. $10.50; No. 1900F, 
$12: No. 505, $11.25: No. 605, $12.75; 
Nos. 705C, 705D and 705K, $16. 

Discount 30-5 per cent. 

Nesco Wicks, Cook Stove.—$3 per 
doz., same discount as Nesco stoves. 
Nesco ofl heater wicks, No. 348, 40c. 
each list; No. 515 Giant, list, 75c. 
each. Discount on Nesco heater 
wicks, 30-5 per cent. 





PAINTS AND OILS.—Demand is live- 
ly. 


Prices on white lead are firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Linseed Oil Raw.—Barrel lots, 87c. 
per gal.; 5 barrel lots, 80c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
ae per gal.; 5 barrel lots, 82c. per 
gal. 
Denatured Alcohol. — Barrel lots, 
63c. per gal.; steel drums, extra, $6, 
returnable. 


Turpentine.—Drum lots, 73c. per 
gal., net. 

White Lead.—100 lb. kegs, $13.50 
cwt.; 50 Ib. kegs, $13.75 cwt.; 25 Ib. 


near S, $13.75 cwt.; 12% Ib. kegs, $14 


» (4 Ib. cuts).—White, $2.58 
per gal. in barrel lots, orange, $2.26 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 
5%c. per Ib.; in 100-lb. lots, 6%c. 


per lb. 
Dry Paste.—Barrel lots, 7%c. per 
b. 


PREPARED ROOFING.—Manufactur- 


ers are advancing prices about 10 per 
cent, but local prices to dealers will re- 
main unchanged. Sales are very heavy. 


ROLLER SKATES.—An excellent de- 
mand still prevails, though sales are 
tapering off somewhat. 


“square; 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Best grade, slate surfaced, prepared 
roofing, $1.95 per square; medium 
grade, slate surfaced, $1.80 per 
best grade, talc surfaced, 
$2.10 per square; medium grade, tale 
surfaced, 1.30 per square; light 
grade, tale surfaced, 90c. per square; 
red rosin sheathing, $50 per ton. 


prices. 


ROPE.—No price changes since March 
Early demand for heavy rope is 


i, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Union Hardware, boys’, $1.40; 
Urion Hardware, girls’, $1.50. 

Chicago: No. ‘101, $1.30; No. 103, 

1.40; No. 105 $2.65; 


$ , 1.40; No. 181, 
No. 183, $2.75; No. 185, - 75. 


good. 


SANDPAPER.—Demand is good and 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 
Best manila, standard brands, base, 


22c. per Ib.; No. 2 manila, 20c. per 
Ib.; finest sisal, 15¢c. per Ib.; No. 2 
sisal, 14%c. per Ib. 


prices are firm. 


SASH CORD.—Sales continue to im- 
prove, due to increased activity in build- 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

First quality, Flint sandpaper, 9 x 
11 sheets, $4.05 per ream; 1, $4.85 per 
ream; 2, $6.55 per ream. 


ing operations. No price changes. 


SCREEN WIRE AND POULTRY NET- 
TING.—Prices are steadier and season 
deliveries are now in maximum volume. 


SCREENS (WINDOW AND DOOR).— 
Sales are very heavy, with regular sea- 


JOBBERS’ eg et ye a TO RE- 
TAILERS, F.0.B. CHICAGO: 

No. 7 standard brands, $8.15 per 
doz. hanks; No. 8, $9.35 per doz. 
hanks. Competitive grade, No. 7, 
$7.70 per doz. hanks; No. 8, $8.80 per 
doz. hanks, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

12 mesh, painted screen’ cloth, 
$1.95; 14 Te 4 galvanized, $2.65; 14 
mesh bronze, $6.60 per 100 sq. ft.; 
galvanized, before poultry netting, 
50-10-5 per cent discount. 


son prices continuing firm. 


JOBBERS’ oe taf aby pe TO RE- 
TAILERS, F.O.B. AGO: 

Doors, 2-ft. 8- ay x 
296, $22.60 doz.; 
Extension Screen, No. 
doz. 


e ft. 8-in., No. 


No. 311, $26.80 doz.: 
$4.20 


1833, 








No change in 
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Twin Cities Report Trade Opening Up in 
All Lines—Prices Unchanged 


(Minneapolis office of HARDWARB AGB) 


MINNEAPOLIS, April 30.—With the soil drying out rapidly, the 
farmers are busy sowing and planting their crops for the year. 
The moisture, which has been fairly evenly distributed over the en- 
tire Northwest tributary to the Twin Cities, seems to have practi- 
cally assured the beginnings of a fine crop for this year. 

Trade in general is opening up in all lines with a fairly satis- 
factory degree of speed. Some of the wholesale houses report that 
they are very busy shipping out spring merchandise, and that the 


volume of business is excellent. 


Prices are firm, showing no changes from those quoted for last 


week. 


AXES.—Demand is steady, with good 
volume. Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Single bit, base weight, unhandled 
axes, $15 to $16.50; double bit, $20 to 
$21.50; single bit, handled, $19.50; 
double bit, handled, $24.25 doz. net. 

BOLTS.—Demand is fairly good, with 
stocks well filled. Prices have not 
changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and lag 
screws, 60 per cent from standard 
lists. 

BRADS.—Demand is increasing, with 
prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 

Wire brads in 25-lb. box at 75 per 
cent from lists. 

BUILDING PAPER.—Sales show some 
improvement as building gets under 
way. Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Red rosin sized paper, all weights, 
$2.50 cwt., and tarred felt paper, 
$2.55 cwt., net. 

CHAIN.—Call for log chains is fair, 
with stocks ample. Prices have not 


changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Log chains, % x 14, $12.05; % x 14, 
$9.15; % Z 14, $8.60; proof coil chain, 
4. 0.30; % in., $7.40; % in., 
A a $7. 70 cwt., 

Pr ormsohiciges dni are filling in their 
stocks in this line, and sales show a 
slight improvement. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Barrel type churns, 3344-5 per cent 
from lists. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Deliveries are im- 
proving rapidly in this line, with stocks 
ample for the call. Prices are steady as 
quoted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Eaves trough, 5 in., slip joint, sin- 
gle bead, galvanized, in crates, $5.25; 
6 in., $6.40; conductor pipe, 3-in., in 
crates, not nested, $4.90; 4 in., $6.85; 
per hundred feet; conductor elbows, 


it 
net. 


net. 


3-in., $1.73; 4-in., $2.88 doz., 





FIELD FENCE.—Sales are very good, 
with stocks well filled. Prices are firm 
as quoted. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Field fence, 9 ga., top and bottom, 
11 ga. intermediate, 26 in. high, $39.69 
per 100 rods, net, with other heights 
in proportion. 
FILES.—Demand with | 
prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Nicholson files, 50 per cent and job- 
— brands, 60-10 per cent from 
ist. 
GALVANIZED WARE.—Call for tubs 
and baskets is good, with garbage cans 
and other spring necessities coming a 
close second. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 


is improving, 


TAILERS, F.O.B. TWIN CITIES: 
Standard galvanized pails, 10-qt., 
$2.70; 12-qt., $2.85; 14-qt., ye 70; stock 
pails, 16-qt., e are 18- oe = 50; 
standard tubs, ; 5; No. 2, 
8. No. 3, $13. So. Ms No. 1, 
$13.20; No. 2, $14.40; No. 3, $15.60 
doz., net. 


GLASS AND PUTTY.—Demand is 
growing with the progress of spring 
work. Stocks are filled in readiness for | 
the call. Prices show no changes. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Single and double strength A grade 
glass, Minnesota prices 83 per cent 
from lists; strictly pure putty, 50 
Ib. steel drums, $4.85 cwt., net. 
LAWN HOSE.—Sale of this line is still 
rather light, though showing improve- 
ment over the past few weeks. Prices 
are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Lawn hose, Manhattan, black, %- 
in., 500-ft. bales, $7.25; %-in., $8.50; 
5-in., 50-ft. lengths, coupled, $7.75; 
Manhattan, red %-in., 500-ft. bales, 
y, -in., $9.00; %-in., 50-ft. 
coupled, $8.05; Good Luck, 
.» 6-ply, $9.00; Buil Dog, %-in., 
7-ply, $12.75 per 100-ft. net. 


LAWN MOWERS.—A scattering de- 
mand is noted for lawn mowers. The 
real call has not yet begun. Prices 
show no changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Pg ~ mowers, Philadelphia, Style 

A, 15-in., $15.75; 17-in., $17.85; 19-in., 
$19.95; Style K, 16-in., $14.30; 18-in., 


in 








| 
| 














$15.40; 20-in., $16.50; Riverside, Ball- 
bearing, 16-in., $7.25; 18-in., $8.25 
each, net. 


MILK CANS.—Sales are slowly improv- 
ing, with stocks well filled. Prices are 
unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Milk cans, railroad, wide neck, 
gal., $3.05; 10 gal., $3.15 each; net. 
NAILS.—Deliveries are improving, with 
prices firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. TWIN CITIES: 


a. 


Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base 


OIL STOVES AND HEATERS.—Oil 
heaters have been selling very well 
during the last few weeks. Oil stoves 
are being shown in dealers’ stores, and 
the demand will soon be in full swing. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

No. 500 Nesco oil stoves, $72 each; 
No. 213, $23.50 each; No. 213, with No. 
1103 shelf, $30.50 each, less 334% and 5 


per cent. Perfection oil ranges, white 
porcelain with built-in ovens, No. 
339, 5 Superfex burners, $140; No. 
279, $120; Stoves, No. 74, 4 burners, 
$29.50; No. 73, $23.25; No. 72, $18. 
Puritan oil- ranges, white porcelain, 
with built-in ovens, No. 249, $122; 
stoves, No. 44, 4 burners, $29.50; No. 
43, 3 burners, $23.50; No. 42, $18. 


Puritan pressure-gas (gasoline) white 
porcelain range, with built-in ovens, 


No. 759, $128; stoves, No. 714, 4 burn- 
ers, $38: No. 713, $33; No. 703, 3 burn- 
ers, $26.5 50 list. 

Perfection ovens, No, 211, 1 burner, 
plain door, $2.50: No. 211G, glass 
door, $2.70; No. 122G, 2 burners, 
glass swing door, $6.20; Puritan, No. 
42G, 2 burners, glass drop door, 
$5.50; No. 42, 2 burners, steel drop 
door, $5.25 list. 

Perfection and Puritan oil stove 
wicks, $3.75 doz.; $45 gross, list. 

Perfection oil heaters, No. 1686, 


gréen porcelain, Pyrex globe, $16.50; 
No. 1526, black japan, Pyrex globe, 
$9.75; No. 1530, black japanned, 


nickel trimmings, $9.25; No. 525, black 


drum and trimmings, $7.25 list with 
discounts as follows: Dealers’ dis- 
counts on net purchases of less than 
$100, 30 per cent; on all net pur- 
chases including and following $100 
qualifying order, 3314 per cent: on 
all purchases amounting to $250 or 
more during the calendar year, an- 
nual bonuses will be paid according 


to the volume of business. 
PLANTERS.—Corn and potato plant- 
ers are in good demand, with stocks 
well filled. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 


Corn and potato planters, Acme, 
$10.25 doz., net. 


POULTRY NETTING. — Deliveries 
show a good demand in this line, with 
prices firm. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Poultry netting, hexagon mesh, 
10-5 per cent from lists. 
PYREX OVENWARE.—Call for this 
line is steady, with fair volume. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

No. 623 casseroles, $1.17; No. 643 
casseroles, $1.17; No. 634 casseroles, 


50- 
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$1.33; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 
24 tea pots, $2; No. 26 tea pots, $2.33; 
No. 953 percolator tops, 7c. each net. 


REGISTERS. — Sales are improving 
with the start of the building and re- 
pair season. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. TWIN CITIES: 

Registers, cast iron, 40-10 and 
steel, 40-10 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS. — Demand is somewhat 
lighter with the coming of spring. 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Register shields, Gem, No. 1, floor 
type, $12; No, 10, floor type, $10; No. 
2, wall type, $6; and o. 20, wall 
type, $5.20. Prices are net to dealers 
per dozen. No. 1 and No. 2 are oxi- 
dized copper. No. 10 and No. 20 are 
black enameled. 

Radiator shields, Gem, adjustable, 
No. 1, $4; No. l-a, $4.50; No. 2, $4.50; 
No. 3, $5; No. 4, $5; No. 5, $5.50: No. 
6, $6; No. 6-b, $6: No. 7, $6.50; No. 8. 
$7. These prices are list each and 
subject to dealers’ discount of 30 per 
cent. These models with water hu- 
midifiers $1 extra each, list. 


is steady, 
Prices have not 


are 


ROPE.—Call 
stocks on _ hand. 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Best grade manila rope, 7-16 in. and 
larger, 24c.; in. and smaller, 25c.; 
best grade sisal, 17%c. Ib., base. 

SANDPAPER.—Demand is growing as 
construction and decorating work pro- 
gresses. Prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Best grade sandpaper, No. 1, 80c. 
per box of 75 sheets; second grade, 
No. 1, 67c. per box of 75 sheets; gar- 
net No. 1, $16.75 per ream, net. 


SCOOPS.—Demand is fairly good, with 


prices firm. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. TWIN CITIES: 
Grain scoops, heat treated, size 6, 
$13.00; size 8, $13.50; size 10, $14.50; 
size 12, $15.50; size 14, $16.50 per doz., 
net. 
SASH CORD AND WEIGHTS.—Deliv- 
eries are fair, with stocks ample for 


present needs. Prices are unchanged. 


with ample | 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Sash cord, best grade, 65c. lb. base, 
second grade, 38c. Ib., third grade, 
36c. lb., base, net, and cast iron sash 
weights, $1.85 cwt., net. 

SCREEN DOORS AND WINDOWS.-- 
Sales are not heavy as yet, but stocks 
are ready for the anticipated demand. 
Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Screen doors, common, 2-8 x 6-8, 
ta fancy, 2-8 x 6-8, $2.05 each, 
net. . 

Window screens, extension, 24-in., 
Continental, $9.75; Wabash, $5.60 
doz., net. 

SCREWS.—Call is showing some im- 
provement, with stocks in good condi- 
tion. Prices have not changed. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 
cent; round head blued, 40 per cent: 
flat head brass, 32% per cent: round 
head brass, 27% per cent from lists. 

SKATES.—Roller skates continue to 
sell well, with stocks being kept well 


| filled. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Roller skates, Union, No. 181, $2.65; 
No. 183, $2.75; No. 185, $2.75; No. 101, 
$1.35; No. 103 and 105, $1.40 pair, net. 


SOLDER.—Demand is fairly good, with | 


prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Warranted half and half solder, 
32%c. Ib., and strictly half and half 
solder, 3314c. Ilb., in 100-Ib. boxes, net. 


STEEL SHEETS.—Deliveries are in- 


creasing, with stocks ample. Prices are | 


firm as quoted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES: 


Galvanized steel sheets, 24-ga. 
(base), $4.75; black steel sheets, 24- 
ga. (base), $3.95; Armco galvanized 


— sheets, 24-ga. (base), $6.65 cwt., 
net. 
TIN.—Roofing tin is selling well, with 
other lines moving at a fair rate. Prices 
show no changes. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. TWIN CITIES: 


Furnace coke tin, ICL, 20 x 28, 
$14.30 box, and roofing tin, 20 x 28, 
8 Ib. coating, IC, $15.50 box, net. 


WHEELBARROWS.—Home owners are 
buying for the annual spring clean-up 
work. Contractors are filling in their 
needs for construction work. Prices are 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wheelbarrows, barrel type tray, 
best grade, $41.30; second grade, 
$34.70; doz., net; tubular, steel tray, 
$7.20; Gopher garden, $3.75; American 
garden, $6.25 each, net. 


WIRE.—Fence wire deliveries are very 
good, with wire for construction pur- 
poses showing fair delivery. Prices 
have not changed. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized cattle barbed wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 
9 (hase) smooth galvanized wire, 
$3.65 cwt., and No. 9 smooth black 
wire, $3.20 cwt. 


WIRE CLOTH.—Demand is still rather 
slow, but shows signs of improvement. 
Prices are firm on all items, bronze wire 
cloth seeming to have become adjusted 
to the copper situation in price. 


JOBBERS’ QUOTATIONS TO RE.- 
| TAILERS, F.O.B. TWIN CITIES: 
Wire cloth, 12 x 12 mesh, black 
painted, $1.85 and 12 x 12 mesh, 

aluminum finish, $2.25 per 100 sq. ft., 
base. 

3ronze wire cloth, 14 x 14 mesh, 
$7 per 100 sq. ft. in full rolls, net. 


WRENCHES.—Demand is good, with 
| stocks well filled. Shops and factories 
are buying for their needs as spring 
work develops. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Agricultural wrenches, 60-10 per 
cent; key model wrenches, 54 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nuts, 10 in., $1.70; 12 in.. 
$2.60; 15 in., $2.75 each, net. 

Snap-on Wrenches. — Radio and 
electric sets in metal cases, $2.75; 
No. 101 Master Service Sets, $13.75; 
No. 202, Heavy Duty Set, $3.80: No. 
404, Flexible Socket Set, $8; No. 608, 
Crankcase Drain Plug Sockets, $3.20: 
No. 90, Square Socket Set, $3.70; No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 33% per 








cent discount. 
Crescent, 6 in., $5.65; 8 In., $6.96: 


and 10 in., $8.64 doz., net. 





Cleveland Hardware Trade is Active— 
Collections Show Improvement 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, April 30.—Hardware business in April showed a 
gain over the same month last year, as well as a good improvement 
over March. Spring merchandise is moving well and there is a 


fair demand for staple lines. 


jobbers are doing a good business in steel goods. 
have broken previous Spring records. 


Lawn mowers are very active and | 
Fertilized sales | 


Builders’ hardware is not 


as active as usual at this time of the year, reflecting the decline in 
building work. Jobbers have commenced to take orders for furnace 
and barn shovels for Fall shipment at the prices that prevailed last 


year. 


Few price changes are reported. Copper mill products have 


declined with a downward trend of copper. Prepared roofing, which 
has been low for some time, has been marked up to 10 per cent. 
Collections show considerable improvement and are very satis- 


factory. 


| 


| 





AUTOMOBILE TIRES AND 
TUBES.— 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CLEVELAND: 


Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
29 x 4.50, $13.25; 32 x 6.50, 
. Tubes.—30 x 3%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 


AXES.—Jobbers have commenced to 
take orders for fall shipment and report 
a fair amount of business for that de- 
livery. Prices for next fall are the 
same as have been prevailing for some 
time. 


Reading matter continued on page 102 
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KESSATHE ONLY SHOT THAT COUNTS IS THE SHOT THAT HITS. 


“The Know How’ 


i bulls-eye reproduced here represents the 
most remarkable Official World’s Record ever 
made with a .22 rifle. It is a composite of 175 
similar bulls-eyes, two shots on each, 350 shots in 
all, made by Mr. Edson Klinkel at the Ohio Rifle 
League Shoot at Columbus, Ohio, on March 23rd, 
with Kleanbore cartridges purchased from his local 
dealer, Stollberg’s Hardware Store, Toledo. 


At fifty feet he put 350 consecutive shots in a 
\%-inch circle. You can cover the whole group 
with adime. Mr. Klinkel tells us he shot Kleanbore 
all winter without cleaning his rifle. 


Remington originated this type of ammunition. 
We did not put it on the market until we had spent 
years perfecting it in our laboratory. That’s why 
Kleanbore from the beginning has always been 
right. But you have to “know how” to make this 
type of ammunition. 

Here is an analysis of records compiled by the 
National Rifle Association on 35 rifle and pistol 
matches shot during the past indoor shooting 
season: 


Ammunition No.of No. of 

Shooters _Ists 

eer ee eee 378 23 
First Competitive Ammunition... 175 5 
Second Competitive Ammunition.. 154 4 
Third Competitive Ammunition.. . 83 1 
Fourth Competitive Ammunition. . 78 2 
PA dae aceasta OAs 1.0 868 35 


You will note that more than twice as many shooters 
used Remington Ammunition as used the nearest 
competing brand, and that Remington won 23 first 
places as against 5 for the nearest competitor. As 
a matter of fact, in some matches Kleanbore took 


the first three 
places, but the 
evidence is 
clear enough 
without fur- 
ther details— 
Kleanbore by 
actual official 
shooting tests 
has proved 
more accurate 
and _  depend- 
able than any 
other brand. 
And that’s why 
shooters show 
such a strong 
preference for Kleanbore. That’s why Kleanbore is 
the best selling ammunition in the United States. 


We are putting on a special advertising campaign 
to consumers telling the world about Mr. Klinkel’s 
record and about Kleanbore’s overwhelming lead 
in the N. R. A. matches. This will include double 
page spreads in all the boys’ publications, pages in 
farm papers, colored inserts in the sporting papers, 
and space in the Saturday Evening Post. We are 
helping our dealers move the goods. 





Simplify your stocks, reduce your investment, 
speed up your turnover, and increase your profits 
by stocking Kleanbore Metallic Cartridges—rimfire 
and centerfire in all sizes. The leading jobbers 
can supply you. Don’t submit to substitutions. 


President 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 


You can get your full retail price on Remington Shells and Ammunition. 


Tie 


up with our national advertising campaign by running a local ad. in your 
papers advising your community that you carry a full stock of Remington 


Shells and Ammunition. 


©1929 R. A. Co. 
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JOBBERS’ BOT ATE, TO RE- 
TAILERS, F.O.B. CLEVELAND: 
First grade re itted. rustless, 
black finished handled axes, $19.50, 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
er doz.; double bitted, unhandled, 
20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and smaller 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—Radio batteries are not 
moving very well at present, the de- 
mand falling off as it usually does at 


this time of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
B and C song Batteries 
nit 





Broken 

Packages Lots 

5, Oa $1.14 $1.22 

' 1.40 

3 2.06 

3 2.53 

’ 3.00 

. 486 3.20 
Dry Cell A batteries, No. 7111, 
3514c. in standard packages; 40c. in 
broken lots; Columbia igniter dry 
cell batteries, 32%c. in standard 


packages; 36c. in broken lots. 


BINDER TWINE.—This has been quite 
active since prices for the season were 


established. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Standard binder twine, $5.73% per 
50 Ib. bale; white sisal, $5.73% per 
bale; sec -ond quality standard, $5.36%4 
per bale; fine, 600 ft. lengths, $6.73% 
per bale: extra fine, 650 ft. lengths, 
$7.30 per bale. No difference in price 
between 5 Ib. and 8 Ib. balls. Five 
per cent discount if paid by June 1. 
F. O. B. factory, Chicago and Au- 
burn, N. Y., 11%c. per bale less than 
above prices. 


BOLTS AND NUTS.—While these are 
in fair demand, the volume of sales is 


not as heavy as recently. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread, % in. x 6 in. and 
smaller, 60 and 10 per cent off list; 
additional discount of 10 per cent is 
allowed for full case lots of one size. 
Stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 


per cent off list; 54 per cent for 
packages. 
BUILDERS’ HARDWARE.—There is 


not as much building activity in this 
territory as at this time last year and 
this is reflected in a lessened demand 


for builders’ hardware. 


JOBBERS’ QUOTATIONS TO _RE- 
TAILERS, F.0.B. CLEVELAND 

In case lots, lock sets, $5 per —_ 
heavy strap hinges, 6 in., $1.55 per 
doz.; 8 in., $2.40 per doz.; extra heavy 
T hinges, 6 in., $1.80 per doz.; 8 in., 
$2.70 per doz.; 10 in., $4.25 per doz. 

Butts, case lots, 3 in., 16%c. per 
pair; 3% in., 18c. per pair; 4 in., 23c. 
per pair; for less than case lots, all 
sizes are 2c. per pair higher. Butts 
with sand blasted finish are 4c. per 
pair higher. 

Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.20 per 
doz.; sand blast finish, $1.15 per doz. 


CELL-O-GLASS.—This is in good sea- 


sonal demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 


Cell-O-Glass in 100 ft. rolls, 12c. 
per sq. ft.; glass cloth in 100 yd. 
rolls, 24c. per sq. yd. 


CHAINS.—Business continues fair. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Coil chain, 3-16 in., $11.85 per 100 
Ib.; % in., $10.75 per 100 Ib.; 5-16 in., 
$9.25 per 100 Ib.; % in., $7.85 per 100 
lb. Cow ties, No. 14, $2.75 per doz.; 
No. 15, $2.50 per doz. Tie-out chain, 
60 per cent off list. 





CORRUGATED ROOFING.—A _ good! PAINTERS’ 
has declined sharply and linseed oil is 
somewhat lower. 
season is under way and all painters’ 
~~ gee for outside work are moving 
well. 


spring demand has developed for roof- 
ing material. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

28 gage corrugated roofing, 26 in. 
wide, $3.97 for 1% in., and $3.92 for 
2% in., for 10 squares or more. 

FERTILIZERS. — These continue to 
move well. Sales this spring have ex- 
ceeded those of any previous year. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Old Gardner fertilizer, 100 Ib. bag, 
$5; 50 lb. bag, $3; 25 lb. bag, $1.75; 
10 Ib. bag, 85c.; 5 Ib. bag, 50c.; 1 Ib. 
can, 25c. Above prices subject to 
33% per cent discount. 

GLASS BAKING WARE.—This 
rather quiet at present. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


_ 


s 


Casseroles.—Round or oval, 1 qt., 
$1; 1% qt., $1.17; 2 qt., $1.33; square 
$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 

Bread Pans.—No. 212, 60c.; No. 214, 
5 

Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Teapots.—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


LANTERNS.—This is a dull season for 
lanterns and sales are light. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Victor hot blast lanterns, $8.50 per 
doz. ; a Blizzard, $13.25 per doz.; D-Lite, 
$13.25 per doz.; large fount, D-Lite, 
$14. 50 per doz.; Little Wizard, $9 per 
doz.; same with red or green gold, 
$11 per doz. 
LAWN HOSE.—Not much hose busi- 
ness is being placed at present. Most 
retailers have ordered good stocks. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND 
2-braid molded uncoupled howe, % 
in., 6%c. per foot; % in., 7%4c. per ft.; 
% in., 84%c. per ft.; coupled hose is 
we. per ft. higher. 
NAILS AND WIRE.—Stimulated by 
the spring demand nails are moving | 
much better than recently. Prices are | 


firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Nails. —Factory shipment, car lots, 
$2.75 per keg; less than car lots for 
factory and stock shipment, ,$2.95 per 





keg; other products for stock ship- 
ment, No. 9 galvanized wire, $3.40 
per 100 lb.; No. 9 annealed wire 
$2.95 per 100 Ib.; polished fence 


staples, $3.40 per 100 Ib.; galvanized 
fence staples, $3.65 per 100 Ib.; coated 
nails, $2.85 per keg. 

Barbed Wire.—Lyman, 4-point cat- 
tle wire, $3.17 per 80-rod spool; hog 
wire, $3.43 per 80-rod spool. 


OIL AND GASOLINE STOVES AND 
OIL HEATERS.— Oil and_ gasoline 
stoves are in good demand and some 
manufacturers are far behind in deliv- 


eries. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Perfection oil stoves, white porce- 
lain with built-in ovens, No. 
with 5 Superfex burners, $140; No. 
279, $120; stoves, No. 74, 4 burner, 
$29.50; No. 73, $23.75; No. 72, $18. 

Puritan oil ranges, white porcelain 
with built-in ovens, No. 249, $122; 
stoves, No. 44, 4 burner, $29.50; No. 
43, 3 burner, $23.25; No. 42, $18. 
Puritan pressure gas, white porcelain 
range with built-in ovens, No. 759, 
$128; stoves, Dae 714, 4 burner, $38; 


No. 713, $33; 703, 3 burner, $26.50. 
Ovens, Perfection, mo... Qa... 3 | 
burner, plain door, $2.50; No. tuc. 


glass door, $2.75: No. 122G, 2 burner, 
glass swinging door, $6.20. Puritan, 
No. 42G, 2 burner, glass drop door, 
$5.50; No. 42, 2 burner, steel drop 








door, $5.25. 
Reading matter continued on page 
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POULTRY NETTING 
CLOTH.—These lines continue very ac- 
tive. 


PREPARED ROOFING. — The 
prices that have prevailed for some 
time have been withdrawn and an ad- 
vance of 10 per cent made. 
is not active, as retailers took advan- 
tage of the recent prices to stock up. 


SUPPLIES.—Turpentine 


The spring buying 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Mixed paints, first quality, $2.60 
per gal. for colors and $2.75 to $2.80 


for white. 
Turpentine, in barrels, 67%c. per 
gal.; less than bbl., 72%c. per gal. 


Linseed oil, in bbis., 88146c. per gal.; 
less than bbi., $1. 0314 per gal. 

White lead ‘in 100 Ib. kegs, 13 4c. 
per lb.; in 50 and 25 Ib. kegs, 13%c. 
per lb.; in 12% Ib. kegs, 14%c. per 
Ib. Quantity discounts, 500 lb. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 
per qt. 


AND WIRE 


Prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Poultry netting, galvanized after 
weaving, 50 and 10 per cent off list; 
galvanized before weaving, 50, 10 
and 10 per cent off list. 

Wire aioe per 100 sq. ft., 12-mesh 
black, $1.95; 14 mesh, galvanized, 
$2.60; 14 mesh, bronze, $6. 10; 16 mesh 
bronze, $6.5) 


PRUNING omens — The heavier 
buying is over for the season. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Pexto shears, No. 85, $21 per doz.; 
No. 50, $6.50 per doz.; No. 5, $3.85 per 
doz.; No. 505, $8.50 per doz.; No. 140 
rose shears, $4.80 per doz.; Wiss 
shears, No. 109, $28 per doz. 


low 


The demand 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Popular grades, light, 88c. per roll; 
medium, $1.15 per roll; heavy, $1. 30 
per — slate surface roofing, $1.99 
per roll. 


RADIO EQUIPMENT.—The demand 
for tubes is slack, as is to be expected 
at this season of the year. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Tubes, CX No. 112A, $2.50; CX No. 


326, $2; CX No. 327, $3; CX No. 
380, $3.50; CX No. 371A, $2.50. 
Dealers’ discount from these prices, 
35 per cent. 


ROLLER SKATES.—Buying is pretty 
much over for the spring. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Union Hardware Co. skates, ball 
bearing, Nos. 4 and 5, $1.42 per pair; 
No. 6, $1.50 per pair; No. 3 plain, 
75c. per pair. 

Chicago roller skates, No. 181, $2.65 
per pair; No. 183, $2.75 per pair; No. 
185, $2.75 per pair; No. 101, $1.32 per 
pair; Nos. 103 and 105, $1.37 per pair. 


ROPE.—The demand is fair and prices 
are firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 

Best grade manila rope at 22%c. 
per lb. for factory shipment and 23c. 
per lb. for stock shipment; sisal rope, 
16c. per Ib. for factory shipment and 
1644c. for shipment from stock. 


SASH WEIGHTS.—tThese are rather 
quiet. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

Sash weights, $36 per ton; for mill 
shipment, $34 per ton. 
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Illustraced are che 
three most popular 
numbers of R- W 
Grindstones. The 
Catalogue shows 
sixteen different 
styles 







































































Grindstones for every purpose 


There’s an R-W Grindstone to meet every require- 
ment and a style and size to suit every purse. The 
line ranges from a small and convenient grindstone 
for kitchen use to the largest power grindstone 
eight feet in diameter. 


The frame work is of rigid construction—all have 
ball-bearing journals fitted with stones of highest 


grade genuine Berea grit. 
We are also prepared to furnish loose stones of any 
grit and in any quantity. 
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Hardware Volume Holds Up Well, Says 
Kansas City Report 


(Kansas City office of HARDWARE AGE) 


KANSAS CiTy, April 30.—Rains that are good for the crops and 
bad for the unpaved roads have somewhat modified the hardware 
movement lately. Salesmen are unable to drive from town to town 
with their usual facility and farmers are kept at home and out of 
their fields. The soil in every direction is saturated. Streams have 
approached flood level and King Mud has had his way. 

Despite this partial and temporary retardment of trade, hard- 
ware volume holds up well and promises to accelerate with the 


improvement of road and field conditions. 


The stand of wheat is 


either good or excellent, according to locality. Kansas and the 
other nearby wheat-growing States expect a bumper yield. 

Within two months or so of maturity and with such unusually 
favorable soil and moisture conditions to insure growth, the south- 
western wheat farmers are looking forward to a big crop of wheat. 
The outlook in this respect is so bright, in fact, that some are won- 


dering about the factor of price. 


Recently wheat futures suffered a 
setback. This is a reflection of the un- 
sold supply on hand and the excellent 
prospects for the 1929 crop. Recent 
crop years have yielded good returns 
and have reduced indebtedness to a 
level which permits farmers to enter 
the market for supplies. 

Tractors, which in this part of the 
country are regarded as a sort of 
super-hardware, are moving freely and 
farmers are buying the other equip- 
ment usually stocked in hardware 
stores. 

Poultry supplies are active. Netting, 
brooders, chick feeders and waterers 
are in brisk demand. Though the poul- 
try industry has been developing 
steadily in this region for a number of 
years, there seems to be no end to this 
development. It insures a greater and 
greater supply of ready cash available 
for the average farm family and the 
average hardware dealer is receiving 
mercantile benefits accordingly. 

Steel goods and garden tools are ac- 
tive. Builders’ hardware is starting 
off in encouraging fashion and the 
rural building program for the South- 
west bids fair to further this move- 
ment to some extent. Lawn mowers 
are in brisk demand. The activity in 
early sporting goods is marked. 

Fishing-tackle is a leader. One Mis- 
souri traveler reports he has sold more 
tackle to date this year than he sold 
to dealers throughout the whole of 
1928. Baseball goods are off with a 
fine start. 

Roller skates are still selling in at- 
tractive volume. Dealers order fifty 
pair at a time in rather frequent in- 
tervals. Any town big enough to have 
concrete sidewalks is big enough to 
have its increasing contingent of rol- 
ler-skaters. Many young people are 





using them on the concrete highways. 
The skating-rink business is lively. 
Dealing in ammunition futures is brisk. 

Jobbers are dissatisfied with the 
situation in their own ranks regarding 
price on such hardware staples as fen- 
cing, nails and loaded shells. Jobbing 
competition is cutting most of the 
profit out of this trade. Orders are ac- 
cepted from dealers at sub-quotation 
figures. It is the hope in wholesale 
circles that common sense will correct 
this inter-punitive situation. 


AXES.—Little activity reported; prices 
firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

First quality, single-bitted unhan- 
dled axes, 3 to 4 Ib., $14.50 base; 
handled, $18.75 to $20.50 base. 


BUILDERS’ HARDWARE. — The 
spring movement in this line has be- 
gun and wholesalers regard the outlook 
as good. Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts, 
old copper and dull brass _ finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $18 per doz. 
set; wrought bronze metal, $2.25 per 
set; cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Orders are heavy and on the in- 
crease. No price changes. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off, 
from list as of April 1, 1927. 


EAVES TROUGH AND CONDUCTOR 





PIPE. — Movement is healthy; prices 
continue without change. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


28 gage, 5 in. lap joint eaves 
trough, $4.75 per 100 ft.; 28 gage, 3 
in. conductor pipe, $5 per 100 ft. 

MILD STEEL BARS.—Demand is still 
brisk. The market is becoming a bit 
stiffer. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
cwt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.;: 
cold rolled square bars, $4.66 per cwt. 

NAILS.—Movement is active, but the 
highly competitive price situation is 
causing the jobbers a deal of concern. 
Quotations have been cut right and 
left. Much wholesale business has been 
written at the expense of profit. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.35 per keg, 
base (see new extras). 

OIL.—Both linseed oil and turpentine 
are moving satisfactorily. The mar- 
ket is somewhat weak in each case. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in steel-drum lots, 
90c. per gal.; boiled linseed oil in 
steel-drum lots, 98c. per gal. Tur- 
pentine, pure gum spirits, in steel- 
drum lots, 70%c. per gal. 

POULTRY NETTING.—Trade is ex- 
cellent with no signs of slackening. 
Prices are fairly steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 
Poultry ey galvanized before 
weaving, 50-10-5 list; galvanized 


after weaving, 50- 3 off list. 
ROLLER SKATES.—tThe rush for rol- 
ler skates is still on with no sign of a 
slack season. Despite this heavy de- 
mand, however, the price situation is 
unsatisfactory to jobbers. 


JOBBERS’ QUOTATIONS TO R 
TAILERS, F.O.B. MISSOURI RIVER 


CROSSINGS: 

Chicago line: ~— 103 and 105 
$1.40 per pair; No. $1.35; No. 185, 
$2.75; No. 183, $2. 16: + 18i, $2.65. 


Union Hardware line: No. 4, $1.65 
per pair; in quantities, 55 to 99 pairs, 
$1.55; 100 or more, $1.45. Same prices 
on No. 5. No. 6, $1.75 per pair; in 
quantities, 55 to 99 pairs, $1.65; 100 
or more, $1.55; No. 130 rink skates, 
$1.98 per pair; No. 130L, ladies’ rink 
skates, $2.11 per pair. 


ROPE.—There is plenty of activity i 
this line and prices are strong. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Highest quality manila rope, stand- 
ard brands, 22c. per lb., base; No. 2 
manila, standard brands, 20c. per Ib., 
base; No. 1 sisal rope, highest qual- 
ity, ‘standard brands, 20c. per Ib.; 


No. 2 sisal rope, standard brands, 
15%c. to 17c. per Ib., base. 


Reading matter continued on page 106 
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Of course you want more CROSS-CUT SAW busi- EN 

ness, and no doubt you have tried various plans for aS 
getting it, but from the standpoint of permanent : 

results there appears to be but one answer— 
and the dealer who sells SIMONDS CRES- 
CENT GROUND CROSS-CUT SAWS 
has this answer. It is another instance 
where QUALITY counts, because 
the ever increasing demand has 
proved that SIMONDS are 
the fastest selling CROSS- 
CUT SAWS on the 
market — because 
they are the 
BEST. 



















%* SIMONDS 
SAWS are 
~ known and 
> used by woods- 
* —_men—the best evi- 

dence of their high 

quality. They are guar- 
anteed by the makers. 
You can sell them with con- 

fidence of complete satisfac- 
tion to your customers—and 

you make a liberal profit on every 
SIMONDS SAW sale. 
Be sure to ask your JOBBER or his 
SALESMAN about these saws. 


Stock them and you sell them. 


SIMONDS SAW and STEEL CO. 




















a> 


. Ys 
S 



















“The Saw Makers” “Established 1832” 
HARDWARE DEPT. FITCHBURG, MASS. 
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SASH WEIGHTS.—Demand is fairly 
good. No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

In one-ton lots or more, $1.90 per 
ewt.; less than ton lots, $2 per cwt. 


SCREWS.—tThis line is well repre- 
sented in the general run of orders. 
No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER | 
CROSSINGS: 

Flat head bright screws, 
per cent off list; round head, blued 
screws, 4214-15 per cent off list; flat 
head brass screws, 4244-15 per cent 
off list; round head brass screws, 
374%4-15 per cent off list. 


STORAGE BATTERIES. — Trade is 
fair on automobile batteries; demand 
for radio batteries is brisk. Prices are 
somewhat firmer. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS 

Asbeuatiin: 6 volt, 11 plate, heavy 
standard terminal, $9.10 each; 6 volt, 
13 plate, $10.75 each; 12 volt, 7 plate, 
$12.85; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.35; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $8.05. 


TIRES. — Trade is getting better. 
Prices still competitive. 
JOBBERS’ QUOTATIONS TO RE- 





474% -20 





| TUBES.—Business is on the increase, 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard warranty, 30 x 3%. oversize, 
heavy duty cord, 5. cl, .25; 31 x 
4, $11.40; ‘a pas 33 x 4, bag py 

33 x vite $16.60; 33 x 
Balloon, 29 x 4. 40, Sanames 
3; 30 x 4.50, $8.90; 30 x 5.25, $12.50; 
x 5.25, $12.90: 31 x 6.00, fT 20; 33 
y 6.00, $18. ee 4 32 x 8 ply, 
$20.55; 33 x PN $21.30; 30 = ,” $26. 20; 
32 x 6, $32.40; 36 x 6, 10 ply, $46.60; 
34 x ‘ $60.15; 40 x 8, 12 ply, $91.60. 
(All foregoing’ prices subject to 5 per 
cent trade discount.) 


though cool, wet weather tends to re- 
| tard it. Prices rather unsteady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3%, heavy duty, 
tan, $15.60 per doz.; 31 x 4, tan, $12 
per half doz.; 33 x 4, tan, $13.20 per 
half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 
doz. Balloon, 29 x 4.40, heavy duty, 
$18.60 per doz.; 30 x 5.25, $12.90 per 
half doz.; 31 x 6.00, $14.70 per half 
doz.; 33 x 6.00, $16.60 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
214 -in. pole, reinforced valve base, 
vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. each. 


VENTILATORS.—Demand is falling 





off because of the approach of open 
weather. Prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
Coach - B. MISSOURI RIVER 
CROSSING 


Continental, metal frame, No. 833, 


$1.50; No. 837, $4.75; No. 845, $5.20; 
No. 1137, $5.50; No.’ 1145, $6.30; No. 
1437, $7.30; No. 1445, $8. 10. Prices 


are per doz., net. 

Continental, wood frame, No. V836, 
$e. 60; No. V92 33, $4.05; No. V937, is > 
$6.10; No. V959, $6.75; 
V1537, $5. 85; No. 1549, $7.80. Riles: 
are per doz., net. 

Wurldbest, list prices, No. 2, $2. a 
each; No. 3, $3 each; No. 4, $3.50 
each; No. 5A, $4 each; No. 6A, $4.75 
each: No. 6B, $5 each. These list 
prices are subject to dealer’s discount 
of 33% per cent. 


WHITE LEAD. — Business is good, 
with a tendency toward stiffer prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


White lead, 13%c. per Ib. 
dredweight lots. 


WIRE CLOTH.—Second orders are go- 
ing out in fair volume. The competi- 
tive price situation continues to vex 
the wholesalers. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Black wire cloth, 12 mesh, $1.75 per 
100 sq. ft.: galvanized, 12 mesh, $2.10; 

14 mesh, $2.55; 16 mesh, $2.85. Bronze, 
14 mesh, $6.50; 16 mesh, $6.90. Cop- 
per, 14 mesh, $6; 16 mesh, $6.25. 


in hun- 


With Better Weather Conditions, Trade 


in New England Is Increasing 


Boston, April 30.—Weather conditions during the last week or 
ten days of April were decidedly more seasonable and the hardware 
trade was quick to respond. While April retail and shelf hardware 


jobbing sales undoubtedly will fall 


the first week of the month, there appears little doubt but what they 


will compare favorably with those 


the spring season to many has appeared backward, it is ahead of 


last year. Already a lot of soil 


lawns have already reached a stage where mowing is necessary; 
contracts for building are increasing despite the high cost of borrow- 
ing money; fruit orchards have reached a stage where much per- 


sonal attention is necessary; the 


for the replanting of shrubs; plans have been made for the appli- 


cation of thousands of gallons of paint. 
ided weather conditions are such 


set for a prosperous spring provi 


that all the work under advisement can be accomplished. All this 
work involves merchandise carried by the retail hardware dealer. 


Much of the current retail buying is of 
a filling-in nature, yet in the weekly ag- | 
gregate it is quite representative. While 
retailers in general have well balanced | 
stocks, supplies are far from excessive, | 
and it will not take a great deal of pub- | 
lic buying to again force the retailer to 
fill gaps made in stocks on shelves. Ma- | 
rine hardware dealers are confident that | 
during the next month or so they will 
enjoy a far greater business than they 
have in years. Their sales already com- 
pare very favorably with those of 1928. | 


Reading matter continued on page 108 


| The mill supply dealers continue to en- 


' although it is admitted that individual 
| consumers’ orders are running a little | 


(Boston office of HARDWARE AGE) 


short of predictions made during 
for April, last year. And while 


has been prepared for seeding; 


ground is in excellent condition 


Assuredly the stage is 


joy a broad market for their products, 








smaller than they were two months or | 
so back. Heavy hardware dealers also 
continue to enjoy a wide distribution of 
their goods, with prices steadier than 
they were in the closing days of 1928. 

AUTOMOBILE ACCESS ORIES.— 
April automobile accessories sales will 
not come up to expectations, largely be- | 
cause of weather conditions. General 





business as the month goes out, how- 
ever, is of larger volume than on April 
1, and with the greatly increased pleas- 
ure car and truck registrations through- 
out New England, the future of the ac- 
cessories market appears assured, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Tires.—Mansfield line, heavy duty, 
straight side, 30 x 3% in., $8.85 each, 
list; .80; 32 


ay 33 x 5 in., $21.15; 35 x 5 
$22. Discount, 74% per cent. 

ol —Mansfield line, eoges 27 x 
4.40-19, $7 each list; 29 4.40-21, 
$7.40: 30 x 4.50- 21, $8.25; 30 * 5.00-20, 
$10.20; 31 x 5.00- 21, $10. 65. Discount 
7% per cent. 

Tires.—Mansfield line, balloon, - 
ply, 30 x 4.50-21, $11.05 each list; 
5.25-20, $14.30; 30 x 5.50- 20, $1 Arte ° 3 
x 6.00- 23) $19. Discount, 1% per cent. 

Tubes.— Mansfield line, 12 to the 
carton, 27 x 4.40-19, $15. 60 per car- 
ton list; 30 x 4.50- 21, $18. Discount 
10 per cent. In less than carton lots, 
ae per tube should be added to the 
cost. 

Tubes.—Mansfield line, six to the 

earton, 30 x 4.75-21, $9. 90 per carton 
list; 31 x 5.00-21, 0.50; 
20, $11.40; 29 x 5.50-19, 
5.50- 20, $13.50; 30 x 6.00- 18, $12. 90; 
31 x 6.00-19, $13.20; 32 x _ 6.00-20, 
$13.80; 33 x 6.50-21, $16.50. Discount 
10 per cent. In less than carton lots 
pe. per tube should be added to the 
st. 


BASEBALL GOODS.—Now that the 
baseball season is in full swing and 
weather conditions are more favorable, 
young America is taking a more lively 
interest in baseball goods. Retailers 


| are filling in stocks as necessity re- 


(Continued on page 108) 
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National Significance of Louisville Survey 


next survey after Louisville is confined 
to groceries or some other single line 
or enlarged to cover many lines, I 
know that many industries only re- 
motely connected with the study in the 
mind of the casual observer will be 
very definitely cooperative because of 
the vision their executives have had as 
a result of the Louisville Grocery Sur- 
vey. 

“The Secretary of Commerce is to 
call a small informal conference of 
business executives in the near future 
to develop ways and means of spread- 
ing our experience in Louisville to 





(Continued from page 91) 


other lines of commodities and other 
sections of the country. I think the 
hardware industry might well scan 
carefully the methods and results of the 
Louisville Survey as rapidly as they 
are published and develop therefrom a 
similar plan for your industry. Much 
loose talk and criticism as between 
manufacturers, wholesalers and retail- 
ers will be eliminated and what is left 
can be vitalized into actual progressive 
practice once the intimate details of 
the above situation have been put in 
the spotlight by the joint action of all 
concerned as they have in Louisville.” 





Prompted by the general interest of 
Mr. Millard’s talk, Charles H. Ireland, 
Odells, Inc., Greensboro, N. C., said: 

“T would like to make a motion that 
it is the sense of the jobbing portion 
of this audience that if Mr. Millard 
decides to, continue his investigations 
further that we tender him our full 
sympathy and cooperation—of the 
hardware jobbing fraternity—in order 
that he may apply to the hardware 
fraternity just what he has done to the 
retail grocery trade.” The motion was 
seconded and carried unanimously. 


Knight & Wall Window Offer Suggestions 
for Display of Lawn Equipment 


ROM this time forward retailers will 


upon to supply lawn and garden equipment in 
Lawns are already show- 
most sections 


increasing quantities. 


ing rapid growth and gardens will in 


need attention very 
soon. While most 
dealers are supplied 
with stocks of this 
merchandise many 
are wondering just 


how to _ display 
them to the best 
advantage. 


For this reason 
the window display 
used by Knight & 


Wall of Tampa, 
Fla., is pictured 
here. This win- 
dow, which was the 
work of Robert 


Gatliff, is an ex- 
ample of interest- 
ing balance. The 
decorative motive, 
representing the 
scorching sun, 
subtly suggests the 
hot days to come 
and prompts the 


customer to be pre- 
pared 


for them. 





be called 


the idea over. 


Lawn mowers and garden hose flanked by the other 
items necessary to care of the soil are arranged in a way 
that does not kill the main thought, and therefore get 
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quires. 
tory, say jobbers. 


JOBBERS’ eT Aran: TO RE- 
TAILERS, F.O.B. BOSTON 

Balls. — Harwood _iine, "National 
League, $14.50 per doz. net; Profes- 
sional League, $8; Dollar Lively, $6; 
30y’s League, $3.50; Junior League, 
$2.75; Junior League special, $2; 
Young America, $2: Boy’s Favorite, 
$1.50; Dandy, 84c.; Reach line, Official 
League, $16.50. 

Mitts.—Catchers’, Reach line, No. 
65X, 75c. each, net; No. 75, $1; No. 
100, $1.40; No. 150, horsehide, $2; 
No. 200, horsehide, $2.75; Stahl & 
Dean line, horsehide, No. 7509, $2.38; 
No. 7533, $3.35; No. 7534, $5.35. First 
baseman's, Stahl & Dean No. 
7621, 67c. each net; No. 7620, $1.10; 
No. 7619, $1.33; horsehide, No. 
$3; No. 7612, $3.67; No. 0963, $4.17: 
No. 7622, $5.08. 

Gloves.—Fielders’, Reach 
24, 50c. each, net; No. 4G, 


line, No. 
70c.; No. 


56, $1; No. 10W, $1.40; No. 10G, $1.75; 
No. 59, $2; No. 3L, $2.35; No. 3G, 
$2.65; No. 00W, $3.35; Stahl & Dean 
line, No. 8043, $3.35; No. EX, $4.35; 
No. 8049, $4.50: No. 8055, $4.85; No. 
ECA, $5.70. 


COCOA MATS.—As is to be expected | 


at this time of the year, public interest 
in cocoa mats is increasing. Retailers’ 
stocks are more or less limited, conse- | 
quently it is necessary for them to con- 
stantly reorder. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON 

Mats.—Cocoa door, No. 1, 14 x 25 
in., 70c. each, net; No. 2, 16 x 27 in., 
90c.; No. 3, 18 x 30 in., $1.12 Steel 
wire mats, $1.47. 


DISPLAY TABLES.—Despite the nu- | 


merous reports from retailers of dis- 
appointing business conditions, many of 


them continue to purchase display ta- | 


bles and associated merchandise for the 
purpose of bettering the looks of stores 
with an idea of increasing sales. 


Business in general is satisfac- | 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Display Tables.—No. 1073, "$30 each 


net; cutlery display, $45; screw 
cabinet, $5.25; bolt and nut unit, 
$43.20; counter merchandiser with 


glass divider, $11.25; screen back, $12; 
wall brackets, $5.25 per carton; coun- 
ter nail bins, 27 bins, $123.75; 18 
bins, $86.25; 9 bins, $45; nail boxes 
only, $2.63 each. 


than ever before. 


stock. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Fencing.—Lawn, ornamental, in 10- 
rod rolls, 36 in., ; 42 in., 
$1.88; 48 in., 
Fencing.—Field, “ galvanized, 8.32 x 
6, $5.80 per cwt., net; 10.46 x 6, 
$7.41; 10.47 x 12, $5.44; 11.55 x 6, 
$8.69. 
| Staples.— Galvanized _fence, in 100 
Ib. kegs, $6.25 per cwt.; in 10 Ib. car- 
tons, $7.50; in 1 Ib. papers, $8.50; in 
bei Ib. papers, $9.25; in % lb. papers, 
11 


| -F.0.b. mill, 
$3.45 per cwt.; 
$3.70. 


Pittsburgh, in 


Staples. 
in less than 


ear lots, 
ear lots, 


is far from brisk. 
JOBBERS’ a eon: TO RE- 
TAILERS, F.O.B. BOST 
Gates.—Porch, wood, 3 —"t 
doz. net; 4 ft., $12.50; 5 ft., 
t., $15.50; 7 ft., $17. 


$11 per 
$14; 6 


GOLF SETS (TOY).—Buying is spotty, 
yet on the whole better than it was a 
Certain New England re- 
tailers have had considerable success| ROOFING MATERIAL.—As a result of 
recent storms there is a much better 


year ago. 





with these sets. 


FENCING. —People who ought to know | 
say that there is every indication of | 
more wire fencing being consumed in | 
New England this spring and summer 
Jobbers are therefore 
advising retailers to keep close tabs on 


GATES.—A somewhat broader market 
for porch gates is noted by jobbers, 
who admit, however, that retail buying 


| 


JOBBERS’ euoT Ae. TO RE- 
TAILERS, F.O.B. BOSTO 

Golf Sets.—Toy, No. bt for chil- 
dren 5 to 8 years old, $8 per doz. 
net; No. 118, for children 9 to 14 
years old, $20; No. 331, $1.67 each net. 


MALLETS.—The demand for mallets 
has been sufficiently better during the 
past few days to warrant jobbers call- 
ing attention to that fact. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Mallets.—Tinners’, No. 2, $2.08 per 
doz. net; No. 4, $2.90. Hickory, No. 0, 
$7.06 per doz. net; No. 1, $6.12; No. 
2, $5.20; No. 3, $4.24; No. 4, $3.30. 
lignum aoe. No. 0, $10 per doz. net; 
No. 1, $8.50; No. 2 $7; No. 3, $4.68; 
No. 4, $3.88; No. 5, 93.50. 


MASON’S TOOLS.—AII things consid- 
ered, sales of mason’s tools, both in a 
jobbing and retail way, have been satis- 
factory so far this spring. 
room for improvement, nevertheless. 


There is 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 

Masons’ Tools.—Bags, 18- in., $24 
per doz. net; 20-in., $27; 22-in., $30; 
24-in., $33; Hawks, 13 x 13 x 3/32-in., 
$20 per doz.; darbies, 3% x 42 x 
3/32 in., $22; flats, 5 x 12-in., $12. 


POLISHES.—As is natural just now 
there is a growing demand for polishes. 
There is every reason to believe, accord- 
ing to retailers, that 1929 spring sales 
will equal those of last year. 
naturally sell with polishes. 


Mops 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Polish. — O’Cedar liquid * finishing 


floor polish, 4 oz. containers, $2.40 
per doz.; 12 oz., $4.80; quart, $10; %- 
gal., $16; gallon, $24 


Mops.—Floor No. 22, $16 per doz. 
net; wall dusting, $12; polishing, No. 
i. $10; No. 2, $14; No. 5, $10; No. 6, 
14. 





Display Lawn Equipment Items Now 
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Bh yes window display 
of garden tools and 
equipment by the Nelson 
Hardware Co., Hutchin- 
son, Kan., suggests an 
effective arrangement of 
this line of merchandise. 
Imitation grass is easily 
obtainable in most cities 
and it gives color and 
attractiveness to the dis- 
play. Here are shown 
grass seed, fertilizer, 
watering cans, grass 
shears, hoe s,_ rakes, 
spades, lawn mowers, 
flower baskets, bird bath, 
sprayers, hose, and items 
that are part of the 
gardener’s equipment. 
Such a window display 
goes a long way toward 
selling the prospect and 
is well worth the effort. 


Ot. Ml le, Mi, hy, le, Bi. 
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ALL THE ADVANTAGES OF 
SIX-CYLINDER PERFORMANCE 


~in the price range of the four! 





Powered by a great six-cylinder 
valve-in-head motor — whose 
smooth, powerful, economical 
operation has set a new standard 
for performance in the low-price 
field—the new six-cylinder Chev- 
rolet trucks are sweeping on to the 
greatest popularity in the history 
of the commercial car industry. 


Never before has a low-priced 
truck so admirably met the 
modern demands of business 
transportation. A power increase 
of 32% results in swifter acceler- 
ation and higher speed—with 
extraordinary flexibility in traffic 
Big, quiet, non-locking four 


wheel brakes give a measure of 
braking control in excess of the 
severest requirements. And a full 
ball bearing steering mechanism 
reduces driving fatigue to the 
very minimum. 


But most remarkable of all—this 
amazing six-cylinder performance 
is actually available in the price 
range and with the economy of 
the four! 


Consult your Chevrolet dealer 
today about your transportation 
requirements. You will find 
exactly the truck you need—and 
it will do your work with amazing 
efficiency and economy. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 








Sedan Delivery 


*595 


Light Delivery Chassis 


*400 


114 Ton Chassis 
*5.45 


114 Ton Chassis with 
Cab 
650 
All prices f. 0. b. factory 
Flint, Michigan 


COMPARE the delivered 
price as well as the list 
price in considering auto- 
mobile values. Chevrolet's 
delivered prices include 
only reasonable charges 
for delivery and financing, 








A SIX IN THE PRICE RANGE OF THE FOUR! 
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movement of roofing materials out of 
retail and jobbing stocks. Roofing pa- 
per appears to have the edge on demand 
as compared with other materials. 


JOBBERS’ tg ee fl TO RE- 
TAILERS, F.O.B. BOSTO 
Roofing Paper.—Rolled, 
face, heavy, $1.75 per roll net; extra 
heavy, 2.05; medium, $1.30; light, 
90c, Mineral surface, $1.80 to $1.95. 
Building Paper.—Sheathing, 30 Ib. 
rolls, 90c. per roll net; 40 Ib. rolls, 
$1.75; 20 Ib. rolls, 95e. Red rosin, 20 
rolls, $63 a ton net; 25 Ib. rolls, 
$63. Asphalt felt, 65 Ib. rolls, $61 a 
ton net. 

Shingles. — Hexagon, three-tab, 10 
in., $3.84 per square, net; 12% in., 
$4.80. Giant, individual green, $6.65; 
colored tint, $6.90. Standard, indi- 
vidual, $5.40 per square, net. 

Roof Coating.—No- Tar- in, black, 
one gal. containers, $1.25 each, list; 
five gal. containers, $1. i0 per gal. ; 25 
gal. containers, 80c. per gal.; 50 gal. 
containers, 75c. per gal. Red, one gal. 
containers, $2 each list; five gal. con- 
tainers, $1.85 per gal. Discount, 40 
per cent. 


ROPE.—The advance in rope made 
about a month ago so far has failed to 
curtail buying. Retail sales, particu- 
larly those located along the New Eng- 
land seaboard, are of sizable weekly 
proportions. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON 

Rope. a 3/16 in., 29¢. 
net; 4 an 16 in., 28c.; 


“on sur- 


per Ib., 
% in., 


New York Hardware Jobbers 
Report Spring Business 


HARDWARE AGE for MAY 2, 1929 
27%c.; 15 thread, 25%c.; 18 thread 
and % in., 25%c.; % in., 24c. %, 
%, 1 and 1% in., 23%c. 


RUBBISH BURNERS.—Running true 
to records made in former years, sales 
of rubbish burners are coming along 
very nicely. They should continue of 


| sizable proportions for many weeks. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Rubbish Burners.—Cyclone, No. 2, 
in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 
Covers, $2.12 per doz., net. 


SWEEPERS.—Retailers report a bet- 


ter public movement of carpet sweep- | 


ers. An increase in jobbers’ sales is an- 
ticipated shortly because retail stocks 
are believed to be small. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. BOSTON: 
Sweepers.—Carpet, Grand Rapids, 

ball bearing, japanned, $44 per doz. 


net; nickeled, $48; Standard, ja- 
panned, $36; Universal, japanned, 
$42; nickéled, $46; American Queen, 
$54; Parlor Queen, $56. 

Toy Sweepers.—Per dozen, Little 
Helper, $2; Little Gem, $3.75; Little 
Jewel, $10; B Junior, $16. 


VACUUM CLEANERS.-—In common 
with all types of spring cleaning house- 
hold equipment, vacuum cleaners are 
doing better. Retailers report stiff com- 
petition, however, and are therefore or- 
dering conservatively from jobbers. 


NEW YoRK, May 1.—The hardware business of the metropolitan 


area continues very active. 


Jobbers and retailers are practically 


unanimous in stating that April business has been satisfactory. 
The present demand for spring and summer merchandise promises 
to continue well into May at least and optimism prevails for a very 


active summer trade. 


The price situation is very steady in practically all lines. 


Collec- 


tions are improving with the increasing demand. 


BOLTS AND N 
at this time. Prices remain unchanged | 
and stocks are adsquate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Carriage bolts, 55 off list. Case 
lots, 60 per cent off list. 

Stove bolts, 75 and 10 per cent off 
list. 

Machine bolts, *% by 6 and smaller, 
55 and 60 off list; larger to 1 by 30, 
55 per cent off list; 1% to 1%, 30 off 
list. 

Coach screws, 55 off list. Case 
lots, 60 per cent off list. Step bolts, 


50 per cent off list. 


‘UTS.—Normally active | 


to a good season for coaster wagons, 
vehicles, toy sweepers, toy garden sets, 


| lawn mowers and such items for chil- 


BUTTS.—There is a rumor of prices | 


on butts somewhat lower than quota- 
tions given here. It is believed that any 
concession is based on orders for large 
quantities. Demand is moderate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Steel butts, 3 x 3 and 3144 x 3%, 2lc. 


per pair, and in case lots, 19¢c. per 
pair; 4 x 4, 29c¢. per pair, and in case 
lots, 26c. per pair; 4%) x 414, 52c. per 


pair. 


JUVENILE ITEMS.—Indications point ! 


dren. Prices steady and stocks appar- 
ently ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 

Child’s garden sets with 18 
handles. Set No. 1, 10c. each; 
6, 17c. each and No. 9, 30c. each. 

Arcade toy lawn mower, No. 564, 
55c. each, in lots of 12 or more, 5c. 
each; No. 565, 85c. each, in lots of 
12 or more, 75c. each. 

Bissel’s toy carpet sweepers, 
tle Helper, 16%c. each; Little 
31%4c. each; Little Jewel, 83%c. 
and Bissell Junior, $1.33 each. 

Velocipedes, No. 840, $5.95; No. 841, 
$6.55; No. 842, $6.90, and No. 843, $8.15 
. 850, $7. 50: No. 851, $7.80; 
852, $8.15; No. 853, $9.70 each. 

\idewalle eycles, No. 900, $9.40; No. 
910, $10.65 each; No. 922, $17.50, and 
No. 932, $17.50 each. 

Coaster wagons, No. 
No. 751, $2.25, and 
each. 


in. 
No. 


Lit- 
Gem, 
each; 


750, $1.80 each; 
No. 761, $3.2 


.25 


| NAILS.—Orders are satisfactory in | 


| size and prices are being maintained. 


Stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON 
Vacuum Cleaners.—Universal line, 
No. 7201, complete, in lots of one to 
two cleaners, $34.25 per cleaner net; 
in lots of three to 11 cleaners, $33; 
in lots of 12 cleaners or more, $31.75. 
No. 720, without attachments, in lots 
of one to two cleaners, $27.50 per 
cleaner net; in lots of three to 11 
cleaners, $26.25; in lots of 12 clean- 
ers or more, $25. 
WATERGLASS.—Now is the time for 
the housewife to put down eggs, and it 
is up to the retail hardware dealer to 
let her know that he carries a line of 
waterglass. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Waterglass.—In pint containers, 
$1.30 per doz. net; in quart contain- 
ers, $2; in gallon containers, $7. On 
direct factory shipments, freight is 
allowed on 120 Ib. to all New England 
points, except north and east of Ban- 
gor, Me. 


WINDOW GLASS.—Jobbers report a 


| slight improvement in the movement of 


window glass out of stock, but say the 
average retailer is buying in small 
quantities. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 
Window Glass.—Third quality, sin- 
gle B bracket, 88 and 5 per cent dis- 
count. All other singles, 88 per cent 
discount. Double B and all sizes, 87 
per cent discount. 


and Retailers 
Active 


JOBBERS’ QUOTATIONS de. RE- 
TAILERS, F.0O.B. NEW YO 


Common wire nails, bright, pine $4.50 
per keg; 6d, $4.25 per keg; 8d, $4.10 
per keg; 16d, $4 per keg; 20d, 93.85 
per keg: common wire nails, gal- 
vanized, 4d, $7 per keg; 6d, $6.75 per 
keg; 8d, $6.60 per keg; and 10d, $6.75 
per keg. 

Wire 
per keg; 6d, 


nails, smooth, 4d, $4.70 
$4.35 per keg; and 8d, 
$4.20 per keg. Wire finished nails. 
bright, $5.20 per keg; 6d, $4.70 per 
keg; 8d; $4.35 per keg; and 10d, $4.25 
per keg. Wire finishing nails, gale 
vanized, 4d, $7.70 per keg; 6d, $7.10 
per keg; 8d, $6.85 per keg: and 10d, 
$6.85 per keg. 


LAMP CORD.—Steady prices and nor- 


box 


| mal activity are features of this item. 


Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Lamp cord, prices are per 1000 ft.; 
18 ga. 1/32 silk covered lamp cord, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, old 
brass, white, green and brown, 500 ft. 
on a spool, $9.50; silk covered twisted 
lamp cord, white only, 250 ft. on a 


spool, $13; 18 ga. 1/64 cotton covered 
lamp cord, maroon, white and dark 
brown, 500 ft. on a spool, $8.30; 18 ga. 
1/32 cotton covered lamp cord, green, 
white, maroon, oak tan and dark 
brown, 500 ft. on a spool, $10.75; 18 


ga. 1/64 cotton single conductor wire. 
white, brown, oak tan, white with 
marker, brown with marker, and oak 
tan with marker, 500 ft. on a spool, 
$4.25; 18 ga. 1/32 cotton twisted lamp 
cord, green and yellow, 250 ft. on a 
spool, $12.50; 18 fy black cotton re- 
inforced cord, 250 ft. on a spool, 
$16.50; 18 ga. covered heater 
cord, 250 ft. $16.50. 


cotton 
on a spool, 


Reading matter continued on page 112 
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Quneiiry your selling — sell WAM iy 
folks a product which they know 


(and you know) is right — abso- 

lutely right <= before a single pack- 

age leaves the factory. That numeral «61° helps a lot, of course. If you like to be 
annoyed by folks depleting your stock, write for the full details of the Introductory 
Assortment of «61°? Quick Drying Enamel. This genuine oil enamel for furniture, floors 


or woodwork, dries in 4 hours, with a high gloss — and sells on see waite wd 
surface and — 
“Gee real rv $ 


PRATT & LAMBERT-INC.. Varnish, Enamel & Lacquer Makers € 
114 Tonawanda St., Buffalo, N.Y. 26 Courtwright St.. Bridgeburg. Ont. 
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ROLLER SKATES. — Demand con- | 
tinues very active. Prices are firm and 
stocks fair. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair; 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 

Roller skates accessories: Keys, 
2%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 
ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 
7. per 100, and toe clamps, 12c. per 
pair. 

Chieftain line, No. 400, for either 
boys or girls, self-contained ball 
bearings, $1.45 per pair; a line, 
for boys or girls, 85c. per pa 

Chicago line, No. 181, $2.65; ‘No. 183, 
$2.75; No. 185, $2.75: No. 101, $1.33; 
and Nos. 103 and 105, $1.38 per pair. 


SASH. CORD.—Demand is fair with 
prices steady. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 

Sash cord, Sampson Spot, No. 8, 
65c. to 6744c.; Aetna, No. 8, 29%c. to 
331%4c.; Phoenix, No. 8, 40c. to 4l1c.; 
Sachem, No. 8, 38c. 

No. 7 is lc. higher, and No. 6 is 
3c. higher on all brands. 


SCREWS.—Prices appear to be well 
maintained and demand is moderate. 
Stocks in good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Wood screws, flat head, bright iron, 
41-10-10; round head, blue, 40-10-10; 
round head, iron, nickel plated, 27%4- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 32%-10-10; round 
head, brass; 2714-10-10. These dis- 
a ag apply to new standard screw 
sts. 

Machine screws, flat and round 
head, brass, 60 per cent discount. 
Tron, 60-71%4 per cent discount. 


SPRING GOODS.—Very strong at this 
time. All lines of garden equipment 
and spring merchandise is reported by 
jobbers and retailers to be in increas- 
ing demand. Prices appear steady on 
practically all items. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YOR 


Cultivators 





Floral cultivator, adjustable 3 


forged steel prongs, malleable iron 





socket, enamel finish, 4 ft. ash han- 
dles, 60c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 85%4c. each. 

Packed 6 in a bundle. 


Garden Hoes 

Ladies, garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63 1-6c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronzed socket 
shank, 4% ft. handle, 87%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 
81144c. each. 

Onion hoes, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, 81%c. each. 

Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 98%c. each. 
Scuffle type hoes, 81c. to 92c. each. 


Garden Hose 
% in.—in 25 ft. lengths. 9% to 13c.; 
in 50 ft. lengths, 9 to 12%c. 


Grass Hooks 


No. 22— Tempered _ steel _ biade. 
Bronzed on top side, 18c. each. 

No. 12— English pattern. High 
grade steel blade, natural finish, 
polished back and edges, 58c. each. 

No. %35— Tempered steel blade. 
Rubber back and green enamel fin- 
ish, with black enamel handle. 35c. 

No. 33 — Offset pattern. Forged 
from bar tool stock. Riveted hard- 
wood handle and _ polished blade, 
42l4c., 

No. 43—Offset pattern with green 
painted blade, 3344c. each. 

No. 7—Offset pattern. High grade 
steel blade, with polished face and 
forged steel shank attached to blade 
with two bolts. Corrugated handle, 


44c. each. 
Hay Forks 


Strapped ferrule, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.15%4 each. and with 6 ft. 
bent handle, $1.39 each. 

Hay forks are packed 12 in a 
bundle. 

Five per cent off all prices on 
spring goods in bundle lots. 


Hedge Shears 


One serrated edge and one knife 
edge. Forged steel handles with grips. 
Tempered steel blades, 6% in., $1.83 
each; 7% in., $2.00; 8 in., $2.17; 9 in. 
$2.33; 10 in., $2.67. 

Ash handles with riveted tangs, 
fastened with bolt, 6% in., plain, 90c.; 
7 in., notched, $1.30; 8 in., notched, 
$1.40: 9 in., notched, $1.50. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 in. 
tines. bronze finish. $1.71 each. Same, 
6-121% in. tines, $1.8914 each. 


Ba ne 











Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash ‘handles, 4-12 in. tines, $1.57% 
each. Same with 5-12% in. tines, 
$1.89%4 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D, han- 
dle, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure forks 
are packed 6 in a bundle. 


Mortar Hoes 


Polished forged, steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.09 each. Same with 
2 holes and 10 in. polished steel blade, 
$1.09 each. ; 

Mortar hoes are packed 12 in a 


bundle. 
Potato Hooks 


Solid steel goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1. 02% each. Same, with bent 
head, polished and bronze finish, 4 
angular black tines, 96%c. each. 

These are packed 12 in a bundle. 


Rollers 


Welded steel drums, green painted 
with red handles. Plain bearing roll- 
ers, 14 in. diameter, 24 in. length, 
$8.55 each; 18 in. diameter, 24 in. 
length, $10.15 each. 

Roller bearing rollers, 24 in. di- 
ameter, 24 in. length, $14.60 each; 
24 in. diameter, 32 in. length, $16.50 


each, 
Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 46c. each; with 14 
teeth, 50%c. each; with 16 teeth, 
5414c. each. 

Medium bronze finish, straight 
teeth, 5 ft. ash handle, 12 teeth, 77c. 
each; 14 teeth, polished, 83'4c. each: 
16 teeth, 87%c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 51% ft. ash handle, 
16 teeth, $1.10 each; with 14 teeth, 
$1.01% each. 

Rakes packed 6 in a bundle. 


TIRES AND TUBES.—Demand is in- 
creasing and prices are steady. 


JOBBERS’ pag ag TO RE- 
TAILERS, F.0.B. NEW YORK: 
Mansfield tires, 4 ply balloon type, 
29 3 4.40, $7.40; tubes, $1.50; 30 x 4.50, 
$8.2 tubes, $1.60; 29 x 4.75, $9.55; 
tabee, $1.70; 29 x 5.00. $9.90; tubes, 
$1.75; 30 x 5.00, $10.20; tubes, $1.80; 
31. x 5.00, $10.65; tubes, $1.85; 32 x 
5.00, $11.75; tubes, $1.90; 28 x 5.25, 
$11.10; tubes, $1.85; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25, $12.25; tubes, 
$2.05; 29 x 5.50, $12.65; tubes, $2.25. 
Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35; 
30 x 6.00, $16.15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 
$16.95; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 
Tire display racks, $10.00 each. 
Prices in all instances are each. 


As a stimulating influence on tool sales the display of bird houses constructed by boys (or men) of your community 


is among the best. 


This display was provided by a troop of Boy Scouts. Such a demonstration of craftsmanship 


is almost certain to inspire activity among young artisans. 


Reading matter continued on page 116 
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ture reproduc- 
tions of the 

» Hs 
advertisements in 
the Segalock 


series. 


“ ho calls when 


weakly. Se 

~ ha Se 
’ 1 oe will aR 
“Cocks roberts 


— carrying Segal lock advertising 
yf will reach over 26 million people. They will 
spread the message of “Home Defense” nationwide. 
This human, dramatic advertising, appearing every 
month, will not only make thousands “lock con- 
scious” but “burglar-proof conscious” as well. 


This powerful publicity will send people to your 

pun - Cop KE : \ store for Segal locks and hardware. They will want 
seen Seek Mr ginhoments | Ds » \ them for homes, apartments, garages, offices, fac- 
tories, etc. This also means larger orders from 

builders. Stock up, display and demonstrate Segal 

locks. Write now for free newspaper mats to tie 


up locally with this national advertising. 


you a f the 


St El 


yor free open 


reer ease i Wy SEGAL LOCK & HARDWARE CO., Inc. 


Makers of Segal Burglar-Proof Locks 
55 Ferris Street, Brooklyn, N. Y. 
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Bakelite Molded Door Knobs are made by the National Brass Co., Grand Rapids, Mich. 


Forming knob and shank in one piece 
makes Bakelite Molded Door Knobs stronger 


LASS door knobs, and metal ones, are 
made of two separate parts—the knob 
and the shank. The joint between the two is 
the weak point, and often is a source of 
trouble. Bakelite Molded Door Knobs, with 
knob and shank combined in one solid piece 
are far stronger and more durable than 
others. 
Bakelite Molded Door Knobs are solid and 
hard; and unlike pressed metal knobs, they 
will not dent. Stronger than glass, Bakelite 
Molded is not brittle and does not shatter. 


Through the use of this material, the spindle 
is firmly embedded in the knob and never 
loosens from turning or pulling. 

The lasting finish of Bakelite Molded Door 
Knobs cannot wear off like plated or lacquer 
finishes. Available in lustrous black, dead 
black and burled walnut, these knobs possess 
the appeal of distinctive appearance and pro- 
vide durable strength at inexpensive prices. 
The manufacturers, upon request, will gladly 
cooperate with you in making an effective 
display of Bakelite Molded Door Knobs. 


BAKELITE CORPORATION 
247 Park Avenue, New York, N. Y., Chicago Office, 635 West 22nd Street 


BAKELITE CORPORATION OF CANADA, LTD., 


THE MATERIAL OF 


163 Dufferin St., Toronto, Ont. 





A THOUSAND USES 


“The registered Trade Mark and Symbol shown above may be used only on products made from matenals 
manufactured 


by Bakelite Corporation Under 


the capital ““B" is the numerical sign for infinity. or unlimited 


quantity It symbolizes the infinite number of present and future uses of Bakelite Corporation's products.” 
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In their own publi- 
cations we are telling 
mechanics that they 
do not have to test a 
W. Rose trowel for 
Mepawess 2. 


Charles Colgan, who posed 
for this photograph, has 
been a master bricklayer 
for thirty-nine years. He 
recommends exclusively W. 
Rose Trowels. 


W. Rose Trowels are put through a much more accurate 
and severe test than shown here before they ever leave 
the factory. 

They are tested on a Rockwell hardness tester. This in- 
strument gives an accurate reading of a trowel’s hardness. 
There is no guess work—we know! 




















Tell your customers this and they will not try to determine 
rs for themselves which trowel is the harder by doing as Mr. 
el mene Colgan is doing here at our instructions. Incidentally, 
such testing as this is liable to start a flaw in the metal. 


There is just one request that we make—carry a good 
stock of W. Rose Tools so that when bricklayers come in 
to your store, they will be able to buy the trowel with the 
right height, hang, and degree of limberness. We'll take 
care of the hardness and tempering—and remember that 
bricklayers buy more than trowels in a hardware store. 


WM. ROSE and BROS. 
George K. Goodwin, Owner, Sharon Hill, Pa. Y 














Rockwell 
Tester 
which meas- 
ures the hard- 
ness of W. Rose 
Tools. 





NEW YORK TERRITORY SOUTHERN TERRITORY WESTERN TERRITORY 


Henricks & Howll, 41 Murray St., New York Oity A. H. Deveney Company, 1505 4th Nat’l Bank Bldg., J. B. Lippincott Company, Sheldon Bldg., 
5 Atlanta, Ga. San Francisco, Calif 
NEW ENGLAND TERRITORY CHICAGO TERRITORY 
Wiebusch & Hilger, Ltd., 110 Lafayette 8t., Clarence E. Bullock, Ine., 1174 N. Wacker Drive, CANADA 


New York City Chicago Geo. B. Fraser, 39 Tyndall Ave., Toronto, Canada 
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Pittsburgh Business Recovering Rapidly— 
Prices Largely Unchanged 


PITTSBURGH, April 30.—Business is recovering rapidly from the 
effects of unseasonable weather and jobbers expect a demand heav- 
ier than before in a week or two. 
buying had already been done, and in others the weather condi- 
tions will only serve to postpone it slightly. Garden and lawn sup- 
plies are still moving very freely, in the former mostly on reorders 
to fill out the depleted stocks of retailers. 
goods particularly wire cloth and fencing has improved considerably 
and there is a good call for poultry netting. Following several suc- 
cessive advances in products requiring copper, the decline in the 
primary market is now resulting in decreases in the price of finished 
goods and notice of a decline of 10 per cent in copper burrs and 
rivets has been received by local jobbers. 
largely unchanged and are holding firmly at recent levels. 
probably to the high rate of industrial activity in this and nearby 
districts, collections are considerably improved. 


The near capacity rate of steel opera- 
tions in the Pittsburgh district shows 
no evidence of any immediate decline. 
Shipments are still somewhat ahead of 
new business, but specifications have in- 
creased considerably in the last two 
weeks of the month. If this condition 
keeps up it seems certain that when the 
expected decline begins it will be very 
gradual, with the prospect of a more 
than satisfactory rate of activity until 
well into the summer months. Some 
improvement has been noted recently in 
the demands for bars, shapes and plates 
and there has been more impetus to the 
movement of wire products, particu- 
larly to jobbers in the South and 
Southwest. Urgency for deliveries is 
becoming more. common and this ten- 
dency is usually the forerunner of a 
marked improvement in business. The 
shortage of semi-finished steel is un- 
abated and is more pronounced than 
it has been for several years. The 
market for primary materials offers 
conflicting trends with higher pig iron 
prices gradually being’ established, 
while coke is noticeably weaker and 
coal showing even more pronounced ten- 
dencies toward unstability. 


AUTOMOBILE TIRES AND TUBES.— 
In spite of talk of advanced prices on 
account of the strength of the crude 
rubber market, demand for tires and 
tubes is slow. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Mansfield tires, 4 ply balloon type, 


29 x 4.40, $7.40; 4 $1. 50; 30 x 4.50, 
$8.25; tubes, $ 6 29 4.75, $9.55; 
tubes, $1.70; 29 x * 5.00, *39.90: tubes 
$1.75; 30 x 5.00, $10.20; tubes, $1.80; 
31 x 5.00, $10.65; tubes, $1.85; 32 x 
5.09, $11.75; tubes, $1.90; 28 x 5.25, 
$11.10; tubes, $1.85; 30 x 5.25, $11.90; 


tubes, $2.00; 31 x 5.25, 512.25: tubes, 
$2.05; 29 x 5.50, $12.65; tubes, $2.25. 





(Pittsburgh office of HARDWARE AGE) 


In some lines the bulk of spring 


The demand for wire 


Otherwise prices are 
Due 


Same, 6 ply, 31 x 5.25, $14.70; ees. 


$2.05; 30 x 5.50, $16.05; tubes, $2.3 
30 x 6.00, $16.15 tubes, $.25; 31 . 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 


$16. 95; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 

Tire display racks, $10.00 each. 
Prices in all instances are each. 
BATTERIES. — Warmer weather is 
bringing about the usual easing off in 
the demand for dry-cell radio batteries. 
There is some call for flashlight bat- 
teries, but retailers are well stocked at 

present. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 


Broken Unit 
Packages Packages 
GE ps0 ksdcdsvacess $2.22 $2.06 
Sl area. 2.97 
ek I error. ,2.06 1.92 
A Sa esis e'g 4A he 2.80 
OS Sa 1.32 1.14 
REG o55 5 ean ee ee .42 .39 
SE Sak saw sewekvee 1.05 97 
ae) Ree se 1.40 1.30 
Oe Be errr 1.40 1.30 
SS , er ee ere 2.06 1.92 
Se, EE. cab vvhioke scans 1.93 1.79 
No. 6 dry cells, ignition type, unit 
packages, 36c. each. 
Flashlights.—No. 935, 6Y4c. each; 
No. 950, Aga x." 790, 13c.; No. 705, 
19%c.; No. 3%c.; No. 791, 13. 


ataot Re 1461, $1.67: No. 1661, 


oe 


BOLTS, NUTS AND RIVETS.—Prices 
are well established and the movement 
is satisfactory in the aggregate, if 
largely in small orders. 
JOBBERS’ aver aren TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
off list: stove bolts, 75 and 10 per 
cent off list; tire bolts, 60 and 10 per 
cent off list. 
Nuts.—All styles, 
list. 
Rivets.—Larger, $3.50 base per 100 
pieces; small wagon and tinner’s riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Spring de- 
mand seems rather slow in develop- 


50 per cent off 





ment. Although there is a noticeable 


lack of large building developments in 
the metropolitan district, residential 
construction promises to be only slightly 
lighter than in previous year, and a bet- 
ter demand for builders’ hardware is 
likely to develop. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots in 3 x 3 in., $18.50; gs 100 pairs; 
3% x 3% in., $19; 4 x oor 4 
a HE ps td strap, 6 in., $1.85 
per doz.; = 85; 10 in., d4.su; 
extra ioe r 6 i 2.30; per doz.; 
8 in., $3.40; 10° in., "95. 40; light strap, 
with’ screws, packed one pair in a 


box, 3 in., $9. 60 per 100 pair; 4 in., 
$11.60; light, 2, 3 in., $11 per 100 pair; 
4 in., $12.60. 


Hasps.—Hinges, without screws, 
single dozen lots, 3 in., 65c. per i $ 
4 in., 79c.; 6 in., $1 05; safety, 3 in., 


97c. per doz.; 4% in., nae; 6 ek. 
$1.60. ’ 
Ps 9 Sets.—Swinging hinges, 10 
., $3 per set. 


“daa Sets. —Heavy beveled, brass 
inside, $17 per doz.; front door, $2.50 
per set; steel inside, $5.25 per doz.; 
front door, $1.6 


FARM, GARDEN AND LAWN.—Re- 
tailers’ stocks in farm and garden tools 
are said to be badly depleted and the 
recent bad weather has given them a 
chance to stock up, with resultant nu- 
merous small orders from jobbers. 
These lines are all more than season- 
ably active. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 

Lawn Rollers.—No. 2, 175 lb. with 
water, $8.55 each; No. 4, e «i 
$10.15; No. 5, 265 ‘lb., $12.70; No. 
420 Ib., $14.60; No. 9, 565 Ib., $16.50. 


Garden Hose.—250 to 500 ft. coils, 


% in., 74%c. to 9c. per ft. in., 8c. 
to 10%c.: ; % in., 9c. to 13%c.; in 50 
fe, lengths coupled %ec. per ft. 
higher; nozzles, Gem, $5.50 per doz.; 


Diamond, $4.50 doz.; Giant $3.25 per 
doz.; reels, $1 to $4 each. 


Forks, Rakes and WHoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 
41, $15.24; spading forks, No. 84, 
$10. 80 per ‘doz.; No. 72, $14.28; garden 
rakes, No. 014, "$5. 64 per doz.; "No. 512, 
$8.64; No. 514, $9; lawn rakes, No. 
— $5.50 per doz.; field hoes, $6 per 
aoz, 


Barrows.—Garden, No. $3.65 
each; No. 82, $4.75; No. 33° Ss. No. 
84, $7.75; oy & $4. 50; No. 35, $5.75; 
No. 25, $6.2 


Trowels. a a No. 7, $1.40 per 
doz.; No. 803, 90c.; No. 809, $2; No. 
100, $3.50; No. 85, 80c.; No. 02, 75c. 


Grass Hooks and Shears.—Hooks, 


No. 7, $2.50 per doz.; No. 0, $4; 
German, $3.60; English, Vs Re yy 
No. 360, $3 per doz.: $3.60; 
No. 520, $5.50; No. boa. °° BNo. 530, 
$5.50: No. 540, $6. 

Shears.—Pruning, No. 25, $2 per 
doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8 in. blades, $1.25 
to $1.75 each; 9-in., $1.40 to $1.90; 
10-in., $1.60 to $2. 


Pruners.—Tree, Water, $1.30 to 
$1.60 each; Disston, $2 to $2.10; Rock- 
ee _ to $1.65; McKinney, $2.60 
to $3. 


Sprinklers.—Ring, 60c. each; Rain 
King, $2.60; Giant Rain King, $8.25; 
Pluvius, $1.25. 


Sprinkling Cans.—Galvanized, 4-qt., 


Reading matter continued on page 118 
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GRASS HOOKS 





Forged, high grade steel No. 1 “Hand Made” 
These hooks Natural black forge finish. 
“ ” Cutting edge polished. 
No. 4 “Perf 

Forged vio naa WILL cut Pass Hickory handle stained walnut. ° 

12 inch ribbed blade They are practical tools that anyone can use effectively. 

Polished, blue enamel finish. PERFECT TEMPER; takes and HOLDS a KEEN EDGE 

Detachable handle. Easily re-sharpened. 


Off-set Hickory Handle, Full Grip, Fits the Hand 
Gives PERFECT BALANCE at Proper Angle for EASY CUTTING 





No. 5 “Perfect”? Forged SCYTHE PATTERN 12 inch ribbed blade, 44 inch handle. 
Polished, blue enamel finish. 


Blade bolted to goose neck malleable shank, at proper angle for 


EASY CUTTING from NATURAL UPRIGHT POSITION 





SCYTHES — 


“Flint Edge” 





an nen : WIDE HEEL GRASS SCYTHE 
with CRUCIBLE steel cutting edge welded between layers 
of mild steel. “Briar Edge” 
Made in all patterns. 
r an HOLDS 
“Briar Edge - KEEN EDGE 


The new method scythe 
Forged from one solid piece high carbon steel, “= 
Entire blade of tempered steel gives extra long service. ; 3 - BUSH SCYTHE 








“PERFECT” 


WEED CUTTER 


NEW tool—NEW easy way to quickly clear away weeds and high grass. 


No experience is required to use it effectively; cuts both ways—with forward 
and back stroke 


Every one who has weeds to clear away should have one of these Weed Cutters. 


A QUICK SELLING ITEM which GIVES ENTIRE SATISFACTION 
RETAILS FOR $1.50 


HIGHWAY COMMISSIONS and RAILROADS will find that in TIME 
SAVED on the job, this Weed o— WILL PAY FOR ITSELF THE FIRST 
USED. 


Weight about 2% lbs., complete with 31 inch handle 
Packed: Assembled ready for use. 1% doz. in a package. 
Shipping weight, 52 lbs. per doz. 


Order through your Jobber 


KELLY AXE & TOOL CQ., Charleston, W. Va. 
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‘Tt 
$6 per doz.; 6-qt., $6.60; 8-qt., $7.50; 
10-qt., $8.40. 

Lawn Mowers.—12-in., $5 to $8.75 
each; 14-in., $5.25 to $13; 16-in., $5.75 
to $13.50; 18-in., $8.50 to $14; 20-in., 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1-lb. 
papers, 24c. per Ib.; in 100-lb. drums, 
l4c. per Ilb.; arsenate of lead, 1-lb. 
papers, 22c. per Ib.; in 100-lb. drums, 
l6c. per Ib. 


FERTILIZER.—Demand is steady and 
prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Old Gardner, cases of 24 1-lb. car- , 
tons, 2; 48 1-lb. cartons, $3.80; 10 5- 
lb. bags, $3.20; 5 10-lb. bags, $2.75; 

2 25-lb. bags, ’32. 25; 50-Ib. sacks, $2 
each; 100-Ib. sacks, $3.50 each. 


HOUSECLEANING SUPPLIES.—The 
peak demand for articles listed under 
this classification has been experienced 
during the last two weeks, as May 1 is 
moving time in this area. Unfavorable 
weather has had little adverse effect 
on the movement of these products. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Mops.—O’Cedar, 3314 per cent off 
list; cotton, best gr rade, No. 12, $4.50 
per doz.; No. 20, $6; No. 30, $10; No. 
36, $13.50. Second grade, No. 13, 


75: No. 20, $4.50; No. 30, $6.75; No. 


Chamois Skins.—12 x 14 in., $3.50 
per doz.; 13 x 17 in., $6; 14 x 18 in., 
$7.50; 15 x 20 in., $9.20. 

Waxes.—Johnson paste 


wax, 1-lb. 


cans, 85c.; 2-lb. cans, $1.70; 4-Ib. cans, 
$2; 8-lb. cans, $6; Old English, 1-lb. 
cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 
cans, $3; liquid wax, Johnson pints, 


75c.; quarts, $1.40; Old English, pints, 
75c.; quarts, $1.40. Dealers’ discount, 
3314 per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire rack, $6 per 
assortment. 

Wall Cleaners. — Smoky City and 
Cleveland, 85c. per doz. cans; Climax, 
$1 per doz. cans; Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders.—Standard full rodded 
ladders, 28c. per ft.; extra, 40c. per 
ft. 

Floor Polishers.—Universal electric, 
$20.65 each net; hand, $3.75 each; 
Old English, $2.60 each. 

Carpet Beaters. — Justrite, 
doz.; No. 4, $1.20. 


MISCELLANEOUS TOOLS. — These 
items are in constant demand and the 
present movement is satisfactory. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 


Circular Saws.—6 in., $2.25 each; 
8 in., $3.00; 10 in., $4.00. 

Electric Drills.—No. 141, 
No. 142, $32: No. 122, $48; 
$35. 20: No. 382, $41. 60. 


$1.10 


$24 each; 
No. 562, 


Files.—Disston, 50 and 10 per cent 
off list. Nicholson and Black Dia- 
mond, 50 per cent off list. 

Garage Vises.—No. 43, $2 each; No. 
43%, $3; No. 44, 


the last week. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(white and dark greens, l5bc. per gal. 
higher); white lead, 13%c. per Ib. in 
100-Ib. lots; 10 per cent less in lots 
of 500 Ib. or more, and extra 4 per 
cent less in lots of a ton or more; 
turpentine, 72c. per gal. in barrel 
lots; raw linseed oil, 12c. per Ib. 
in barrel lots. 


tains, feed troughs, etc. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 
Incubators.—No. 1, $21 each; No. 
2, $24.50; No. 3, $32.55; No. 4, $38.50; 
No. 16E, $15. 7b; No. 17E, $21; all 
prices net. 


118, $12.95; 





No. 119, 15.75; No. 
$12.25: No. 81, $12.95; No. 101, $18.55: 
No. 102, $22.50; all prices net. 

Fountains, Etc.—Fountains, 25c. to 
$1 each; feeding troughs, 20c. to 85c. 
— mash hoppers, $1.30 to $2.10 
eacn., 





| 


| 


| 





Cel-O-Glass.—In 100-ft. 
per sq. ft.; in 50-ft. rolls, 
sq. ft. 


rolls, 12c. 
12%c. per 


ROLLER SKATES.—Skates are hold- 
ing up well in demand, although not 
quite so active as was the case at the 


beginning of the month. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 


Roller Skates. — Union Hardware 
Co. line, No. 2, 70c. per pair; No. 3, 
75c.; No. 10, $1.05; No. 6, $1.55 
Winslow line, No. 38%, $1.50; No. 38 
$1.60; No. 38, rubber- tire, $2.50 per 
pair. 

Chicago, No. 181, $2.65 per pair; 
No. 183, $2.75: No. 185, $2.75: No. 101, 
$1.32; Nos. 103 and 105, $1.37. 


SASHWEIGHTS.—Jobbers are quoting 
sash weights at $42 a ton, f.o.b. Pitts- 
burgh, but this line is not particularly 


active. 


SCREEN WIRE GOODS:—Screen wire 
cloth continues to be the most active of 
the products, but demand is very ona 
for screen doors ard poultry netting. | 
Prices are very firm. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. PITTSBURGH: 


Screen Wire Cloth.—Black No. 12 


PAINTING SUPPLIES. — Demand for 
paints might still be improved some- 
what and has been somewhat better in 


POULTRY SUPPLIES. — Demand for 
incubators has declined somewhat, but 
there is a steady call for brooders, foun- 


mesh, $1.85 per 100 sq. ft.; opal, No. 
12 mesh, $2.10; bronze, No. 14 mesh, 
$6.75. 


Screen Doors.—2 ft. 8 in. x 6 ft. 8 
in., No. 241, $18 per doz.; No. 288, $24; 
No. 457-G12, $22; No. 315-Bl4, $42. 


Screen Windows.—Wooden frame, 
extension; 12-33, $3.30 per doz.; 15-33, 
$3.85; 18-33, $4.40; 24-33, $5.10. 

a ty oy Cloth.—24 in. x 48 in., 

oO. ° 


Poultry Netting.—Galvanized after 
weaving, 50 and 10 per cent off list. 
SHEET METAL.—Sheet copper is still 
quoted at 27%c. per lb., and sheet zinc 
is unchanged at 11%c. Demand for 
copper is not active, probably on ac- 
count of the uncertainty in the primary 
market, but zinc sheets are moving 

steadily. 

SHEET STEEL.—Sales are keeping up 
at a good rate, particularly of galvan- 
ized corrugated sheets. Prices are 
slowly becoming better established, but 
weak mill prices are still reflected in 
sales by jobbers. 

WIRE PRODUCTS.—Barbed wire and 
fence wire are continuing to improve in 
demand. Nails are quiet. Prices are 


| quite firm at recent levels. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 
Fence Wire 


per 100 Ib. Annealed Galvanized 


5 a to 9 gage....... $3.00 
3.05 





Barbed wire (per 80-rod spool): 
‘2-eattle cattle 
2-point hog 
4-point hog . 
4-point cattle 
2-point cattle (special).......... 

Field Woven Wire Fence (per 100 
rods: 
1047-11 








No. 








2360 

2672 

Steel Fence Posts: 

Galvanized Painted 
Tubular Angle Steel 


Se eee ee OOUE S45 Secc<s 
ig: se eee. 55c. each 38c. each 
i OPES aero 65c.each 40c. each 

Mb vcne chsh aw haces 45c. each 


% ft. 
Bright nails, base, per keg, $3. 


Radio Set Saturation Point Not Seen by Cleveland Bank. 


With more than one radio receiving set 
to every three families in the United States 
and with total sales in 1928 exceeding 
$650,000,000, no saturation point is yet 
visible in the radio industry, the Union 
Trust Co. of Cleveland declared on April 
24. Moreover, last year’s export record 
of $12,000,000 virtually leaves the world 
market untouched, the bank says in the 
current issue of its magazine, Trade Winds. 

A significant movement in the industry, 








according to the bank, is shown by the 
simultaneous increase in annual sales of 
receiving sets from $5,000,000 in 1922 to 


$306,000,000 in 1928, and decrease in sales 
of parts from $40,000,000 to $12,000,000. 


This is explained by the statement that the 


passing of the novelty stage of the radio 
and the downward trend in retail prices 


of manufactured sets since 1924 has dis- 
couraged the assembling of sets by their 
owners from parts. 





“In general, the radio has reached the 
same stage as the automobile. The general 
engineering principles are pretty well sta- 
bilized, and the immediate development 
should follow the line of further refinement 
of the present product rather than the in- 
troduction of revolutionary innovation. 

“Television, radio engineers declare, is 
still in the experimental stage, and it may 
be some years before it becomes a com- 
mercial possibility.” 
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You and the Customer 


Get Complete Satisfaction from 











NORTON SCREEN DOOR CLOSERS 








Retailing at around $2, the Norton Screen Door Closer affords you a very 
fair profit on a fast moving leader and gives the customer the most efficient 
screen door closer on the market. 

The only screen door closer that completely controls the door it closes, 
the Norton Screen Door Closer operates by means of a powerful steel 
spring working against constant pneumatic pressure. Slamming, banging 
screen doors are silenced by the smooth, noiseless action of the Norton. And 
the Norton is built to give years of efficient service. All parts are ruggedly 
made of wear and rust resisting materials. A screw driver is all that is needed 
to install this marvelous little appliance. 

Finished in bright lacquered brass and attractively packed in a neat green 
carton. Check up on your stock right now. Let Norton Screen Door Closers 


make profits for you. 


NORTON DOOR CLOSER COMPANY 
Division of The Yale@ Towne Manufacturing Company 
2900 North Western Avenue, Chicago, Illinois 


ORTON 
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Hot of the N 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have heen copied, the rest will be.” 





“Some of them 











Candidate—“It is my intention to 
conduct a bunkless campaign.” 

Publicity—“Swell, brother, and I’m 
just the guy that’s got the boloney to 
put that hooey over.” 





Exasperated Traffic Cop—‘“Say, lady, 
do you know how to drive a car?” 

Fair Motorist: “What is it you wish 
to know ?” 





“What has become of your ethics?” 
reprimanded an old doctor to a student. 

“Why, didn’t you know I traded it in 
tor a Hudson?” 





A student wired his father : ‘No mon, 
no fun, your son.” 

The father wired back: “‘Too bad, ’tis 
sad, your dad.” 





Polly: ‘“‘We’ve got a new baby at our 
house.” 

Bobby: “Yeah? Did you trade in 
your old one on it?” 





Lady (in a pet store): “I like this 
dog, but his legs are too short.” 

Salesman: “Too short! Why, 
Madame, they all four reach the floor.” 





Sandy Mactavish got married. He 
went to Niagara Falls on his honey- 
moon. While strolling around the 
Falls he met a friend. After con- 
gratulating Sandy, the friend asked, 
“And where is the little bride? Back 
at the hotel ?” 


“Oh, No,” replied Sandy. “I left 
her back in Philadelphia. She’s seen 
the Falls.” 





A Scot seeing a sixpence lying in the 
road rushed forth to secure it, with 
the result that he was run over and 
killed. The jury brought in a verdict 
of “Death from natural causes.” 





Lies here the body of Mary Brown, 
For her life held no terrors, 

A virgin born, a virgin dead— 
No runs, no hits, no errors. 





EXAMINATION GEMS 


Epidermis is what keeps your skin 
on. 

The Torrid Zone is caused by the 
friction of the equator which runs 
round the earth in the middle. 

Longitude and latitude are imaginary 
lines on the earth which show which 
way you are going. 

The days are shorter in winter be- 
cause cold contracts. 

A Mr. Newton invented gravity with 
the aid of an apple. 





“Poppa,” inquired little Ikey, “vat 
is Onkel Cohen pulling those fedders 
from de chicken for, huh?” 

“Vel, Ikey my poy,” explained Moe, 
“T suppose it he is getting down from 
de chicken for a pillow.” 

“But vy did he get up there, fad- 
der ?” 

“Get up where?” 

“Vel, you said he was getting down, 
didn’t you?” 

“No, no, I said he was getting down 
off the chicken, not—Ikey, if you don’t 
quit esking foolish questions, you're 
going to bed.” 





“Say, Bozo, I heard you were sick 
last week.” 

“Yes, I was. I had the new disease 
called ‘clothing sickness’.” 

“What on earth is that ?” 

“Well, I had a coat on my tongue 
and my breath came in short pants.” 


She: I hear the Scotchmen are try- 
ing to put an end to all the jokes about 
them.” 

He: “And why?” 

She: “Every one of them is at a 
Scotchman’s expense.” 





This ad appeared in a Texas pa- 
per: “Found—Lady’s handbag; left 
in my car while parked. Owner can 
have same by identifying property. If 
she makes satisfactory explanation to 
my wife, I will pay for ad and give 
reward.” 








NOT SO DAFT 


In a little Scotch town there lived 
old Andy who was what is called in 
some parts, a “natural.” He was 
simple-minded and the villagers used 
to show him off to visitors by offer- 
ing him two coins, a big copper penny 
and a small silver sixpence. Andy 
would invariably take the penny. 

One day, an American said to him: 
“Say Andy don’t you know the dif- 
ference between a penny and a six- 
pence ?” 

“Aye,” said Andy, “I ken the dif- 
ference between the penny and the 
sixpence, but if I took the sixpence 
once they’d never offer me either one 
again.” 





A village parson’s daughter eloped 
in her father’s clothes. 

And the next day the village Blatter 
came out with an account of the elope- 
ment, headed: “Flees in father’s pants.” 





One morning the parcel post carrier 
had a package for a Mrs. Goldstein, 
who lives in the outskirts of Brooklyn. 
He blew his whistle several times and 
yelled the name Goldstein ditto, before 
a voice from the top floor answered, 
“Yaas?” “A package for Mrs. Gold- 
stein,” he said. “Will you please come 
down and sign for it?” “Wot kindo 
peckege?” the voice asked. “A large 
one,” replied the postman. “From who 
comes it?” she wanted to know next. 
“From a Mr. Stein,” yelled the post- 
man. “From whur?” persisted the 
lady. “From California,” he told her 
in resigned accents. “Will you please 
come down and sign for it?” ‘Wot’s 
in de peckege?” she asked. “I can’t 
tell you that, madam,” the postman 
hollered. “I don’t know.” “You ken’t 
tell me what’s in de peckege?” she re- 
peated in surprise. “No, madam,” he 
answered, losing all that was left of 
his temper, “I can’t.” There was a 
pause. 
hev to come back tomorrer. 
stein ain’t home.” 


“Vell,” she: finally said, “you'll 
Mrs. Gold- 
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OLIVIER 


NUTS 













Back of every Oliver Bolt, Nut or Rivet is the manufac- 
turing skill that comes with over 65 years of progressive 
experience—one of the paramount reasons why you can... 
sell Oliver with supreme confidence. 


They are strong—they are uniform and always depend- 


able. 


OLIVER IRON AND STEEL CORPORATION 


SOUTH TENTH & MURIEL STS. 
PITTSBURGH, PENNA. 


ESTABLISHED 1863 


Sales Offices 
60 Church St., Room 2037 19th and Campbell Sts. 1221 Wynne-Claughton Bldg. 409 Browder Street 710 Guarantee Trust Bldg. 
New York, N. Y. Kansas City, Mo. Atlanta, Ga. Dallas, Texas Philadelphia, Pa. 
10 High Street 904 Fisher Bldg. 205 Wacker Drive 62 Perry Payne Bldg. 632 Chamber of Commerce Bidg. 
Boston, Mass. Detroit, Mich. Chicago, Ill. Cleveland, @hio Cincinnati, Ohio 
Pacific Coast Agent 
Osgood & Howell 
610 Wells Fargo Bldg. 220 Washington Bldg. 317 Pioneer Bldg. 
San Francisco, Calif. Los Angeles, Calif. Seattle, Wash. 
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SOSOGOOGOOCOOCOOCOOS 
INDURATED 
FIBRE WARE 





Each tiny pore is 
sealed by infusion with 
a special solution mak- 
ing Indurated ALMO 
Ware absolutely liquid 
tight and easy to clean. 


Full 
Line 
Includes 
20 Items 





Fibre Pails 


Now Obtainable Again 


This splendid ware, known 
as The “Almo” Line of In- 
durated (FRENCH) Fibre 
Ware, is made from Genuine 
Wood Pulp (not waste pa- 
per). It is thoroughly indur- 
ated and sealed with a special 
treatment which completely 
fills all the pores and makes 
it absolutely liquid tight. 





Fibre Spittoons 


The Fibre Pails, Spittoons, 
Funnels, and other items are 
waterproof, seamless, odor- 
less, rustless and _ stainless. 
Big sellers to shops, factories, 
hotels, restaurants, stores, 
homes, farmers, etc. Liberal 


™ Ba 


FIBRE 


KEELERS é 
(INDURATED) 






Fibre 
Funnels 


WRITE YOUR JOBBER. 
If he cannot supply you, 
then write to us and men- 
tion your Jobber’s name. 








Round 
or 


Oval 


Almo Trading & Importing Co., Inc. 
61 East 11th Street New York 


SOOO OOSOSOOOOSOSOOOOSOOS 


' When Salesmen Come Home 
| 
| (Continued from page 89) 


dered around the place and made their own engagements 
and asked questions of the various buyers and head men. 
A salesman with a strong sense of scientific research by 
dint of hard work and great effort could, sometimes, 
learn a little something from his institution, but it cer- 
tainly was hard work! 

As time passed, new men came into the business, and 
the training of salesmen was reduced to a scientific basis. 
I saw the change. 
| [I remember in my own experience an old head of a 
| sporting goods department was placed on the pension 
list. This old fellow was a very jolly man. He would 
slap you on the back and kid you along. He was never 
known to keep an engagement with a single salesman. 
He was always too busy pounding somebody on the 
back. Salesmen stood around and waited. This par- 
ticular old boy loved to have a lot of people waiting on 
him. It gave him a sense of personal importance to have 
| them lined up, waiting. Time to him was no object— 

neither his time, the time of his own salesmen nor the 

time of the salesmen who came to sell him goods. He 
prided himself upon being a merchant of the old school, 
| and it certainly was an old school and a long ways back! 

When I blew in one day there was a new Manager 
of the Sporting Goods Department sitting in the chair. 
| This Manager greeted me quietly but cordially. He made 
| a date with me. He put the date down on his calendar, 
| and then he said quietly: “Of course, you will be on 

time, because I will be on time myself.” This gave me 

quite a little shock, but I got it! 

Then, instead of talking to me at his open desk, where 
we would be interrupted every two minutes, he took me 
to a quiet little room on one of the upper floors. In 
this room were samples of guns and other items in the 
sporting goods line. They were in glass cases. I remem- 
ber in the center of this room there was a flat top table. 
There was nothing on this table but writing pads and a 
sporting goods catalog. This Manager opened the cat- 

| alog at the beginning and took me through the catalog 
page by page. He asked me a great many questions. 
What experience did I have selling this item or that 
item? Were the prices right? Did I have any trouble? 
Was the assortment right? Well, I must admit he had 
me doing some high and lofty thinking, because I had 
to show a profound and deep interest in a good many 
items with which I was hardly on speaking terms. 

When it was necessary for this Manager to illustrate 
any part of our talk with a sample, he would open the 
gun case, take out the gun and show it to me. Then he 
would hand me the gun and see if I could handle it 
myself. He even, very gently and quietly, taught me 
a few things about showing guns, and just how to handle 
them in the presence of a customer. 

When I had used up my full time with this Sporting 
Goods Manager, he had his pad full of memoranda of 
things I thought I needed, and I had my notebook full 
of memoranda of things he had told me about. As I 
remember that interview, it was the first time in this 
husiness that any head of a department had ever taken 
me in hand and got right down to tacks. Under the 








Reading matter continued on page 124 
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Don’t Let House-to-House 
Canvassers Take 


YOUR Profits 


“Because 

they do 
more 

work” 









Your neighborhood mop and polish sales belong to 
you and O-Cedar will help you get them. 

With this tried and proved “O-Cedar Girl” Counter 
| Display, thousands of live-wire dealers everywhere 
| have found a splendid new source of sales and profits 





in the mop and polish business. You, too, can get 
your share. 
Here’s your chance to get the sales-making “O- 
Cedar Girl” Display free of charge. This compact 
| “O-Cedar Girl” Display is beautifully lithographed in 
| eight bright, sparkling colors—durable, all-metal con- 
| struction—an ornament to any store. 
O-Cedar Polish and Mops are fast sellers. Show 
them and you'll sell them. 
Just put this little selling unit on your counter and 
- ‘ results will surprise you. Cash in on your neighbor- 
The skilled mechanic who hood mop and polish business. Your customers are 
has used different kinds of | reading the advertisements of O-Cedar Polish and 
drills does not have to be Mops now running in,the important newspapers and 
sold on Morse Drills. | neiaee in your territory and throughout the coun- 
| ° 
If — ask erly | — | Complete stock for it—a ideal assortment—costs 
are his first choice, e wl | only $11.33. The resale value to you is $17.00—a clear 
probably answer, Because | profit of $5.67 without effort on your part. 
they do more work.” Order this display stand by post card today—men- 
The experienced tool user’s tion your jobber’s name—we will do the rest. 
preference for Morse Drills 
makes them sell with less 
work on the dealer’s part. 


O-Cedar Corp’n 
Chicago, Illinois 














The Morse Line includes 
DRILLS REAMERS | The 0-Cedar “Sales Girl” 
CUTTERS : TAPS AND DIES MOP and POLISH COUNTER DISPLAY 
SCREW PLATES ARBORS FREE with ASSORTMENT No. 1133 
CHUCKS COUNTERBORES | \% Doz ‘ OZ. pov —. Sie FS. big. Bug Wa ee} a-6.6 Wale ae 8 = 
| %. 12 oz. O-Ce cE ae Oe ae 20 
MANDRELS TAPER PINS | * a Ne. 1 tomb. pan Polish Mops ($1.00 size). A090 
SOCKETS SLEEVES % Doz. No. 9 Comb. Slip-on Dusting Mops ($1.00 size) . 4.00 
| RIMMED ooh oe ec a8 Solu dic tri. oS 6 eck SrAS eee RG Ras ew $17.00 
| Ea 5 5 al. fete ale Kani one 5's 0 tale Ww build aaa 5.607 
| | NE WI nia: tice Saw ek ovo d dU Ee ke Oa $11.33 
Dy Shipping weight of stand and assortment 45 lbs. 
TWIST DRILL & MACHINE COMPANY | Dimensions of Counter Stand: Width, 15”; 
NEW BEDFORD, MASS..U.S.A. | Depth, 8”; Height, 22”. 




















124 


HARDWARE AGE for MAy 2, 1929 














OS YEARS 


VAY OF VAV 


EXPERIENCE 


Back of the Products of 


FIRSTIN FIRST IN 
76 AW 


WA Makery ofthe AV 
WORLD ~ RENOWNED 


PENCILS 


Every Degree Of Ha rd ness 


LUMBERMEN 
Ol’ CARPENTERS 
STONE CUTTERS 
DRAFTSMEN 
COLORED CHECKING 
—-COPYING — 
STENOGRAPHERS 4 


POLYCHROMOS PENCILS 
IN 64 COLORS 


Unsurpassed For Purity, Smoothness, 
Durability and Grading 
Dealers Should Never Be Without Them 


& CW. FABER 


WAV NEWARK, NEWJERSEY VAav 


Pr ncever FABER 

Pr ndever ERASERS 

‘ba Pencil, Ink or Typewrit— 

ing Erasures-School or Com- 
mercial Uses Special Numbers 


Adapted To Every Type of Work. 























direction of this Sporting Goods Manager, my sales 
steadily increased. 

I remember another thing he told me that was quite 
interesting. He said: “Do not write me long letters 
covering five or six subjects all jumbled up together. 
It is very difficult to read and answer these letters. 
Paper is one of the cheapest things in the world. Write 
about each subject on a different sheet of paper. Then 
if I cannot answer all of your questions at once I can 
take those letters, where it is possible to make a prompt 
reply and answer you immediately, while, on the other 
hand, other things you may ask about may take some 
investigation to give you a satisfactory reply. This may 
take several days. If you put everything in the one 
letter, the one item that takes the longest amount of 
time to investigate will delay everything else in the 
letter.” 


An OTHER thing he recommended to me was that in 
writing a letter, even if it were on the same general 
subject, if it had different headings, to number each 
paragraph. He said this made a letter easier to write, 
to read and to answer. 

He told me another little thing that I found exceed- 
ingly useful for many years. He said: “When you 
receive a letter from a customer, or from the house, as 
you read it draw a ring in pencil around that part of 
the letter that requires an answer. Just draw this ring 
right over the writing. Then when you sit down to 
answer it, check up each ring as you answer it and you 
will be sure that every question asked in that letter has 
been properly answered.” All this happened many years 
ago, but I have been drawing rings on letters from that 
day to this. Even now, in my daily work, the corre- 
spondence on my desk, after I have first read it, will be 
found full of rings. 

Do you know that some houses of good standing re- 
quire every salesman to write his name at the beginning 
instead of at the end of a letter? If a house happens to 
have a large number of salesmen you can tell at a glance 
when you start the letter from whom it has been re- 
ceived. Otherwise, you would have to turn back sev- 
eral pages to see who is doing the writing. As a matter 
of fact, instead of the letter being addressed to the 
person for whom it is intended, it should start: “This 
letter is from Mr. So-and-so, who writes it.” 

Of course, it is a matter of habit to do things a cer- 
tain way. Some habits are very wasteful of time, and 
every man who has a lot of work to do must work 
rapidly. Therefore, all these little helps if put into effect 
will aid in accomplishing more work and better work 
in the course of a day, and they also make the work 
very much easier. 

I went to an important directors’ meeting in London 
some years ago. This concern handled the sale of a 
certain product for the entire world. The decision of 
these directors was absolutely final. A representative of 
the British Government, a certain Lord, was chairman 
of the meeting. Other men on this Board represented 
labor. Other men manufacturers. I had never before 
attended a meeting just like this, and naturally I was 
very much impressed as to just how they would pro- 
ceed. 

I found at my place at the table a large printed folder. 




















HARDWARE AGE for MAY 2, 1929 125 





This folder outlined, in paragraphs, just what we were 
intended to discuss and decide upon. A good deal of 
necessary information was printed under each heading. 
Each subject was numbered. When the meeting started, 
the Chairman called attention to Problem No. 1, and 
then we went right down through the list. Nothing was 
discussed except the subjects printed on this sheet. No- 
body told any funny stories. If they knew any good ones 
they were saved for some other and more auspicious 
occasion. No one was permitted by the Chairman to 
wander all over the lot when he started talking. 

There were several nations represented at this gath- 
ering, but I never saw a better conducted meeting in my 
experience. The ground was covered not only fully, in 
fact thoroughly, but it was covered just as quickly as 
possible, with the least waste of time and nervous en- 
ergy. I have attended other meetings on various, 
sundry and diverse occasions, but it was quite difficult 
after these meetings to decide clearly and definitely just 
why these meetings were called and what it was all 
about. 


To sum up all the points covered in this article (and 
I must admit I am writing with a smile and a twinkle 
of the eye) a great deal of time can be saved, when 
someone prepares the program in advance. Somebody 
must do the thinking. Somebody must lay down the 
course to be followed. If you have attended directors’ 
meetings, have you ever noticed what a great advantage 
the man or men have who go into the meeting with a 
definite plan? 

This principle is especially true of selling. The sales- 
man or the house which works according to a definite 
policy and plan saves an immense amount of time. Not 
only do they save time and energy, but they arrive finally 
where they started out to go. 

I knew an old lady who had rather a hard time in life 
but came out all right. She “raised” a large family of 
children. This old lady always maintained her own 
home. She might visit her children, but she never be- 
came a regular boarder. She maintained her own inde- 
pendence. I stated to her once: “You have had a very 
successful life. It must be a source of great satisfaction 
to you. Will you please tell me the system upon which 
you have worked?” She replied: “My system was 
simple. I just knew what I wanted and I kept going after 
it until I got it. I did not always get it right away, but 
I found as the years passed that other people forgot what 
they wanted, and even those who opposed me after a 
while forgot their opposition, but I never forgot what 
I wanted, and just kept on a-coming.” 


Someone in a well known radio company telephoned 
to Sam Woolf that one of the officials admired the pro- 
trait of their president which Woolf drew for a publica- 
tion, and would like to have it sent over. 

“Whom shall I send the bill to?” asked Woolf. 

“He expects you to give it to the company; it is not 
a personal matter.” 

“Ts that so?” replied the artist. “And can the Woolf 
Company send up for that super-heterodyne which I 
admire very much?” 














First — 1 


in considering hack saw profits is 
—Rapid Turnover 


And what makes turnover ? 


Demand created by 
QUALITY plus PRICE 


Consider your quick turnover 
profits with this No. 155 Forsberg 
Quality Frame 


Quality—treadily acknowledged 


Price—50c retail 


To assure turnover, always specify 


Forsberg. 


Jobbers note: We offer an attractive ssl 
bing proposition with creative sales helps. 


THE FORSBERG 
MANUFACTURING CO. 


“World’s largest exclusive hack 
saw frame manufacturer” 


Bridgeport - - - Connecticut 
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Telephone Typewriter Installed by Vancouver Jobber 


MCLENNAN, McFEELY & PRIOR, 

LTD., the pioneer wholesale hard- 
ware house in British Columbia, Canada, 
have recently installed a Telephone-T ype- 
writer, connecting their Vancouver and 
Victoria offices, this being the first time 
such an installation has been used in 
Western Canada for mercantile business. 
The firm has offices and warehouses. in 
both Vancouver and Victoria but these 
are separated by many miles and also the 
Gulf of Georgia which separates the Main- 
land of B. C. from Vancouver Island. 
Close contact between these offices is 
necessary and the Telephone-Typewriter 
installation gives this to the highest pos- 
sible degree. The machine (see view on 
this page) looks like an ordinary type- 
writer. It is, however, connected by elec- 
trical mechanism operated over the land 
and submarine lines of the B. C. Telephone 
Co., with a similar machine in the Vic- 
toria office. As the Vancouver operator 
writes a letter, memo or report, the re- 
ceiving machine in Victoria duplicates the 
work, stroke for stroke and space for 
space. At the close of the operation the 
Victoria office has an exact duplicate of 
the work on the sheet in the machine. The 
machine is reciprocal in action, a turn of 
the switch changing it from a “sender” to 
a “receiver.” As a “receiver” it is abso- 
lutely automatic in action. 


The firm finds that the Telephone- 
Typewriter is working wonders on speed- 
ing up office business and promoting effi- 
ciency. Contact between the offices in the 
past has been maintained by telephone, 
telegraph and correspondence. In the case 
of telephone and telegraph there is always 
the chance of misunderstanding or error 





in transmission and in the case of cor- 
respondence, while exact, the factor of 
time must not be forgotten. With the Tele- 
phone-Typewriter, the offices are always 
in constant and immediate touch with each 
other, with no loss of time or opportunity 
for error or misunderstanding. 

As this was the first time the Telephone- 
Typewriter has been used in Western Can- 
ada for mercantile business, the formal 
opening was the occasion of a gathering of 
civic officials and business men in both 
Vancouver and Victoria. Mayor W. H. 
Malkin of Vancouver exchanged greetings 
over the machine with Mayor Anscomb at 
Victoria and Mr. W. C. Woodward, Presi- 
dent of the Vancouver Board of Trade 
sent messages to the Victoria Chamber 
of Commerce. Representatives of the firm 
present were Messrs. Gordon Farrell, vice- 
president; R. P. McLennan, J. H. Mc- 
Lennan, Irank Wilkinson, directors, and 
H. A. Ross, also a director, of Vic- 
toria; C. S. Rolston, general sales man- 
ager, and Alex. Stewart, secretary-treas- 
urer. C. P. W. Schwengers, manag- 
ing director, who with A. H. Hous- 
tan, president, prompted the installation, 
was in Montreal at the time of the open- 
ing but forwarded a wire to the offices 
expressing his pleasure in hearing how well 
the installation was working out in the 
giving of better and more efficient service. 











break. 


Pump. 


motion, overhead or below, and difficult places. 

heavy stream, with perfect control. The saving of oil and time 
Are built to last. 
No threads to wear or 


more than pays for the oiler. 
heavy cold rolled steel. 


Three styles—Push 


LIDSEEN OILERS 


A demonstration sells them 


The most practical and economical oilers for oiling machinery while in 
Either one drop or a 


All welded. 


3ottom, Force Feed, and 
All sizes—'4 Pt. to 1% Qt. with 3” 





to 23” Gun Metal or Heavy Copper 


Plated finish. 


spouts. 


Every oiler guaranteed to give entire satisfac- 
Handled by all leading jobbers in 
States. Send for Catalog 


tion. 
United 
and prices. 


the 








Manufactured by 


GUSTAVE LIDSEEN, Inc. 
824-862 So. Central Avenue, 
CHICAGO, ILL. 
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Nine Practical Points in Window Trimming 


VERY salesman is asked at one time or another by 

a progressive dealer, “How can I fix up a good 
window?” Whether the salesman sees in the question 
a desire on the part of the merchant to put in a display 
of the salesman’s own goods or of a different type of 
product, the following nine points—given me by one of 
the leading advertising managers in the country—can 
be passed on to the dealer as a guide for his window dis- 
play. They will help win good will. Paste them in your 
order book: 

(1) Power of Attraction—A window trim must at- 
tract attention, whether by means of motion in the 
actual display or by some other arresting idea or ar- 
rangement. 

(2) Color Harmony.—A general planning of colors 
in the display, so as to retain attention after it has been 
arrested. Nothing is more likely to cause the passerby to 
continue on his way than a confusion of colors. 

(3) Sales Power.—Every merchant should ask him- 
self, “Will this window display sell the goods I am in- 
clined to feature?’ There must be sales power behind 
the window appeal. 

(4) Arrangement.—The background and accessories 
in the window should be designed to help emphasize the 
sel‘ing thought—not to detract from it. 


merchandise can be made to 


( 5) Lighting.—( 100d 
db 5 
It is inversely 


look inferior with improper lighting. 
true that even mediocre merchandise can be made to look 
attractive with proper lighting. 

Appearance. — An_ overcrowded 
should always be avoided. 


(6) Overcrowded 
appearance in the window 
It confuses and rarely attracts. 

(7) Cleanliness—Before putting in a window dis- 
play the merchant should be certain that the glass in his 
window is clean on both sides. This seems such an 
obvious point that it would ordinarily be considered 
superfluous to mention it, yet it is a common fault. 

(8) Timeliness and Originality——These factors play 
an important part in the success of any display. Local 
or general events, sport activities, seasonal subjects, all 
contribute to the development of original and timely 
displays. 

(9) Unusualness.—Most stores in a given line of 
business trim their windows practically along the same 
line, week in and week out, year in and year out. A 
merchant can make an unusual display occasionally by 
featuring complete displays of the smaller items he 
carries—usually things of universal need.— Meredith's 
Merchandising Advertising. 





Here iT is 





The EASY COMPACT HANGER 








OW, closet space can be made 

twelve times more efficient. 
The EASY COMPACT hanger 
holds a dozen garments—and uses 
no more space than an ordinary 
closet hook! 


When fully expanded, the EASY 
COMPACT hanger is only eighteen 
inches long. It swings freely to 
either right or left and con- 


veniently folds back into six inches 
of space. 
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Retail Price 


$1 .00 


Exclusive Territories for Distributors 


THE EASY HONE CO., Ine. 
16-18 West 22nd Street 


New York City 
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Verified News of Retail Stores 


(Continued from page 94) 


Russe_t Sprincs—Russell Springs Hdwe. Co., F. E. 
Bernard, proprietor, is now conducting the business formerly 
operated by J. S. Bottom. 

CARLISLE—S. T. Cameron is the successor to Curry & 
Cameron. 

HeNnpvErsoN—Norris & Norment Co. is now the Norris 
Hdwe. & Seed Co. 

St. MatrHews—Fred Wooten, Jr., has opened a store 
on Shelbyville Road. 


MASSACHUSETTS 


Fatt River—Troy Hdwe. Co., Inc., 151 Pleasant Street, 
was recently opened and incorporated by H. F. Feitel- 
burg and others. 

WestBoro—Swan Hdwe. Store at 30 West Main Street 
has been opened by Everett I. Swan. 


MICHIGAN 


CuHELSEA—F. W. Merkel is expanding his building and 
adding an implement line. 

Detroitr—Garner-White Co. has opened a store at 6309 
Mack Avenue handling hardware and furniture. 

Detroit—Schaberg-Dietrich Hdwe.*Co., 319 N. Wash- 
ington Avenue, is expanding to occupy 4000 additional 
square feet. 

St. Louts—Corry Hdwe. Store and St. Louis Hardware 
Store have combined forming St. Louis hardware. 

SUNFIELD—H. H. Warren has succeeded H. V. Sweitzer 
of this place. 





Do You Want to Know 


What is Happening in the 
Hardware Business ? 


Actual Facts Obtained from Personal Interviews with 
Over 2,000 Retail Hardware Dealers, and 
Approximately 1,200 Consumers, in 
All Parts of the United States 
—Just Published— 

LEARN—Where Customers are Buying Different Kinds of 
Hardware and WHY—Which lines show an Increase or 
Decrease in Sales—Extent and Effect of Installment Sell- 
ing—Comparative Importance of Competition and what is 


being done about it—Results obtained by Modern Mer- 
chandising Methods—and Many Other Pertinent Subjects. 


PROFIT by the Experience of Others. 


EVERYONE directly or indirectly interested in the Hard- 
ware Business needs this array of vital facts, costing 
many thousands of dollars to procure, but made available 
for the Hardware Trade at nominal cost. 


Fill out and mail AT ONCE the following coupon: 
See See SS SSS SSS SSS SSS SSS SSS SSS eaeacaaes 


General Business Research Corporation, 

41 East 42nd St.. New York, N. Y. 

Enclosed find CHECK—-MONEY ORDER for $1.50 for which please send me 
a copy of the “Survey of Retail Hardware Business in United States.’’ 


er a ae ht erry eee er ss hor 
Address .... 











NEW MEXICO 


Las Vecas—McMillan Hdwe. Co. is located now at 131 
Bridge Street, moving from Douglas Avenue. 


NEW YORK 


Batu—John White has combined the stock of F. H. 
Matthews with that of Gould & Nowlin and has become a 
partner of Gould & Nowlin. 

HorNELL—Swain & Lamphear have moved to 34 Seneca 
Street, from 127 Canisteo Street of this city. 

JoHNsTOWN—McGuire-Tymeson Co., Inc., is the succes- 
sor to McGuire-Tymeson Co. of this city. 

New York City—Louis Truchinsky has moved from 59 
E. 125th Street, to 61 East 125th Street. 

BrookKtyN—George Moskowitz & Son, 367 Central 
Avenue, Brooklyn, has opened a branch store at 1318 Myrtle 
Avenue, Brooklyn. 

BrooK_yN—Deaner Bros., moved from 124 Graham Ave- 
nue to 130 Graham Avenue recently. 

New York City—Max Goldberg has opened a store at 
105 East Kingsbridge Road. 

New York City—Klico Co., Inc., has opened a store at 
46 E. Twenty-eighth Street. 

Syracuse—Drennan Hdwe. Co. is moving from 219 W. 
Fayette Street, to 215 W. Fayette Street. 

Urica—Bingel Hdwe. store has been opened at 6 
Auburn Avenue, by John H. Bingel. , 





















For Double-quick Action 
in Turnover and Profits 
—the KESTER CORPS! 


Every member of the famous Kester 
Corps of Flux-core Solders has won 
the Distinguished Service Medal. 
And especially—Metal Mender, the 
household solder. This self-fluxing 
solder, with the flux right inside the 
solder itself, is a profit-maker for hardware dealers everywhere. With 
Kester Metal Mender, the housewife saves her pots and pans and 
men and boys use it for making toys and many other things. 
Keep the Kester Corps in readiness for the zero hour—when cus- 
tomers, stirred by our national ads, ask you for any solder in the 
Kester line. Sold by jobbers everywhere. 

The Kester Corps of Flux-core Solders: Acid-core—Metal 

Mender—Rosin-core—Radio—Paste-core. 


KESTER SOLDER COMPANY 


Formerly Chicago Solder Co.—Established 1899 
4205 Wrightwood Ave., Chicago, U. S. A. 


KESTER, SOLDER 
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NORTH CAROLINA 


CHERRYVILLE—Hall Hdwe. Co. bought out Cherryville 
Hdwe. Co., forming Cherryville-Hall Hdwe. Co., which 
is now occupying a new building. 

Go.psBoro—N. Jacobi Hdwe. Co. of Wilmington, N. C., 
is opening a retail store here on East Walnut Street. 

SMITHFIELD—Jordan-Edmondson Hdwe. Co. is to open 
a branch soon on Blount Street in Raleigh, N. C. 


OHIO 


Bripceport—Holler Hdwe. Co. has opened here with 
W. J. Holler as manager. 


OKLAHOMA 

CusTEr—C. S. Brown, in business in Butler has purchased 
the Custer City Hdwe. Co. 

Eakty—Eakly Hdwe. Co. has been opened here by 
C. E. Frost and others. 

Leepy—W. D. Quattlebaum & Son have opened a store 
here. 

Sayre—H. O. Brown is now in the Liberty Theater Bldg. 

SEMINOLE—Chestnut Hdwe. is adding a furniture de- 
partment and plans to erect a new store front. 

ZEELAND—J. Van Hooven & Sons are the successors to 
Van Hooven-Vereeke Co. 


MINNESOTA 


Preston—McKnight-Nelson Hdwe. Co. is now conduct- 
ing the business of Johnson Hdwe. Co. 

Kenyon—Jorstad Hdwe. has taken over the business of 
Theon & Jorstad. 

MorristowN—Fred Beese has purchased Mr. Weber’s 
interest in Schult & Weber, forming Schult & Beese. 

JorpaNn—Grams-Krautkremer Hdwe. Co. has continued 
the business of Meyer & Grams of this place. 


St. Paut—G. E. Honsa Hdwe. has moved to 408 S. 
Snelling Avenue, from 1217 Randolph Street. 


MISSISSIPPI 


New ALBany—Jackson Hdwe. Co. recently took over the 
Smith-Jackson Hdwe. Co. 


MISSOURI 

Don1iPpHAN—Thomas & Towles have opened a retail store 
in this place. 

HoL_pEN—Holden Hdwe. Co. 
Little & Kirk of this city. 

MontaNna—The Peterson Co. has recently been in- 
corporated, having been in business since 1925. 

Matta Benp—J. A. Blackburn, proprietor, Blackman 
Hdwe. is running the former H. G. Fajen & Son business 
of this city. 

MaryvILLE—Charles Holt and Cecil Brown have opened 
the Holt & Brown hardware store at 116 W. Third Street. 

OscroLtAa—Barnett & McCluney have taken over J. C. 
Barnett & Co. 

STEELE—South End Hardware Co. has been established 
here recently. 


has succeeded Scarcliffe, 


MONTANA 


SHERIDAN—Frank Tolson is operating the store formerly 
conducted by Hill & Tolson. 


NEBRASKA 


ANSELMO—Paul F. Van Neste is successor in this city to 
Sanders & Daily. 
ALtMA—L, E. Utter has succeeded E. M. Haag in this 
place. 
NEW JERSEY 
NeEwFIELD—Edward A. Hagaman & Co., Inc., 
(Continued on page 130) 


has re- 





Octigan 
Drop 
Forged 
Steel 
Pitching 
Shoes 


Octigan shoes have been adopted as 


“No Human 
Blow Can 
Break It’’ 





the official tournament shoes in forty 
large cities. The game is sweeping 
the country. Get your share of the 
profits. 


~ Write Today for Prices ~ 
OCTIGAN FORGE & MFG. CO. 


2500 Lowe Avenue ~ Chicago, Illinois 








It’s NOT a Nail - 
It’s a Pencil! 


Investigate This 
Attractive Souvenir 











—that is the finest ” 
kind of remem- 
brance advertising 
for your store. Peo- 
ple want one of 
these novel souve- 
nir pencils on 
sight. 


Be the first to of- 
fer your friends 
- this constant re- 
minder of their 
pleasant relations 
with your  busi- 
ness. Prices on ap- 
plication. 


Hardware Dealers, Manufacturers 
and Jobbers all find these inex- 
pensive souvenirs excellent good 
will builders. 


Your Name on Every Pencil 


Souvenir Lead Pencil Co. 
Cedar Rapids, Ia. 


Please send me prices on your 
souvenir nail pencil. 


Gentlemen: 


TODAY! 


Name 


RMB ag pina S gen a pao ce veetane cesadoases baa ae ee | 
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DIAMOND “E” 


All-Metal Fly Screens 


Sell DIAMOND “E” Adjustable All-Metal Fly Screens 
and you sell permanence. They cannot break, split, warp 
or bind. They actually give lifetime service. 

All Sizes, RETAIL AT: Galva- 


nized Wire. $1.00 to $2.00; Bronze, 
$1.50 to $2.50. 






BUY FROM 
YOUR JOBBER 









When you hear a dealer say “I carry 
the finest bicycles and velocipedes 
that are made” you are listening to 
one of our agents. 


IVER JOHNSON'S 


ARMS & CYCLE WORKS 
Fitchburg, Mass. 


Chicago 
108 W. Lake St. 


San Francisco 


New York 
717 Market St. 


151 Chambers St. 








More Information on the New 


Millers Falls Planes 


Watch for the Millers Falls advertisement in the 
May 9th issue of Hardware Age. 


There will be more selling points for your cus- 
tomers—more information that you will be glad 
to have. 


Remember—the May 9th issue. 


MILLERS FALLS COMPANY 


MILLERS FALLS MASS. 








SWEDISH - - CIRCULAR CUT - - FILE 


“CCN iui 











—S 


KG 


Made in Sweden—and fully guaranteed. 
Especially adapted for soft metal. 


[hey are reliable, have endurance, uniformity of temper and 
eold their sharpness. 





Bastard Flexible Blades 
Smooth Tanged 
Half-Round 
we Carry a Full Line of Swedish Made Tools and 
Hardware. 


Order from your jobber today, or write 


SCANDINAVIAN WESTERN IMPORTING CO., LTD. 
107-109 Lafayette St., New York, N. Y. 


| 
| 
| 


| 





Minncapelis, Minn. Seattle, Wash. Montreal, Can. 








| bought J. 


Verified News of Retail Stores 


(Continued from page 129) 
cently incorporated, having been in business since 1927. 


BLooMFiELD—Robert Bell, Jr., has opened a retail store 
at 411% Bloomfield Avenue. 


PENNSYLVANIA 


CANNONSBURG—Van Eman Bros. have moved from 14 


| W. Pike to 53 West Pike. 


LespANON—Uhler & Kline Hdwe. Co. has been incor- 
porated recently. 

Grove City—William A. Redmond has bought the stock 
of Charles Rhodes and Robert McCoy in the W. A. Red- 
mond Co. and now controls the business. 

PHILADELPHIA—The Fern Rock Hdwe. Co. has opened 


at S. E. corner Fifth Street and Champlost Avenue. 
SOUTH DAKOTA 
RepFIELD—E. A. Parsons has bought out Blume Bros. 


and formed E. A. Parsons & Son. 


TEXAS 


JAcKsBoro—Gwaltney’s has succeeded Gwaltney Merc. 
Co. of this city. 

SNnypER—Elza & Wenninger have opened a store in this 
town. 

SOMERVILLE—Fred H. Schultz has bought the store of 
E. H. Lang. 

Turkey—North Texas Hdwe. Co. of Vernon, Tex., has 
W. McCorley & Co. of this city. 


VERMONT 


BraNpoN—Charles Memo has moved from 13 to 33 
Center Street. 


WASHINGTON 


KeL_so—Stewart Hdwe. Co., 215 S. Pacific succeeds Stew- 
art & Benson. 


Resourcefulness 


From a speech by President Lowell, of Harvard, to 
the New York Chamber of Commerce: 

You all know perfectly well that the young man you 
want in your business is the man who will perceive 
something that needs to be done and has not been done. 
Finding out how to do it is comparatively simple. 

The real thing we want is not knowledge but resource- 
fulness. The art of life, the art which creates things 
both great and small, is not the capacity for solving 
problems. The real art of life consists in finding out 
what the question is to be solved; and the person who 
can find out what the problem is to be solved is the man 
who really makes the contributions to life. 

It is comparatively easy to train people to solve prob- 
lems when they are stated, but the man who can see a 
new problem and state it is the man who makes the real 





| advance. 














HARDWARE AGE for May 2, 1929 131 








Coming Hardware Every Mine Hie Wanted This! | 
| Be the First Store to | 


Conventions | celine -oeassabaael 


AMERICAN STEEL AND HEAvy HARDWARE AsSOCIA- 
TION CONVENTION, Washington, D. C., May 21, 22, 23, 
1929. Headquarters, Hotel Washington. B. R. Sack- 
ett, secretary-treasurer, 503 Arch St., Philadelphia, Pa. 





Made and 
guaranteed by f 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- | 
maker of “Scott | 


TION, Hotel Marion, Little Rock, May 7 and 8, 1929. Fillerand | 
L. P. Biggs, secretary, 815-816 Southern Trust Build- SC tsiee ue” 


chines. 





ing, Little. Rock. 


HARDWARE ASSOCIATION OF THE CAROLINAS CON- || 
VENTION, Blowing Rock, N. C., June 11, 12, 13, 1929. || 
Headquarters, Mayview Manor. Arthur R. Craig, | 


secretary-treasurer, Charlotte, N. C. S C O I I 


LouisIANA REetTaiL HARDWARE AND IMPLEMENT As- WATER PRESSURE FORCE PUMP | 


SOCIATION CONVENTION, Mansfield, June 10, 11, 12, 

















1929. Guy Nason, secretary, Starkville, Miss. For Opening Clogged Sink Drains 

Takes care of the most obstinate cases of | 
Metat BRANCH oF THE NATIONAL Harpware As- |, Se ses at se oe io | 
SOCIATION OF THE UNITED STATES CONVENTION, De- SURE drain. Center of eup te pressed dewn, sntil | 

M ; o ouches ¢ w e it is en helc y 
troit, Mich., May 16 and 17, 1929. Headquarters, Stat- — Caan” Sunes a8 Guanes oeler wih Qulilie”| 

~ | emove y aumulation in trap or pipe. 

Pest — A. Fernley, secretary, 505 Arch St., SREAL re 4 te a igh A | 
. st scalding water. Protected by heavy 
P : PROFIT flexible ser ~—inniie. Screws on threaded | 

f Fauc Adapte its 
MINNESOTA RETAIL HARDWARE ASSOCIATION Con- a on on gow "Gar adel 


pe oes Minneapolis, Feb. 18, 19, 20, 21, 1930. Charles athe perce fev - a cg stores. | 
. Casey, manager, 2344 Nicollet Ave., Minneapolis. | SCOTT PUMP COMPANY | 
Missourt RETAIL HARDWARE ASSOCIATION CONVEN- || 645-653 ATLANTIC AVE., ROCHESTER, N. Y. | 
TION AND Exuisiton, New Hotel Jefferson, St. Louis, ————————$$— —___——_ - 
Jan. 28, 29, 30, 1930. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 


Mississtprt ReTar HARDWARE AND IMPLEMENT AS- A N N O U N C I N G 


SOCIATION CoNVENTION, Gulfport, June 17, 18, 19, 1929. 
Guy Nason, secretary, Starkville. the issue of our 


Convawrion, Hotel Statler, Buftslo, N.Y, Jane 3,4, 5 NEW CATALOG 


6, 1929. B. W. Hall, assistant secretary, 11 Park Place, 











New York. about 
NATIONAL RETAIL HARDWARE ASSOCIATION CON- . 
Gress, Oklahoma City, Okla., June 24, 25, 26, 27, 28, M AY 15th 


1929. H. P. Sheets, managing director, 915-935 Meyer- 
Kiser Bank Bldg., Indianapolis. 


Refrigerator and Builders Hardware 


SEVENTH ANNUAL Out Door LIFE EXPOSITION AND 
Motor Boat SHow, Chicago, IIl., May 6-11, 1929. 
Coliseum. Milo E. Westbrooke, managing director, 1042 


Transportation Building, Chicago. uiiaiails clo Prono 


SoutH Dakota RETAIL HARDWARE ASSOCIATION 





CONVENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles 
: “ y : ; 
i manager, 2344 Nicollet Avenue, Minneapolis, GUARANTEES QUALITY and SERVICE 
FOR 
SouTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
AssociaTION, composed of Alabama, Florida, Georgia BETTER HARDWARE 
and Tennessee, Convention and Exhibition in Atlanta, IN 
Ga., May 14, 15, 16, 1929. Walter Harlan, secretary- BRASS and BRONZE 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 
FROM 
Texas HARDWARE JoBBERS ASSOCIATION CONVEN- 
TIon, Galveston, July 12, 13, 1929. Headquarters, GREENE TWEED CORP. 
Buccaneer Hotel. LeRoy B. Everett, secretary-treas- 9 LIBERTY STREET, NEWARK, N. J. 








urer, Post Office Box 117, Houston. 
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TWIN 





Reg. U. S. Pat. Off. 


There is no 
substitute for 
variety 

And, in cutlery, 
no variety like 


J. A. Henckels 


TWIN BRAND 


TWIN WORKS SOLINGEN ee I | en ss es net | 
GERMANY A typical J. A. Henckels Exposition display. In retailing, too, display is 
nine-tenths of success in the sale of cutlery. 


Jc A FENCKELS. INC... NEW YORK 











THE “BIG PROFIT” NUMBER 
sind bins lt Cutlery Buyers!!! 


plied their 1928 sales 





rr woth pre iene 

TONE” shears in its 15,000 Dozen 

aa Sipialonel aie. , (180,000) 
THE POPULAR 


Highest Quality Pocket Knives 


— Oc Jacks—Pens—Stock Knives 


— Also 1000 Sets Stainless Tables 
This original and prac- By Order Electric Cutlery Co., Walden, N. Y. 
____ om poms suas _ — ripe —_ 
a ear securely until re 
Cabinet Assortment No, 7300 leased by the purchaser. Sale 1] a.m., Tuesday, May 7th 


Ships perfectly. No. 7340 
Assortment contains 1 dozen famous Oval brand ie 3 


tone” lacquered (4 ea. pink, white, blue) shears, 6”, At Our Salesrooms 


8” sizes. ° 
pap RETAILERS ean place an original order for E. Bissell & Co. 
ONE CABINET to be billed through thei Wholesale Auctioneers 
seneen ——____ 133-135 Greene St., New York City 


SALES PHOTOS FREE TO JOBBERS 





Pocket knives will be sold in case lots of 50 dos. 


OA ue caer ts ind ene 


100-800 Hicks Street request to aucti 
BRIDGEPORT, CONNECTICUT 
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CUTLERY 











MERCHANDISING IDEAS 





NEW ITEMS 








Raymond Whitney of Dallas 
Now with Union Cutlery Co. 


Raymond Whitney is now a district 
sales manager in Dallas, Tex., for the 
Union Cutlery Co., Inc., Olean, N. Y. 

Mr. Whitney has been affiliated with 
J. Wiss & Sons Co. Newark, N. J., 
and with the Village Blacksmith Folks, 
Watertown, Wis. He is well known to 
both the retail and jobbing trade through- 
out the Southwest. At the present time 
he is organizing a sales force throughout 
his territory to handle the Union com- 
pany’s cutlery line. 





Why The “Pen” Knife? 

Do you know how the pen knife was 
named ? 

Have you ever been asked what is a 
pen knife, and how does it differ from other 
pocket knives? Your customers may ask 
you these or similar questions at any time. 
A ready, convincing answer creates confi- 
dence—and cutlery sales depend largely on 
confidence. 

The original pen knife was just a small 
blade fastened into an ivory or wooden 
handle. It was used for the first shaping 
of goose quills for pens, which were gen- 
erally used before the introduction of 
metal nibs. 

At one time these quill pens were made 
throughout with a blade. Later a small 
machine was used. This was a miniature 
steel die which received the quill after it 
had been roughly shaped with a blade or 
“pen knife.” 


Shaving Does Not Spur Growth 
of Beard, Says Dr. Trotter 


Shaving does not increase the growth 
of the beard! The popular belief that the 
more a man shaves the faster his beard 
grows has been exploded by a woman! 

Dr. Mildred Trotter, assistant professor 
of anatomy at Washington University, St. 
Louis, Mo., recently made the statement 
that the use of a razor had apparently 
no effect on the growth of a beard. Neither 
was there said to be any correlation be- 
tween variation in the day’s temperature 
and variation in the hair growth. 

“Hair of the head,” said Dr. Trotter, 
“if uncut rarely grows longer than 12 in. 
It is true that after an area is shaved 
one finds, by close inspection, that the 








growth of hair is not apparent in all folli- 
cles at once, nor after a few days do all 
the hairs have the same length in follicles 
in which there is growth.” 

This type of information can be used 
in newspaper advertising, showcards, and 
other places where interesting data can be 
placed. 


Samson Cutlery Co. Appoints 
J. H. Sweet New England Rep. 


J. H. Sweet is now the New England 
representative for the Samson Cutlery 
Co., Rochester, N. Y. He has been for 
the past several years the company’s sales 
promotion manager. 

O. C. MacCarthy is now the assistant 





J. H. SWEET 


sales manager of the Samson organiza- 
tion. He was formerly sales manager for 
Crosman Arms Co., also of Rochester. 


Accepted Pocket Knives Shown in 
Standard Catalog for 1928 


In the Pocket Knife Manufacturers 
Standard Catalog for 1928 are shown the 
140 complete knives approved for produc- 
tion by the various manufacturers who are 
cooperating with the Simplified Practice 
Division of the Department of Commerce 
to standardize the pocket knife industry. 

Complete descriptive data regarding the 
knives, styles, numbers, parts, etc., is also 
contained in the catalog. 








Miller Mounts Cutlery Items on. 
Detachable Wall Panels 


Up in Olean, N. Y., the Miller Hardware 
Co. has used a system of cutlery display 
which has proved of value to the firm. 

Cutlery items are mounted on wall panels 
which can be easily moved, as pins in the 
wall and eyelets on the top of the panels 
provide the means of fastening. 

When a customer desires to inspect close- 
ly a pocket knife or a pair of shears, the 
panel on which the needed item is mounted 
can be removed from the wall and placed 
flat on a shelf or counter. 

Since the panels have an orange plush 
cover, the cutlery stands out well and can- 
not fail to be seen. As each panel is com- 
plete, it is an easy manner to detect if 
thefts are made. 





Flashlights and Alarm Clocks 
Displayed With Cutlery Stock 


More hardware dealers each year are 
finding flashlights, alarm clocks, fountain 
pens and other kindred items can be suc- 
cessfully displayed with the store’s cut 
lery stock. Up in Worcester, Mass., Dun- 
can & Gooddell Co., devote a generous 
amount of space in its cutlery department 
to this merchandise. 





A Radium Blade Display Card 


An attractive three color display card 
designed to stimulate blade sales is now 
available to dealers through Wiebusch & 





Hilger, Ltd., 106 Lafayette St., New York, 
N. Y., exclusive distributor for Otto Roth, 
Inc., Newark, N. J., manufacturer of 
Radium safety razor blades. 

These new cards are made to hold 
either ten packages of ten blades each or 
ten packages of five blades each. The 
card is of a convenient size and has an 
easel back for counter or window use. 





| 
| 
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Window Displays Increase 
Cutlery Sales for Duncan & Goodell 


At least 30% of total cutlery volume must be credited to window 
displays says M. H. Haynes, display manager 


ONSISTENT cutlery displays result in many 

® profitable sales. This fact has been proved time 

and again by retail dealers throughout the 
country. 

Just as a single newspaper advertisement will not build 
a new business venture into a flourishing organization, 
neither will an occasional window display of cutlery 
build a small stock into a profit-making department. It 
is the continual hammering at the consumer with every 
merchandising weapon available, that brings the cutlery 
department to the fore in the store. 

For many years a most profitable cutlery department 
has been operated by Duncan & Goodell Co. of Worces- 
ter, the busy industrial center of Massachusetts. While 
some dealers have given over one window each year to 
an exclusive cutlery display and possibly have shown cut- 
lery items in some of their other windows, this progres- 
sive dealer has cutlery in his windows 52 weeks each 
year ! 


Ler M. H. Haynes, display manager of the store, tell 
you of his experiences with cutlery displays: “The total 
volume of business in our cutlery department for the 


year 1928 was approximately $48,000 of which at least 
30 per cent must be credited to window displays. 

“We try to average one cutlery display a month, al- 
though the cutlery department has a display every day 
of the year in one of our nine windows. During one week 
we have alarm clocks in a window; another, shaving sup- 
plies and fountain pens in a third week. The cut- 
lery department is constantly represented in the windows 
of the store. 


P rozasty eight or nine times a year we have a 
mass display of alarm clocks. They are not offered at 
special prices, yet clock sales will jump on the average 
about 29 per cent during the weeks the clocks are dis- 
played! 

“The same thing holds true whenever we feature 
cutlery items. We recently had an entire window de- 
voted to pocket knives which were popularly priced. 
When the display had only been in for two days sales 
had increased 25 per cent! 

“The particular display was of ‘Dexter’ cutlery, 
which is manufactured by Harrington Cutlery Co. of 

(Continued on page 136) 
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Gillette Display Contest Now Running 
300 Cash Prizes Totalling $4,650.09 


“This contest effective only gon cant buy blag 
in the United States.” Ay you WOR, | 


rbat 





Special Contest Display 


The Gillette Display Contest for May bids fair to be one of the most popular ever conducted. Re- 
quests are being received for the new and unusual display. This display is offered for the first 
time and will be sent without charge to every contest entrant. 


By installing this display with original ideas of your own and including Gillette Razors and Blades, 
for a full week during May, you have an opportunity to win one of the 300 Cash Prizes. The 
contest ends May 31. A Photo of your window with the special display installed and bearing 
your name and address must be sent and be postmarked not later than June 5. An 8” x 10” 
photograph will do your window justice. If you send in a photo and do not receive a cash prize, 
you will receive a half carton of Gillette Blades (10 5’s) without charge. 


The contest is divided into three groups: cities of 50,000 and over, 25,000 to 50,000 and cities 
and towns under 25,000. 100 cash prizes in each group totalling $1550.00. First prize in each 
group $250.00, second prize $100.00 and 98 other cash prizes. You win a prize or receive a half 
carton of Gillette Blades (list $5.00). 


Since the Number 9 display must be used in the contest, entries will be ac- 
cepted only as long as the display supply lasts. Hundreds are going out 
each day. Make sure of getting yours by sending today for Display No. 
9-HA. 


Special Notice—Any size photo is eligible for a prize 


Gillette Safety Razor Co., Boston, U.S.A. 
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Quality Can Openers 
Universally Approved 


THE EDLUND JUNIOR, 

shown above, is a household 
Larger styles size of unqualified excel- 
lence. A precision product, 
it is attractively made to 
meet the present demand 
for colors. 


Complete line includes a 
type for every condition of 
service. 


Write to Dept. H for prices 
and samples. 


EDLUND 











CO., BURLINGTON, VT._| 














CHRADE ()AFETY 
Push Button Knife 


No Breakingof — 


Singer nails 


Push the button and the blade opens auto- 

matically. Safety slide locks the button with the biade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with ore hand. 


rmaoe FVERLASTINGLY SHARP mann 





SCHRADE CUTLERY CO. Walden, N. Y. 


Also manufacturers of « complete line 
of Schrade regular type pocket knives. 
Send for Cataleg E. Factories: Walden, N. Y.—Middletown, N. Y. 











Window Displays Increase 
Cutlery Sales for 
~Duncan & Goodell 


(Continued from page 134) 


Southbridge, Mass. We had practically every product 
of the complete cutlery line which the company manu- 
factures under the ‘Dexter’ label, in the window. Dis- 
play boards and attractive show cards helped make this 
window very appealing. A great deal of favorable com- 
ment was aroused and sales throughout the store actu- 
ally increased our cutlery sales 47 per cent during the 
week it was in the window, as figured over the average 
weekly sales for the previous three months!” 

Duncan & Goodell have found that their cutlery dis- 
plays not only increase the sale of the items shown but 
of all the items in the cutlery department. The displays 
entice people into the store, where good counter displays 
and intelligent, well-trained salespeople offer helpful 
suggestions. Very often ten-cent sales are increased to 
dollar purchases through aggressive selling and the sug- 
gesting of related items. 

Frank Deisel is the manager of the Duncan & Goodell 
cutlery department. He is a staunch advocate of display 
to stimulate sales and gives much time to the selection of 
items for his stock and for display. It is interesting to 
note that immediately after a cutlery display is taken 
from a window, sales on the items which were shown 
drop to the established average. 


Peters Cartridge Co. Window Display 
The Peters Cartridge Co., Cincinnati, Ohio, is distributing this 


new 1929 window display. 





It is a most attractive display, being lithographed in full color. 
Through an ingenious arrangement, a light flashes on and off, 
showing a duck killed in mid-air. This display should do much 
to stimulate sales of arms and ammunition. 
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JNeverdtain 
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im 5 
SHARP  PARING KNIVES STAINLESS 


/ |] 

No. 100 Never-Stain Paring Knife Assortment 
Stainless Steel Blades, Three Shapes, Securely Riveted 
Into Beautiful Handles in Red, Green, Blue and Yellow. 

Imprinted “Never-Stain” in Gold 
Packed One Dozen in Attractive Display 
Sold Through the Jobber 


The Ontario Knife Company 
Franklinville, N. Y. 


id 
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SELLI NG 
by TELLING 


Month after month 
at sixteen million people 
= learn more and more 
about America’s finest 
cutlery. They are the 
people who read smart, 
colorful advertisements about Russell Cutlery... 
advertisements ably expressing its smartness . . . 
sharpness . . . its social and historic background. 
This advertising means dollars to you. Capitalize 
on it...display Russell Cutlery. Good cutlery... 
at a good price. . . plus vigorous national adver- 
tising .. . means good volume... and a good 
profit for you. 

Write to your jobber or to us for details of the 
new Russell lines. 


RUSSELL 


Se 2&2 3 a ae 


CUTLERY 


Russell Cutlery is 
Nationally Advertised 





JOHN RUSSELL CUTLERY COMPANY 
TURNERS FALLS, MASS. 


| 
| 
| 
| 





OOOOOOOOOOOOOOOOOCCE 


The Greatest Value 


Ina 
Tool 
Grinder 
Ever 
Produced 
at the 
PRICE 


This statement 






and this “Handy 


, Andy” Tool Grinder are both backed 


by the “House of PIKE”—manu- 
facturers of sharpening stones and 
specialties for over 100 years. 


Sell it accordingly. Tell customers 
that here’s exactly what they’re get- 
ting: A tool grinder with accurately 
machine cut helical gears that run as 
smoothly as a clock. 

A tool grinder-with a Vitrified Grind- 
ing Wheel—a product of the electric 
furnace—cool cutting and fast. 

A tool grinder with a°Genuine Auto 
Body Enamel Finish, sold at a price 
made possible only by PIKE stand- 
ardization and quantity production. 


And HOW it is selling. Made in 4 
sizes. If your Jobber cannot supply 
you—write to us. 





Pike Manufacturing Co. 


PIKE Pike, New Hampshire, U. S. A. 





SOOO OOOO OSOIOGOIOG OOOOS 











RITE 
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KNIFE QUALITY 
a tinmoleum layer 
APPRECIATED 


=e 


In severe service, this Dexter 
linoleum knife had lost its 
hawkbill shape. But it proved 
on the job to be a wholly satis- 
factory, economical linoleum 
knife. 

We know it did, because one 
of America’s biggest linoleum 
makers used it, and told us the 
story. 


Sell Dexter. Then you will invari- 
ably satisfy all knife users, what- 
ever shape or style they want. 


g Same knife—New 


Harrington Cutlery Company 
SOUTHBRIDGE, MASS. 








Seymour Smitx 





Grass Shears _ Pruning Shears 


. 17 Grass Shear 


FAST SELLING GOODS FOR SPRING 
Fully Guaranteed Tools That Will Please Your Trade. 
Write for Catalog and Prices Today. 
Manufactured by 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: John H. Graham & Co., 113 Chambers St., New York 
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Multiplying 
a Good Thing 


After you have read 
Hardware Age what do 
you do with it? Why 
not let others in on the 
good thing? If you are 
a store executive it will 
heip your business as a 
whole. If you are a 
buyer it will help your 
department. 


Hardware Age %2°,%; 25 














How to Keep a Cutlery Stock 


Some dealers have a cutlery stock—they don’t sell cut- 
lery—they keep it. For the benefit of other dealers who 
would also like to keep a cutlery stock, it is suggested 
that the following rules be observed: 

1. Disregard jobbers’ salesman’s advice at all times 
and on all subjects. 

2. Forget the nonsense about need of price cards, value 
creating descriptions and advantage of display. 

3. If a customer is in a hurry, see that he gets the 
knife with rust spots. He won't notice the difference, 
until 

4. Have your cutlery stock in a case with wire cloth, 
display cards, want book and decalcomanias on top of 
the case. 

5. Have an assorted stock—one style and size of as 
many makes as can be procured. 

6. Ask a customer for a knife. He has none; don’t 
try for a sale, get a knife out of the bottom drawer and 
cut the string yourself. 

7. Advertising costs money. Therefore, economize and 
save trouble by not advertising or displaying cutlery stock. 
Wait for customers to ask for cutlery. 

8. Twice a year dust cutlery boxes. Don’t open them, 
as cutlery is always sold unseen and can’t be returned iJ 
label is broken. 

9. Have grinders in the cellar and cutlery on the bal- 
cony. This helps second sales. 

10. Let the drug store sell razor blades; stick to ham- 
mers and saws. Your cutlery department’s sales might 
get out of the red. 





Norcor Household Utility Set 


Among the new items of interest to dealers is the Norcor 
Household Utility Set made by the Northern Corrugating Co., 
Green Bay, Wis. This set includes the Norcor household towel 
cabinet, the recipe file, and the menu file in matched colors. The 





same six attractive colors as the recipe file are available for 
this set, the colors being English red, turquoise blue, green, Indian 
yellow, old rose, and white. 

The set in matched colors furnishes dealers an opportunity for 
increased sales. 


The secret of Napoleon’s success was his ability to 
take orders. Eventually he got to the point of giving 
them. 


Have you ever seen a prize fight? Not a few fighters 
win because they can take punishment. And when you 
are ready to give up the fight, hold on and keep fighting, 
for the other fellow is ready to stop too.—Slices. 
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Use in a Gillette 


Type Holder 


The Blade That Keeps 
Your Blade Sales Moving 


Razor blade sales never slow up if you sell your customers 
a thoroughly good blade. 
report a steady and progressive demand. 
and long lasting blade service that pleases the customer and 
brings him back to you. 


Advertised every month in Liberty Magazine, 


Dealers selling Radium Blades 
It's blade quality 


directing customers to your store. 


OTTO ROTH, The Radium Cutlers, NEWARK, N. J. 
Wiebusch & Hilger, Ltd., 106 Lafayette St., New York 


DISTRIBUTORS 















A BUSINESS BUILDER | 


The 
_. NEW 
= CHENEY | 


IDEAL | 
FOR | 
FARM | 
USE | 


Rugged 
Compact 
Vitrified 


Corundum = 


Wheel 
Tilting 
Adjustment 
Power Pulley 


Catalogue 
and prices 
gladly sent 


on request. | 


Write us. 
Mower Knife Extension 


S. CHENEY & SON 


MANLIUS, N. Y. 








The Gem Sells Itself 


With This Display 
on Your Counter 


HE — customer 

who comes in 
to purchase other 
things, pauses to 
buy a Gem or Gem, 
Jr. The Gem dis- 
play means extra 
sales. 


All customers like 
these handy _ nail- 
clippers because 
they trim nails and 
hang-nails perfectly, 
and work _ easily 
with either hand. 








vy, 
« \ f 
7 NS ee 


Gem 50c. 





The only nationally advertised nail clippers. Copy ap- 
pears regularly in The Saturday Evening Post, Collier's, 
and Judge. 
Transparent Du Pont “Cellophane” 
protects them from rust, dust and 


Gem Jr. tarnish. 


35e. 

The convenient prices—35 and 50 
cents—appeal to every customer. Get 
a Gem display from your jobber to- 
day, and catch those extra sales. 


THE H. C. COOK CO., Ansonia, Conn. 














MU RP FOR 
R fly SHIRT CUTTERS 
1850, : AND 


KNIVES ~ PATTERN MAKERS 


TRAC 
(MADE SHARP AND STAY SHARB 


Sturt Cutters and Pattern Makers Handles and Blades 
Shirt Cutters’ and Pattern Makers’ Handles 
No. 1 Handle for Nos. 0 and 1 Blades, full length of handle. .4% in. 
No. 2 Handle for No. 2 Blades, full length of handle........ 4% in. 
Shirt Cutters’ and Pattern Makers’ Blades 


No. 1 Blade, % in. wide, 8 in. long 
No. 2 Blade, % in. wide, 9 in. long 














Knives which for wore than three-quarters of a century have met the 
require’nents of mos! exacting experts most satisfactorily. Stock the 
R. MURPHY line end make your cutlery counter turn you the maximum 
profit. Write for complete catalog. 


R. MURPHY’S SONS CO. Ayer, Massachusetts 





Cuts Lid Smoothly—Close to 
the Edge—and Removes Lid 


This feature of the VOOS Can Opener is 
appreciated when the housewife desires to 
open a can of pears or pineapple and remove 
the fruit in perfect condition. 

The sharp point pierces the can easily and 
the keen, hardened and tempered blade cuts 
smoothly without tearing. When through 
using, the cork screw folds out of the way 
The attractive white enameled handle fits 
the hand comfortably. Also made with col- 
ored handles. Red, Yellow, Green and Blue 
Dealers supplied by 





No. 
100 


Factory Representatives: 


JOHN H. GRAHAM & CO., INC. 


113 Chambers St. New York City 


Tit =~ Yoo Ss > Ce, 161 Porter St., New Haven, Conn. 
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More Than 
Ever Before 


it is essential that you 
study your Market Re- 
port carefully and con- 
sistently. Every im- 
portant price change in 
the trade is recorded in 
these columns weekly. 


The MARKET RE- 
PORTS as found in 
HARDWARE AGE are 
the most authentic pub- 
lished. 


Use them as a buying 
guide. 








Speed Up 


the 


Wheels of 
Industry 


Write to your job- 
ber today for any of 


the merchandise ad- 





vertised in these 
pages. Don’t wait 
for the jobber’s 
salesman. You may 


forget. 











A Self-Centering Nail Set 


Within the past few weeks a new self- 
centering nail set has been offered to the 
trade by Evansville Tool Works, Inc., 
Evansville, Ind. 

Through careful designing, this nail set 
will center itself on the nail head. One 
blow is said to set the nail. The manufac- 
turer states that it saves time and work 
when nails must be sunk. 

Six sets are assembled on a display card 
with an easel back for counter or window 








display. The nail sets are well made, care- 
fully finished and designed to sell at a 
popular price. 


A Sturdy Hack Saw Frame 


Announcement has been made by The 
Forsberg Mfg. Co., Bridgeport, Conn., of 
a new hack saw frame, known as the No. 4 
Forsberg Bon-Ton frame. 

This new item is said to have every im- 
provement in frame construction. It has 





a tight-grip handle. The new frame is 
adjustable for the 8 or 12-in. blade and 
is 33% in. deep. This is a well-constructed 
frame and designed to withstand hard 
usage. 


A High Pressure Oiler 


An oiler with several unusual features 
is now being distributed exclusively 
throughout the United States by the Uni- 
versal Sales Co., Hastings, Neb. 

The U. S. High Pressure Oiler delivers 
oil at high pressure, a drop or a large 
quantity, due to its pumping arrangement 
in the bottom of the oil container. The 
pump arrangement is of steel and is said 
to be unaffected by heat. The valves are 
composed of accurate balls, which are held 
by a bronze spring. The exhaust valve, 
due to this arrangement, prevents oil from 
dripping from the spout tip when the spout 
is tipped downward. 

The spout of this oiler is extra heavy 
and attached so that it can be quickly re- 
placed should it ever be necessary. The 





distributor states that this oiler will pump 
any oil that can be poured into it. The 





handle and cylinder are welded, not sol- 
dered. 

Made in several sizes and fully guar- 
anteed by the distributor. 





Continental’s New Ventilator 


Foremost in the new line of window 
ventilators now being introduced to the 
trade by Continental Screen Co., 1323 Book 











Building, Detroit, Mich., is the “Deflektair”’ 
ventilator, designed to admit air but keep 
out drafts, rain, and snow. 

It is of rigid construction, having a wood 
frame and a metal center. The manufac- 
turer states that the projections over the 
openings effectively prevent the entrance 
of any moisture from rain or snow. Made 
to fit various sized windows. 





A Sturdy Double Egg Slicer 


Almo Trading & Importing Co., 61 East 
Eleventh Street, New York, N. Y., has 
placed before the trade the “Doublex” egg 
slicer, which cuts an egg both lengthwise 
and crosswise. The slicer has an extra 
thick aluminum frame and is mounted on 
a white enameled steel base. The cross 








cut slices eggs for salads; the long cut 
prepares eggs for sandwiches, etc. Beets 
and potatoes can also be sliced with this 
device. 
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Minute Man Cellar Drainer 


During the spring, cellar drainers en- 
joy a good sale. Goulds Pumps, Inc., 
Seneca Falls, N. Y., is now distributing 
the new “Minute Man” cellar drainer, 
which has a capacity large enough to take 
care of seepage and storm water in the 
largest home. 

The manufacturer states that this prod- 
uct will handle 25 gallons per minute 
against 15 head with the 1750 r.p.m. motor 
which is regularly furnished for 60-cycle. 

This product is attractively finished in 
bronze and black. It can be used for pits 











from 1% to 5 ft. deep. The pump is self- 
priming centrifugal, with bronze impeller 
and stainless steel shaft, which is fully in- 
closed and packed in grease. 

Every outfit is furnished with a galvan- 
ized foot valve and strainer. The complete 
outfit includes 4 hp. motor, 8-ft. lamp cord 
with plug, sentinel breaker for motor pro- 
tection, foot valve, 3-ft. suction pipe, and 
a float switch. 


The Safe-tee Circuit Breaker 


A new type of circuit breaker for motor 
boats, tractors, and automobiles has been 
placed on the market by W. E. Kautenberg 
Co., Inc., Freeport, Ill. 

This Safe-tee circuit breaker has been 
designed to cut off the current should the 





car upset or should the boat or tractor 
reach a dangerous angle, causing the gaso- 
line to catch fire. 

The circuit breaker is installed any 
place on a car between the battery and 
the point where the ignition switch turns on 
the current of the motcr and lights. When 
the car remains in a normal position, the 
current passes through mercury, but should 
the car tilt at a dangerous angle, the mer- 
cury flows away from one terminal and 
this breaks the current, immediately stop- 
ping the motor. 

The Safe-tee circuit breaker is easy to 
install and has nothing to wear out. 














See Gilbert’s Complete 
Line of Clocks 


With many new designs at the conven- 
tion of the Southeastern Retail Hard- 
ware & Implement Association, May 


14, 15, 16, Booth No. 30. 





WILLIAM L. GILBERT CLOCK CO. 


CHICAGO OFFICE MAIN OFFICE NEW YORK OFFICE 
10 S. Wabash Ave. Winsted, Conn. 200 Fifth Avenue 
























Dazey Churns 


sold only through 


Jobbers -: Dealers 


The DAZEY has been the leading Churn for 

many years and has always been sold through 

: legitimate Jobbers and Dealers. Endorsed by 

Good Hausekeeping Institute, State Agricultural Colleges, and 

Scientific Buttermakers everywhere. It is strictly a “Quality” 

Churn. Only the best materials are used and carefully as- 

sembled. Made in sizes to suit everyone’s 

requirements, from 2-quart to 10-gallon. The 

extension of electric power lines into rural 

districts has opened up a new field for 
DAZEY Electric Churns. 


DAZEY SHARPIT 


All purpose household Sharpener. 
>< | Requires no skill. The original 
Sharpener of its type. Patented 
grinding wheels. Attractively fin- 
ished in rust-proof electro plating. 
Furnished with removable, revers- 
ible clamp. 


Order from Your Jobber 


Dazey Churn & Manufacturing Company 
St. Louis 
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Babcock Spruce Ladders 

















se Top Extension Trestle 
Fruit 


























Spruce Up and Sell Spruce Ladders) {| f 


Common 
Extension Single Fxtension 











Spring Is Here! See the Painter, Carpenter, Plumber, Mason, Farmer and Housewife. 
Sell Them a Ladder or Step Ladder 


(antici eis escarole 











MORRILL PRODUCTS 


Morrill Sawsets sell as readily to the farmer, 
school and home user of saws as to the pro- ' 
fessional carpenter, because they are so easy to 
understand and use. The “Special” has a fully 
indexed anvil giving both the correct depth and 
angle of set to any hand saw. Also, there are the “ 
No. 3 for cross cut and circular saws, No. 4 for Momnitx 
“Champion” or “M” toothed saws and the No. 5 Sawset_ 
for timber and board saws. nT 


“— Sold Every Day, Because Used Every Day 


MorrILL 


MornriLy Morrill Nail Pullers pull nails with or without heads as 
Soapurn 


Nail Puller fast as you can work the puller, and so easy. You can- 
not pinch or bruise your hand because of the Hand 


Guard. 


Morrill Bench Stops have been the standard for over 
50 years. They do faultless work and are practically 
indestructible. 


Morrill Soapurns are giving entire satisfaction in many 
public buildings, offices, hotels, clubs, etc. 


See our full line illustrated and described in Hardware 
MorriLL Age Catalog, and also send for New Bulletin. 


CHAS. MORRILL, INC. 


Stop 
102 Lafayette St. New York 
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CORBIN 


Wood Screws 

Drive Serews 

Coach Screws 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

























NNN Sm 











S.A.E. Nuts 

Jack Chain 

remwsatearegy UNIFORM QUALITY and ADEQUATE STOCK 
renee al The CORBIN SCREW CORPORATION 

Ladder Chain The American Hardware Corp., Successor 

Sash Chain NEW BRITAIN, CONN. 






Escutcheon Pins 
Warehouses—New York, Chicago, Philadelphia 


Western Factory—Dayton, Ohio 





Speedometers 


CORBIN 


























Keep Stocked on Lawn Hose Goods 


Sherman Wrought Brass Lawn Hose Goods are in 
constant demand until garden hose and lawn mowers 
are put away. 








Keep well stocked, give these well known products 
the display they deserve, and rely upon their good 
quality, reasonable price and lasting service to hold 
old customers and win new ones. The Sherman Line 
has been the standard for over 30 years. It includes 
everything in Garden Hose Accessories. 













Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 






Per fe of 
x pohiay 












Style No. 517 Order a dozen Diamond Nozzles 
‘ ? in display carton featuring ‘‘Per- 
Lawn Faucet fect Spray’’ from your Jobber. 





Sherman Wrought 
Brass Hose Coup- Sherman Wrought Brass 
ling (Patented) Hose Clamp (Patented) 
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OUTSTANDING VALUE 


When you can show a customer 
more value in bathroom fixtures by 
reason of extra quality material and 
a super finish, you’re on the right 
road to sales. 














RyNcco =6Bathroom Fixtures in their 
300 pleasing designs are the Out- 
standing Value that will put the 
sale over. Solid Brass, Heavily 
No. 3527 Nickeled, Well Made. That tells 
WALL the whole story. 
Soap, Dish 
Catalog We also manufacture Furniture 
“se ; a Trimmings, Upholsterers’ Nails, 
Eyelets, Grommets and Washers. 


Catalog and Prices sent on request. 


AMERICAN RING COMPANY 


Waterbury Connecticut 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 














\ 


Undeniably the sports section—organized recre- 


ation—everybody is interested. And each year we 
WHAT PORTION become more active participants. 


The boys that used to “skitter” stones on the ice 


OF THE D AILY P AP ER pond are today demanding skooters, roller skates, 
and ball bats. Small sister must have her skooter 

WI and skates too. Father plays golf and tones up 

GETS THE DEST with a punching bag each morning. Mother plays 
tennis or golf. There’s a baseball league in the 


READING grammar school—and foot ball on every open 


space. Sporting goods of all types are in constant 
demand. Are you cashing in on this profitable 
business? 


HARDWARE AGE is behind you with suggestions 
for displaying and selling sporting goods. Watch 
for these articles. 


Hardware Age 


239 W. 39th Street, New York City 








af 
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CONFUSION 


Another Good Seller for You 


The Standard Drill Holder and Gauge 


HERE once was confusion in the mechanic’s shop is needs as easily as a smoker picks out a cigarette from the 


= = and order with the Standard Drill Holder package. 

an 

auge Display this Drill Holder and Gauge well on your counter and 
No more lost time in hunting for this or that drill. No more watch how it attracts the eye of almost every mechanic. This 


fussing and fuming. The mechanic picks out the drill he easily secured interest will lead to orders. 


New York: 94 Reade Fredk. Pollard & Co., Ltd., Londes 


cine ow THE STANDARD TOOL (0. =" 


Washington Blvd. 














To the Hardware Dealer 
who wants QUALITY 


That’s the dealer we want to sell “BUFFALO” 
Wire Cloth because he knows it pays in the 
long run. 
He knows he cannot get something for nothing, 
and that cheap merchandise is never a profit- 
able investment as one sale does not build a 
permanent business. 
“BUFFALO” Wire Cloth has never been made 
on a basis of ‘‘How Cheap” it could be made— 
but—‘‘How Good.” 
To cut the price to meet that of an inferior 
grade would necessarily mean to cut the 
QUALITY also, a practice Buffalo Wire will 
2x2 mesh not stoop to. So when you buy “BUFFALO” 
Wire, you buy a Quality Wire Cloth to con- 
form with the rest of your QUALITY Merchan- 
dise, at a price consistent with a QUALITY 


article. 

As a QUALITY dealer you can back up your 

merchandise as the best on the market and 

wh are the dealer we want to sell ‘“‘BUFFALO” 
re. 


Standard Galvanized Hardware Grade 
Heavy Galvanized Grade 
Plain Steel 
Brass or Bronze 
All will stand out as Quality Goods and prompt 
deliveries can be made, too. 
Your business is solicited on a basis of QUAL- 
ITY, SERVICE and SATISFACTION. 


BUFFALO WIRE WORKS CO., INC. 
518 Terrace Buffalo, N. Y. 
FORMERLY SCHEELER’S SONS 
Established 1869 


“Made up to a Standard—not down to a Price” 


4x4 mesh 
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(ARCADE TaYS'— 











For 
CHILDRENS DAY 


June 15 % 


Make your announcement of 
Children’s Day, June 15th. by mail- 
ing this booklet, ‘‘The Arcadians,”’ 
to the children of your community. 
It is an attractive little fairy story 
telling how toys are made by the 
Tiny Arcadians. 

It will develop the children’s 
interest in toys at the time of the 
year when they devote most of 
their days to playing. Remember 
children of today are adults of 
tomorrow. They are your cus- 
tomers today and tomorrow. 

Write now in care of the Adver- 
tising Department for these book- 
lets with your name printed on the 
back page. 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 




















No. 26522 





An unusually attractive assortment of 
quick selling, profit making Padlocks. 
The 12 Locks are of Cast Brass and are 
hung on a handsome Red Enameled, 
Steel Panel, 10% x 13 inches, which 
may be hung up or stood on counter. 


Order through your jobber, or direct, 
with your jobber’s name. 


List Price, $7.20 each. 











ARCADE = TOYS 


Write us for Catalog - -Ask your Jobber for Prices 




















— Arcade Mfg Co.: 





The Eagle Quality Line 
Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 
Stove Bolts Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 


REG. IN U. 8. PAT. OFF. RBG. IN U. 8. PAT. OFF. 


— 


Branches: 

521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 
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TIGH 
PLACE 


‘No.94 
















COMPACT rugged Casement 
Operator within a small case, 
mounting on stools as narrow as 


1144 inches. The sum of its prac- 
tical and convenient features 
makes it the peer of other op- 
erators of any size. Completes the 
90° swing in, 342 turns of the 


handle. Operates out-swing case- 
ments without disturbing fly 
screens. Locks automatically at 


any point, secure against rattling. 
By use of quality materials survives 
years of hardest use. That’s the 


Rixson No. 94 Casement Operator 


Stock it as standard because it is 
neat, compact and mounts on both 
wide and narrow stools. Even where 
casements are flush an anchor 
plate (at slight extra cost) pro- 
vides mounting space. 


Write for full details, or 
see our catalog in Sweets’ 


THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, IIL. 
New York Office: 101 Park Ave., N. Y.C. 
Philadelphia Atlanta © NewOrleans _Los Angeles 


‘ * - 


Winnipeg 






































Builders’ Hardware 


Overhead Door Checks Casement Operators & Hinges 
Floor Checks, Single Acting Concealed Transom tors 
Floor Checks, Double Acting Adjustable Ball Hinges 

Olive Knuckle Hinges Butts, Pivots and Bolts 
Friction Hinges Door Stays and Holders 





























Peerless Folding Furniture 


ERE’s a seasonable line—that’s highly seasoned 
with color. The PEERLESS line of Folding 


Furniture has that factor of consumer acceptance 
and there is even consumer demand. You can sell it 
readily—and lots of it—for the camp, home—sun 
parlor, lawn, front porch, garden—Country Club, 
motor boat, office, etc. 
tables, stools, chairs, etc. 


It’s Highly Colored 


A complete line of cots, 


The “Number 35” 


A serviceable and comfortable chair that may be folded in two 
ways. With or without fringe, as illustrated. Selected hardwood 
frame, varnished or lacquered in Chinese Red, French Blue, Jade 
Green and vivid Orange. All these colored chairs shaded in Black 
in new modernistic fashion. With canvas color, olive drab or striped 
patterns—blue and gray, green and gray, red and gray, orange and 
black. Also in Vivatone fancy woven striped colors on special orders. 


Send for Sample and Prices 


No free samples. May be returned after inspection or kept as part of order 








The Number 11 Series 

Another colorful and conffortable chair is No. 11 Peerless Reclin- 
ing Series, adjustable to four positions. With footrest and arms, 
with arms but not footrest, and without either. Natural finish and 
lacquered in same colors as the No. 35 chair described above. 
Folds flat. 

Send for Sample and Prices 

May be returned after inspection or kept as part of order 






No free samples. 





Send for our 
new catalog of PEERLESS Folding Furniture 
and our proposition. 


TUCKER DUCK & RUBBER CO. 


Manufacturers of Tucker-way Folding Chairs, Peerless Folding 
Furniture, Tuduco Tents, Etc. 


FORT SMITH, ARKANSAS 


Warehouses in principal cities. 


BEES DOSS SBP eeeee 
Send This for Samples and Prices 
TUCKER DUCK & RUBBER CO., 
FORT SMITH, ARKANSAS. 


Please send: 

[] Samples No. 35 Chair. 

[] Samples No. 11 Series. [] General Catalog PEERLESS Furniture 
No free samples. 


Address 
D-13 
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Zs Wherever Wrought 
Strap and Tee Hinges 
or Hasps are required, 
these GRIFFIN products 
offer the utmost... in 
sturdy, practical qual- 
ity and service. 





PENNSYLVANIA 


ranch Offices, 


New York, 45 Warren St. 
Chicago, 555 W. Randolph St. 


Boston, ve doe ye 
San Francisco, 703 Market St. 
























































nN 
VOUS 


line to carry 


There’s a fast turnover when 
you handle Sweet’s Steel 
Fence Posts because they ap- 
peal to the buver from every 
Sieteleleleital ome Mattar tier taelttare 
utility for every wire fence 
PVatem@e ica Mit seMaseltitasiitaele 

their remarkable strength 
Fvaremeltiolsvitls seeestatatel tanto 
ing appearance,—all offer a 
commanding sales appeal 
that you cannot overlook 


WEET{ 


Why not avail yourselves of 
as Vommey el aceradtiatl® mm commalalec tial 
the best steel post sections 
on the marketat surprisingly 
low prices? Samples sent on 
request. 


SWEET’S STEEL 
COMPANY 


WILLIAMSPORT, PENNA. 





Steel Posts 

















HARDWARE AGE for May 2, 1929 — ~ — 





247 


a 


is 
Hack-Saw is the 
Finest Procurable 


Has adjustable frame of wonderful rigid- 
ity and blades of unsurpassed cutting 
and lasting qualities—two points a cus- 
tomer always looks for. Fitted with 
one piece composition han- 
dles, shaped to give the 
right grip and feel. A 
100% QUALITY tool, 
just as are the following: 


~~ ‘ 
Note the small chuck—it 
permits this electric drill 


/4 bie, 
Heavy ‘ to get in where all others 


Dut a A 
"Dr // fail. 


The unique construction of the 
handle permits the extracting 
and returning of the drill points 
with a big saving of time over 


\ other methods. 
Mr. Punch—the nationally 


known automatic drill. 


The point of this screw 
driver will never break or 
: wear down due to the spe- 
~ cial heat-treating process 

Cat No. 676 ~\ through which it passes. 


Screw 
foyer er 


Quality proves itself at this 
point. The wheels of our 
glass cutters are made by 
a special process which 
gives them added life and 
longer wear. 


Send for our tool 
handbook. Manufac- 
tured by those reliable 
toolsmiths— 


DELL-PRATTCo. 


GREENFIELD, MASS.,U.S.A. 
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Nales Your me 
yw the world with a 


Blaisdell 


PENCIL 


BUILDERS NQ. 660 


Carpenters and Builders prefer Blaisdell No. 
660’s because they make distinct marks and 
their red finish keeps them always in sight. 
A box of them on your counter will sell in no 
time at all. 


LUMBER CRAYONS > 


Blaisdell Lumber Crayons are in constant de- 
mand because they are fully weatherproof 
and waterproof. Made in seven distinctive 
colors that do not fade out, they sell readily 
and pay you a good profit. 


STOCK MARKET PENCIL 


The Blaisdell No. 792 writes easily and clear- 
ly on any polished surface. Why use labels? 
Mark your stock with it, and sell it to tin- 
smiths, glaziers and other mechanics for their 
use. 


Write us today for samples 


Laisdel] visixverin usa 
Awarded Gold medal Sesqui-Centennial 1926 














—— 
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A NEW 
Live 
Seller 





ERE is a proven fast seller 

and money maker among the 
furniture and cabinet trade, also 
manual training schools. It has 
instant appeal—low selling price 
—generous margin—all year turn- 
over. 

Stearns Improved “I” Bar Car- 
penter’s Clamp is not notched, 
meaning full strength. Special cam 
locking device assembled with slide. 
Has teeth formed at point of con- 
tact with bar. Holding power in- 
creases with pressure on slide, mak- 
ing a sure locking device. Fittings 
of malleable iron. Metal or wood 
handles. 


See your jobber, or write direct. 


E. C. STEARNS & CO. 
SYRACUSE, N. Y. 


Sales Representatives 
W. R. Voorhees & Co., 417 Market St., San Francisco. 
Thomas A. Troy and Son, 200 Varick St., New York. 
A. H. Deveney & Co., 707 4th National Bank Bldg., Atlanta, Ga. 
Hardware Agency Company, 76 Batterymarch, Boston, Mass. 


“Hercules” 


I mproved 


; “I Bar Carpenter’s Clamp 





Intertor view of 
slide showing cam 
and epring. 











Bommer 


the best | o 


Hinges 





























Millions 
and Millions 


ofPeople are Pushing 


Them 


whenever they open a door 


Follow 


the line of least resistance 


Bommer aiways 


They are the best 


Bommer 


Spring Hinge Co., Brooklyn, N. Y. 











Only FAIRMOUNT Quality 


Satisfies the Automotive Mechanic 


Hand tools which survive the gruelling service exacted 

from them by the average auto mechanic can be expected 
to serve satisfactorily in all other kinds of work. 

So, when you offer 

Fairmount Drop 

. Forged Tools, you 

fF have the assurance 

FAIRMOUNTS that you are sup- 

x é plying the highest 

quality hand tools 

a obtainable—for 

only Fairmount 

quality satisfies 

7 | i) ig the automotive me- 

v - chanic. : 

Start getting this 

vg 4 highly profitable 

hand tool business 

\ by displaying Fair- 

\ mount Triple ‘‘A’’ 

. Chisels and 

Punches. Number 

615 Display Unit 

shown here cor- 

tains a populer an- 

sortment of chisels 

and punches, whose 

resale value is 

$18.85. Dealer's 

discount is 3314 %. 

Order from your 

jobber. 

The Hardware 

Merchant Is The 

Logical Supplier of 

Hand Tools Used 

in Shops Providing 

Top-Notch Auto- 


tne J 
IRZOUNT 
nyele) Me 10) (C1). (eMete 


1061! QUINCY AVE CLEVELAND, OHIO 
Give SERVICE AND Sn (7 











Ya RMOUNT TOOLS 








Hardware 


Cloth 


Every roll of Superior 
Brand Hardware 
Cloth will be found 
true to hardware 
cloth standards. 
Smooth, round, stand- 
ard size wire, woven 
evenly and_ heavily 
galvanized. You can 
sell Superior Brand 
Hardware Cloth with 
the assurance that 
every roll is made 
from standard size 
wire. 

Free from bags or 
bulges. Straight sel- 
vage. Heavily galva- 
nized 


G. F. Wright 
Steel & Wire Co. 


Worcester 
Mass. 











the best 
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prustt golLeR GRA Pure 
. ycuP GREASE PIPE OINT COME; OUND 
sang GRAPHITE siuipGRAPVUTE Ayr 
r mdi 


WATERPHOOF ee 


GRAPHITE 
PRODUCTS 


In its place, and using the right compound in 


the right place, Graphite has no equal. 





It has been the accepted privilege of the Joseph 
Dixon Organization to spread the gospel of the 
proper use of Graphite and Graphite Com- 
pounds, to the end that maintenance cost may 
be held at a minimum thru the better operation 
and longer service that each Graphite protected 
part must render. 


Dealers will find in Dixon’s Line products of 
unusual merit. The carefully graded Flake 
Graphites—each with its special uses; the ex- 
actly compounded Graphite Greases, each with 
its place in every scheme of better lubrication; 
the Boiler Graphites for cleaning steam boilers; 
the Graphite Pipe Joint Compound; the Silica- 
Graphite Paint with years of 
service on so many thousands 





Also of jobs; and Dixon's Belt 
DIXON’S Dressing, a non-graphite pro- 
Solid duct which prevents belt slip- 
Belt page and increases power 
Dressing thru its use on_ leather, 


rubber, and fabric bolts. 





Dixon’s engineers and research men have a 
background of 100 years of continuous service 
to draw from. They are at your service to give 
you the benefit of our wide and varied ex- 


perience. 


Joseph Dixon Crucible Company 


POE 


Established 1827 


Jersey City New Jersey 


| 
| 
| 
| 
} 
| 
| 
| 
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Exrrupep Mert PADLOCKS 





Size 1% = 1% inches 


These Padlocks need no introduction to the trade. 
For years CORBIN has made Extruded Metal Pad- 
locks. Each year has seen improvements in their 
construction until today they stand supreme in lock 
perfection—the last word in Strength, Security and 
Durability. 


Made in ten sizes, from 1 to 3 inches. Shackles in 
various heights of either brass wire or steel, case- 
hardened. These locks can be made Alike, All Differ- 
ent, Master-Keyed and Grand Master-Keyed. 


Such features as these make a padlock that will give 
satisfaction at all times, under all conditions. 





No. 1932 No. 2112 
Card Holder Hinge 
No. 3060% No. 1764 No. 03700 
Friction Catch Shelf Rest Corner 


Many items of interest to the Hardware trade is 
contained in our Miscellaneous catalogue. Have 
you a copy? One sent on request. 


Write today for circulars describing our line of Pad- 
locks, Automobile Locks, Cabinet Locks, Trunks, 
Suitcase Locks and Trimmings, Miscellaneous Hard- 
ware, Keys and Key Blanks, Apartment House Letter 
Boxes and Home Saving Banks. 


CORBIN CABINET LOCK CO. 
THE AMERICAN HARDWARE CORPORATION Successor 


NEW BRITAIN, CONN., U. S. A. 
NEW YORK CHICAGO PHILADELPHIA 


ee ee er ee eee: 
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Stops All Slams! 


— Bangs! 


Pneu- 


matic Action! Durable! 
Feature the ROSE BIG, 
- tt 


Now! 


Your customers won't endure slam-banging 
doors for the price of a ROSE screen door 


closer, $2! 
Feature it, now. 


Big value. 


Pneumatic. 25% greater 
Ample for any screen or light inside door. 
Positive s-i-l-e-n-t acting. Prevents slams under 
Best construction. 


any condition! 


looking gold lacquered barrel. 
Years of wear. Thousands 
Get lined up with a ROSE stock, a 
Now! Get handy FREE Rose demonstra- y wait only a dozen | 


parts to wear out. 
in use. 


Sells quick, easy! 
Get these profits. 


Demonstrator 
FREE with Doz. 
ROSE CHECKS! 


checking power. 


Big rich Miniature stained wood 
Simple. No door, mounted with regu- 
lation, gold lacquered 

CHECK. 


checks car- 


tor. Shows regular Rose check in action. d ; ‘eeemnied.) A 


Cinches twice the sales. 
write us, NOW! 


F 
Hastings 


Ask your jobber, or 


bang-up sales etter! 


RANK ROSE MFG. CO Order Stock from 


Nebraska Your Jobber. 








Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c. to $1.00 Syndicate Stores carrying hardware in 
the United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware olesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen's calls. Every manufacturer's sales 
manager should have one on his desk, and every salesman could 
profitably carry a copy in his grip. Since the previous issue was 
published there have been more than 10,000 additions and eor- 
rections, and these all appear in the current edition. 


Hardware Wholesalers and Manufacturers’ Agents find Verified List 
of great value in “‘checking’’ their prospect records. 


It really is 16 directories in one. 
Published annually, $15.00 postpaid 





ADDRESSING, MULTIGRAPHING, ETC. We have facili- 
ties for addressing envelopes, cards and broadsides from 
your list; and for multigraphing and filling-ia form letters. 





Prices quoted upon application. 








Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 











Get Ready NOW for REAL 
SALES 


Among Tourists, 
Campers, all 
Vacationists 





‘‘A4merican Ace’’ 


TOURIST’S 


OUTFIT 





Here's the pitching shoe outfit 

that clinches the sale—and it’s 

made by the makers of National 

Stendard Shoes, winners of 1929 
world’s championship ! 

Senetete cuit, only — Outfit consists of 2 pair 

5 list. eigen “American Ace’ Shoes 

BARNYARD (drop forged); 1 pair 

Stakes (pointed) 1 Pad 

s , Score Sheets. Complete 
ner in handy box. 











PORTER'S 


Nut Splitters Bolt Clippers 
Chain Cutters Shear Cutters 


On battered bolts and nuts there is 
no need for one man holding the bolt 
head while another tries loosening 
the nut! It is wasting time, labor and 
money! 

— —_ the F penn Nut oar, 
place the rugged cutting jaws on the 
nut and squeeze the handles. Off =, Re aoe 
comes the nut in a jiffy and the bolt wire rope. 
isn’t harmed. 

On body, chassis or fender bolts 
and tie rods, too stubborn to remove, 
use a Porter Bolt Clipper. A few 
seconds do the trick. 

Don’t saw or chisel chain, use a 
Porter Chain Cutter. Easy! Quick! 


Write for illustrated folder, or see 
Porter Tools at your jobbers . 


H. K. PORTER, INC., ¢ Ashland 


Porter’s Tools are 
portable, durable 
and rugged. The 
larger models clip 
bolts up to %” 
and soft rods up 


Get in NOW on these quick. profitable sales. Write at once for 
di ts. (If dealer: mention your jobber’s name and city.) 
Tue NATIONAL STANDARD HorsEsHoE Co., INc. 


World’s Largest Manufacturers of Horseshoe Pitchers’ EB 
1615 Barth Court, S. W., Canton, Ohio. 


























HARDWARE AGE for MAy 2, 1929 

































Will You 
Do This? 


We have a salesman in 
your section — will you 
drop us a card and let 
this man show you some 


of our tools? 


This adze will outwear 
two of the cheap kind and 
you have customers who 


appreciate quality. 


White Tools have been the best since 1837 and 
if you want to have real customer satisfaction, 
try them. 

Have You Our Catalogue? 


The L. & I. J. White Co. Div. 


Buffalo, N. Y. 
of the 


Simonds Wordon White Co. 
DAYTON, OHIO 








~-(CHICAGO)— 
SPRING HINGES 








“SIMPLEX” 
Applied Direct 







to 





Door Casing 


without 





Hanging-strip 


Type 9001 


Dealers will find it of interest to examine important 
features in the construction: and design of the “Simplex.” 


The Simplex Spring Hinge, designed for ronan | and 
economy in application, requires no jamb strip and only 
one mortise cut. 


The constructon of barrels and web from one continu- 
ous piece of metal eliminates joints where the metal form- 
ing the barrels continues as the web and avoids exposing 
the spring to moisture which would cause rust and 
breakage. 

Send for Catalogue H 42 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U. S.A. 

















HE Indian Glide fills the urgent demand for 
semething better. Easily applied to furniture 
legs—glides easily—saves floors and rugs— 
lasts longer. 

Indian Glides drive easily, and with extra sharp 
inset prongs, they will not split furniture legs, yet 
allow a /aryer slide to be used. 

In this new silent salesman, Indian Glides will sell 
from your counter very fast—a constant reminder 
to your customers—they buy quickly—for they want 
these Indian Glides by the dozens, they are so effi- 
cient, yet so inexpensive. 

This complete display costs you but $1.40—sells for 
$2.40. Order from your jobber—or direct from us, 
giving your jobber’s name. 








per set 
of four 





48 sets to 
a display 
carton. 











large, smooth, glass-hard 
gliding surface. 


THE MATTATUCK MFG. COMPANY 
WATERBURY, CONN., U. S. A. 


Note the reinforced prong ani 








Moe’s “Nikel Kap” Tools 

















Garden tools of smooth, stiff, auto body steel, 
accurately formed and just the right size, shape 
and weight. Comfortable to use and finely fin- 
ished in baked black enamel with polished nickel 


end caps. 


Place a few on your counter and watch them 
move. Retail at twenty-five cents. 


Write for Catalog and Prices. 


HoOEFT & COMPANY 


2305 Davis St. North Chicago, III. 
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Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel yo 
with its one-piece ,. =oe 
whistling on your way while the other fellas 
sulked. 


There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 

















Its users 
know 
Tools 


SERS of Oswego 
| | know that the Oswego 

Standard Pipe Wrench 
backs up its makers’ claims for 
ability to stand up to the toughest 
pipe running or repairing job. 

The jaws are milled in the orig- 

inal Oswego way, giving the most 
powerful grip of any pipe wrench 
procurable. 


The 40 years’ experience that 
backs every Oswego Pipe Wrench 
shows its value in daily use. 


This Wrench is fully guaran- 
teed as to material and workman- 
ship. 

The Oswego line of Wrenches, 
Pipe Cutters, Pipe Vises and simi- 
lar construction tools is most com- 
plete. Our catalogue gives details 
and prices. 


The Oswego Tool Co. 


Established 1887 Incorporated 1893 
Oswego New York 











There IS 
Something New 
in Hardware 


Retailing... 
It’s the new 
meLLE® 


Merchandise 
Cabinet 


Many enthusiastic reports 
are coming in from hard- 
ware dealers who have 
already installed this new 
style wall cabinet. It has 
been called the greatest 
improvement in hardware 
retailing in a decade. It 
embodies all the best 
principles of good selling. The ledge contains your stock of low- 
priced articles to attract the customer—and then on the cabinet 
doors, just on the level with the eye—he sees similar articles in 
the higher price-range. The appeal is irresistible—the customer 
purchases the high-priced articles—he is better satisfied, and the 
dealer realizes a greater profit. 


Let us explain this new Merchandise Cabinet in detail. 
Don’t lose valuable time by anaes it off. Send the coupon 


HELLER 


Business Building Store Equipment 
W. C. HELLER & CO. 


700 Bryant Street, Montpelier, 





W. C. Heller & Co. 70-A 
Montpelier, Ohio. 


I want to know all about the 


new Heller Merchandise Ohio 

I understand this does not - 

gate me in any way. My name New York a 2 rf Vesey St., 
and address appear in the mar- uite 50 

xin below. Write name and address in margin below 


2-29 


5- 








POULTRYseNETTING 


Galvanized Before and Galvanized c4fter Weaving? 


CL OO OO A LE LEE L LLL LLL LO LE 
PAELLA. ERLE ELLA NAO A AEC a 


Land | poh CLoTH 
In rades 


€ Look for the tag, manerie our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Olden Woven Wire Factory 


Manufacturers of 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn Kanses City 
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GFHIN i Rute 


MOST FAMILIAR TO USERS EVERYWHERE; 
HIGHEST IN THEIR ESTIMATION 
SELL READILY; 
YIELD THE DEALER PROFIT AND SATISFACTION 
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SAGINAW, MICHIGAN 
SEND FOR CATALOG THE [UFKIN fpuLe C0. NEW YORK WINDSOR, CAN. 
STAR HEEL PLATES 
“PIONEER BRAND” 
They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 
Send us your order today. 
No. 6 
Adjustable Heavy Pattern 
No. 5 
Extra Heavy Screw Clamp No. 4 
= eStAR, 
se. “ 
: . . AUN 
A Time Saving Adjustment and iS YX No. 3 
One-quarter turn to the left of the Bolt and 
in the HAMMER & COMPANY’S Malle- sell No. 2 
able Iron Adjustable Clamp moves the 
Bolt the full length in or out. Turning 
Bolt to the right operates it like any other No. 1 
screw. 
All styles have extra strong frame and No. 0 
rugged construction. Sell the best. Send 0. 
for Prices. 
MALLEABLE IRON FITTINGS CO. Thees Wheenbions 200 % ete. 
aS Eee STAR HEEL PLATE CO. 
LOUIS SACKS, Ine. 
Newark, N. J. . U. S. A. 























NOELTING 


FAULTLESS 












Pivot Bearing 
_ FAULTLESS CASTER COMPANY _ 
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370 ATLANTIC AVE., 





THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 


f 


BOSTON, MASS. 























Starrett No. 181 
Floor, Bench and 
Cabinet Scraper 


A quality 
Scraper 

that lives up 
toits reputation. 
A sure sale to the 
man who wants the 


Sell Starrett To 





COLDWELL 


CUB Motor Lawn Mower 
and Roller 
Economical — Dependable — Reason- 
able. Light weight, substantially built, 
easily handled. Free from trouble 
‘@nd delays. Special designed motor. 
‘“bundance of power. Cuts close to 
Mows and rolls simul- 
Timken Tapered Roller 


Bearings. 


‘trees, etc. 
‘taneously. 


Coldwell Lawn 
Mower Co. 
Newburgh, New York 


Dependable 
Lawn Mowers 
Hand—Horse—Gasoline 
Electric 








WALWORTH 


Walworth Company, General Sales Offices: 
51 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 











YERS Coren 
STORELADDERS 


MODERNIZE STORE METHODS 

To provide adequate storage facilities for shelf stock—te 
make i ible and jent for clerks and stock men 
to handle with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a jer of ample strength for 
convenience and efficiency. ne style onl at of 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


mEFE MYERS & BRO.Cco. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 











safety, 








Hardware Age. 


Opportunity 
Exchange Dept. 


HARDWARE AGE 





WHERE BUYERS and SELLERS MEET 


HEN you are in the market to buy or sell a store, to secure help 
or a position, or to secure sales representatives or a sales account 
look over the offerings in the Opportunity Exchange section of 
If you don’t see just what you want, ask for it as 
there is always some one who will be interested in your proposition. 


Hardware Age is the 
authoritative _ national 
hardware paper and is 
read by dealers and 
jobbers in all sections 
of the country. 


Rates on Request. 


239 W. 39th Street, New York 
























WEED KILLER 
In the Handy Duster 


Feature this attractive counter carton and window display. 
and tie in with the national advertising campaign now running 
Quick turnover—good profits. 

Simply shake powdered weed killer from the perforated con- 
tainer on weeds to kill all vegetation in paths, driveways, 


qutters, fields, ete. 
Sells on sight. A remarkably effective weed killer. Repeat 


sales are assured. 
Write today for prices and literature. 


Chipman Chemical Engineering Co. Inc. 


BOUND BROOK, N..J- 






















CLD 


No. 201 Night Latch 








WOOD SCREWS Dealers can now get immediate delivery 


of this popular night latch from all of 


Rivets Roofing Nails Scratch Brush Wire our factory branches. 

















FITCHBURG, MASS., U. S. A. 


Representatives: 
















414 No. Gay St., Baltimore, Md 




























THE BRIDGEPORT SCREW CO. ' 
Beldgepoet, Coun., U.S. A. i INDEPENDENT IOCKCO,G® 


George 8. Quigley, Detroit 183 West Lake Street 23 Warren Street 2109 Cass Ave. 

Milton Pray Co., San Francisco, Los Angeles, Seattle ee New York City Detroit, Mich 
G. M.B 523 Commerce Street 121 2nd Street 406 Wall Street 
aird & Co., Memphis, Tenn. Philadelphia, Pa. San Francisco, Cal Los Angeles, Cal. 

















Wire Grips 
Lag Wrenches 








Safety Straps 





Since 1857 


Mathias 
Established 1857 









BAYS 1K 


KLEIN 





Climbers TreeTrimmers Sleeve Twisters 
Tool Bags Tackles 






Chicago In USA SS una LZ 
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Allith 


ROLLING LADDERS 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by first 
mail. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 








ck the ronan the m 
eable nven nt 


WY, © Yet ome)| 





Send for details to Bluffton Slaw Cutter Co., 112 Jay St., Bluffton, O. 











Granite State Lawn Mowers build per- 
manent trade for dealers. So do our 
Lawn eg any | and Edging Machines. 
Our new line of 


GRANITE STATE 
LAWN MOWERS 


is unusually attractive. We manufac- 
ture models and sizes for every require- 
ment. 
Granite State Mowing Machine Ce. 
HINSDALE, N. H., SINCE 1860 
See our Line in Hardware Age Catalog. 


You 
can’t 
sell 

a 
better 
flux 





Rubyfluid makes the tight- 
est kind of a joint with the 
thinnest film of solder. Its 
great economy sells it. 


Sample Free to any dealer. 


RUBY CHEMICAL CO. 
68 McDowell St., Columbus, Ohio 











“ALWAYS 


| You'll eventually 
RELIABLE” 


. . . standardize on ’em! 


The first Bernz “Always Reliable” torch 
or furnace that you sell starts you on 


ARMSTRONG BROS. [mproved 
All Steel PIPE WRENCH 








Improved ball and socket action elimi- 
nates usual “frame.” Nut cannot fall 




















Ne. 79—Quart 
Ne. 80—Pint 
Gasoline - Kerosene 
Covered by Patents 











your way to ultimate standardization on 
this brand. That first sale creates a 
story of satisfaction that works by it- 
self to bring you more sales. “Always 
Reliable” torches and furnaces are al- 
ways in demand among mechanics and 
general workmen who discriminate in 
their choice of tools. The durability 
of the extra-heavy, reinforced construc- 
tion; and the efficient, economical opera- 
tion, accentuated by patented Bernz im- 
provements, insures perfect satisfaction. 
Order through your jobber, or mail 
order to us with jobber’s name. 


OTTO BERNZ CO., INC. 
NEWARK - .- N. J. 








out. Side pull strain taken up by 
forged lugs. No _ exposed 
springs. Replaceable Tool 
Steel Jaws. 













You will thrill at the 


jae Sage “feel” of this wrench— 
P-10 at its exceptional strength, 


simplicity, and efficiency. It 
is truly an improved tool typ- 
ical of the ARMSTRONG BROS. 
Line of Better Pipe Tools. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. Francisco Ave. Chicago, U. S. A. 











FEATURES that sell ovens 


Nesco ovens are quality ovens. 
Sell easier because built to last. 














Full tin lined —double walls, as- 
bestos insulated — heat indicator 
—air circulation—heat deflector 
“*Nesco” 

esco 


—two locks. Specify 
to your jobber. 


Nationat ENAMELING AND 
Stampinc Company, Inc. 


13 12th St., Milwaukee, Wis. 


NESCO 
08 Dy 





The Nationally 
Adverlised Trade Mark 








We will be glad to help you 
with your sales problems. 


239 W. 39th St, 
New York City 


Hardware Age, 























HARDWARE AGE for MAY 2, 1929 















~— 
— 


Sell on Sight! 


gtyie A Style B Style N Their Visible Screw, Stability, 
ete On nae Se oe oe b= y  y R ' Workmanship & Duco Coloring 












CAROLUS CUTTERS Create Sales A | 
Handy, time-saving tools for every shop. For splitting rusty and jammed H rea e a es ppea : 
nuts or for cutting bolts—either straight or end cut, with nut splitter. Sim plex Lever Jacks, J 
Three styles, all sizes. Too! steel jaws; tough cutting Ca ae so s Pipe Pushers 
CaROLUS 3 RI WG t O. aie 1 Templeton, Kenly & ( 0. and Trench Braces 


have been famous 


Chicago. IIl.U.S.A for Years 














Russell Jennings 
Auger Bits 


Patented by BEMIS & CALL 
Mr. Russell Jennings and 


ee COES WRENCHES 


Customers insist upon these 
high grade wrenches 


BEMIS & CALL CO., Springfield, Mass. 










No. 101-E 
Electrici 
Auger Bie 

Quick Boring Thread 
Single Lip and Spur 
Russell Jennings Mfg. Co. 
Chester, Conn. 
















Choose the Leader! 






















Champion Garden Rakes lead in sales be- Y,! 


We 
GLASS DRAWER PULLS dependability and value. Let Champion 
ee 







The 
Cronk & Carrier 
Mfg. Co. 
Montour Falls, 
N. Y. 








ss a A gee eS. Choose 
: t to gain the good will and profits that 
Made in Crystal, Opal, Amber, Green, Rose, Blue, accompany only products with nation-wide 


Black and Turquoise Colors reputations. Ask for catalog. 
We also make 
MANUFACTURED BY “Swineford” and “Potter” Products 















tit ee CERES CO ee. ny | t CHAMPION GARDEN RAKE 
























REAL METAL Solder 
in Paste Form— 
= Packed in 











Greatest Soldering Convenience 
Ever Invented. 

Every Electrical Connection 
orIntricate Job Needs~ |ik) 
SOLDERALL. 


| THE SOLDERALL CO..Newark.N.J. | 
\_/ Results Guaranteed Equal to Wire or Bar Solder. & 








basy Fi to 
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Classified Opportunities 


Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity E I Ss tion arr eM ee rerererirrTy 50% off rates quoted 
Each additional inch = shee pa Aéésens your afverticuments and mee ts 
Set Solid, Minimum of 5 lines... oor Hardware Age, Classified Oppor- 
Each additional line............ Discounts for Classified Advertising tunities, eae a a St., Rew 


All Capitals, Minimum of 5 lines. rad 
Each additional line............ 80 4 insertions, 10% “> 8 insertions, 15% Harpware Acp is published each Thursday. 


Average 10 words to a line = Forms close Nine Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication. 


Samples of merchandise, literature, anes etc., requiring more than ordinary reforwarding postage should not 
addressed to box numbers. 
































BUSINESS OPPORTUNITIES HELP WANTED 


d MANU whyentiehe orm OF METAL perf — Pace a or wee 
facilities to manufacture various types of metal goods, desirous of enlarg- 
ing scope by buying out or merging with one or two established metal, Manager Wanted!! 
toy, hardware or go ge goon es <—". be - good stand- 
: ing and have real line of merchandise ive full particulars in confi- . “ 4 ° 
x ioaen. Will exchange references. Address Box 1-356, care of HARDWARE WANTED—Young man with hardware experience and 
d AcE, New York. executive ability to buy into and take management of 
successful, money-making, wholesale and retail hard- 
ware business. Location—Southern City surrounded by 











FOR SALE—Retail hardware, paint and sporting goods business in 


a growing New England city of 55,000 population. Present owner wishes both live industries and good agricultural country. 
to retire after many years of profitable business. Stock and modern fix- If interested, and can invest fifty to one hundred 
Bi tures inventory about $30,000. Exceptional opportunity for experienced : apes f i il 
v hardware man or two enterprising young men. Address Box 1-351, care thousand dollars write for details. 
5 of Harpware AcE, New York. Company has ample capital and a successful record 





of 46 years. Owner wishes to give up active manage- 











— GENERAL MERCHANDISE STORE IN CALIFORNIA doing a ment. References required 
i good ae. Owner has a meyer nl pat ag a Stock - as 
. sists 0 ardware, paints, wall paper, electrical g S, plumbing supplies, = . 
i etc. Chance of a lifetime for someone. Will invoice about $12,000. No Address Box 1-370, New ¥ 4 HARDWARE AGE, 
' a 1 no commission. Address Box 1-344 care of Harpware Acz, New New tor 
or 








4 FOR SALE—A profitable and growing hardware, boat supply and 
housefurnishing business located on best section of Long Island. Will sell POSITIONS ‘WANTED 
at a sacrifice. Liberal discount will be made for cash or terms made 2 ae a ds 








; reasonable. Address Box 1-355, care of HarpDwareE Ace, New York. 
i HARDWARE STORE EXECUTIVE versed in the modern methods 
g of merchandising and stock control will consider proposition to manage 
UNUSUAL BUY—Hardware, paint, housefurnishing store, best loca- or merchandise hardware business that has need of a man who is trained 
tion in Westchester County, good trade, nearly all cash. Up-to-date and can prcduce profitable results. He is a salesman who can enthuse 
fixtures, clean standard lines. Price right for cash. Must act quick. the salesforce and teach them to cooperate and sell goods. Familiar with 
Box 1-325, care of Harpware Ace, New York. merchandise sold in hardware, housefurnishing, paint, electric appliance 
and similar stores. Competent to plan and carry out sales and advertis- 





ing campaigns. He can put your buying on a basis where you can meet 
: FOR SALE—Oldest established hardware, plumbing and heating busi- competition and make a profit. Energetic and in the best of health. 
) ness in Western New York. Half way between Rochester and Buffalo. Salary desired $4,500.00 and additional compensation if earned. 
Much manufacturing Center $2,000,000 fruit belt. Fine opportunity. If you are in need of a merchandising manager who understands present 
Fine business. Address C. N. HOOD, Medina, N. Y. day competition in the hardware business and who can plan and execute 
ital to meet it at a profit I shall be glad to hear from you. Address Box 
1-372, care of Harpware AGE, New York. 
HARDWARE—CLEAN STOCK, MID-WEST COUNTY-SEAT, popu- Sn 








a lation 6000, New front, fixtures. ‘Established 28 years. Large basement I HAVE SEVERED MY CONNECTION with Schlage Lock Co., 
and tin shop on 2nd floor. Invoice about $11,000. Address Box 1-371, whom I have represented in Cleveland and northern Ohio with fifteen 
care of Harpware Ace, New York. years’ experience in this territory. I am now open for position with manu- 


_ facturer of builders’ hardware or hardware specialties and tools. Address 
Box I-251, care of HARDWARE AGE, 1362 Hanna Bldg., Cleveland, Ohio. 





f siltinan — - _ — 


; FOR SALE—NEW YORK CITY HARDWARE AND HOUSEFUR- 











5 NISHING. Best colored section. Invoice $14,000. 300d clean stock. ‘ - aes . : ae ae 
¥ Price $12,000. Long lease. Owner wants Hoa vy Fy - =a Box 1-363, SALESMAN OF EXPERIENCE and acquainted with automobile job- 
care of HarpwarE Ace, New York bers, housefurnishing and hardware trade in New England, desires a_con- 
nection with a reputable manufacturer. Willing to locate anywhere, 
but prefer New England Territory. Address Box I-368, care of HARDWARE 

4 FOR SALE—AN EXCEPTIONAL CLEAN STOCK of hardware in a | AGE, New York. 

‘y growing and industrial city. Ill health of partner causing us to sacrifice 

q our store and business. Address all communications to é J. MILLER, BUILDERS’ HARDWARE SALESMAN. Twenty years’ experience, 
j 426 Dickason St., Fremont, Ohio. desires immediate connection. Thoroughly experienced in estimating from 


architects plans and specifications and familiar with the leading hardware 
manufacturers’ lines. Address I-376, care of Harpware AGE, New York. 








4 . FOR SAL me ger me: —— and pa store located in best 
; usiness section o aldwin, L. I. tock and fixtures inventory at about SPORTING GOODS SALESMAN, young married man experi i 
j § i G S SALES N, y perienced in 

$10,000, Address Box 1-352, care of Harpware Ace, New York. sporting goods line desires connection in sporting goods department ot 
concern located in Eastern States. Can furnish references. Address Box 
1-369, care of Harpware Ace, New York. 


HELP W D HARDWARE MAN 55 YEAPS OLD, 23 years’ experience in retail 


— — an ae. eres - or o—. Lh gle a 
34 HARDWARE HELP WANTED—Man about forty years old experi ee ee ee ee a a a ce 
t enced in the Bolt, Screw and Shelf hardware line to take charge gs wane Acs, New York. 
Stock gg ge ge = gees of a _- Jobbing House, who can syste- 
matically handle the stock, orders and men. Permanent position for the 
right man. State Salary and experience. Address Box I-367, care of SALES ACCOUNTS WANTED 
Harpware Ace, New York. 
: SPECIALTY SELLING. Wanted for Illinois on commission a high 
WANTED-—Salesmen calling on Retail Hardware Trade to sell our | class quality specialty or short line that repeats. Travel entire State 
line of Tool Racks, Rubbish Burners and Cappers. Commission basis. thoroughly in car. Over 2000 live retail accounts. Have traveled terri- 
Write for proposition. GRAND RAPIDS WIRE PRODUCTS CO.,| tory 12 years. Am a reliable volume producer. C. R. VERTREES, 
corner First and Front, Grand Rapids, Mich. Box 235, Peoria, Illinois. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 








SALES ORGANIZATION LOCATED IN 
NEW YORK CITY 


desires additional tool and specialty lines of reputable 
manufacturer to represent in metropolitan area and ex- 
port. Warehouse facilities for large stock. Address Box 
1-358, care of Hardware Age, New York. 











SALES REPRESENTATIVES WANTED 








SPECIALTY SALESMEN TO SELL WELL KNOWN BRAND: 
Magic Liquid Putz Metal Polish, Magic Aluminum Polish, Magic Silver- 
Nickel-Glass Polish, Magic Furniture Polish, New Patent Mop Handle. Will 
give exclusive territory. Real salesman can establish profitable business. 
State age, give reference. MAGIC POLISH COMPANY, 1140 Broadway, 
New York City. 





MANUFACTURER OF BUILDERS’ HARDWARE has opening for 


efficient representation in several territories where trade has already been 


established. In replying state lines now carried, houses represented and 
exact territory covered. Write Box 1-270, care of Harpware AcE, New 
York. 





SALES REPRESENTATIVES WANTED 








MANUFACTURER’S REPRESENTATIVE 


Large, established manufacturer of fast selling, novel, electric table 
appliances, electric ranges and hardware specialties is adding several 
more agents in addition to its regular sales force. Line sold through 
jobbers. Agents will cooperate with jobbers and call on dealers, 
central Stations, department stores and apartment house owners. 
Define territory you will intensely work, lines handled and references. 
Address Box I-373, care of HARDWARE AGE, New York. 














HIGH GRADE SALESMAN, well acquainted with Hardware Trade to 
handle leading established line of Padlocks and Night Latches in New 
York State, Ohio, Pennsylvania and West Virginia territory on com- 
mission basis. The carrying of one or two kindred lines permitted. 
Tool line also offered in conjunction with above if desired. A good con- 
nection for a high grade salesman; no other considered. Address Box I-374, 
care of HarpwarE AGE, New York. 


MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
partment houses, premium concerns are all big users. State experience, 
lines handled, and territory covered. We want none but those who can 
make good.”’ For such our proposition is an excellent one. Address 
“S. H.,” care of HarpwAre Ace, New York. 

COMMISSION SALESMAN IN EACH STATE to call on retail hard- 
ware, hand tools, well known, advise territory covered and house repre- 
sented. Address Box I-375, care of HARDWARE AGE, New York. 











SALESMEN WANTED-—Specialty Salesmen, Earn $10 to $15 per 
day extra. Greatest household invention in recent years. Every dealer 
and consumer buys on sight. Send for full details and free 
sample offer. DUPLEX MFG. 736 North Clark 
Street, Chicago, III. 


Retails 50c. 
CO., Department A, 





WANTED—GOOD RELIABLE MEN to handle fast selling builders’ 
hardware specialty item. ommission only. Eastern, southern, and 
Pacific Coast territories open. State lines now handled, territory covered 
and references. Address WOODSTOCK METAL PRODUCTS CO, 
Woodstock, III. 





SALESMEN WANTED—Rope Salesmen wanted, 100% Pure Manila 
Rope 17c lb. basis. Fast selling side line. 5% commission. UNITED 
FIBRE COMPANY, 62 South Street, New York City (Foot of Wall 
Street and East River). 








HELP WANTED—Salesman calling on the Retail Hardware and Paint 
Stores to sell Rich Ladders as a side line on commission basis. RICH 
PUMP & LADDER CO., 1300 Harrison Ave., Cincinnati, Ohio. 





SALESMEN—Acquainted with hardware and housefurnishing depart- 
ment buyers to cover States East of Chicago. Live wire and single with 
car preferred. Give full particulars in first letter and what is expected. 
Address Box I-335, care of Harpware Ace, New York. 


COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638. care of Harpware Ace, New York Citv 








MANUFACTURER’S REPRESENTATIVE, OR SALESMAN, to 
carry a short line of builders’ hardware, covering the eastern territory. 
Liberal commission. Address Box I-366, care of HArpware Ace, New York. 





tunities. 





Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
“Sales Representatives Wanted,”’ were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go” for 
hardware salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns 
reckon that men know where to “go”’ to find these oppor- 


It’s a good paper that serves the trade “both ways,” isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


“Classified Opportunities Section”’ 
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INDEX TO ADVERTISERS 











THE ADVERTISERS INDEX Is 


published as a convenience and not as a part of the advertising contract. 


No allowances will be made for errors or failure to insert. 


Every care will be taken to index correctly. 





A 

Acme Shear Co TvTy: 
Acme White Lead & Color 

Wks. 
Addison-Leslie Co 
Aero Model Co.. 
Alabastine Co. ................ 21 
Institute... — 


132 


Alexander Hamilton 
Alliance Mfg. Co..... Y 
Allith-Prouty Co. ............. 158 
Altorfer Bros. Co.. 

Allweather Ventilator Co.. 
Almo Trading & Imp. Co 
Wares Association. . 
Chain Co. os 
Flyer Co... 
Fork & Hoe Co 
Gas Machine Co 
Handle Co..... 


Mutual Liability 
ES Re eee 


National Co.. 
Nut & Bolt 


eo re 
Saw & Mfg. Co.. 
Screw Co.. oo 
Sheet & Tin Plate Co 
Steel & Wire Co 

& Tele. 


Aluminum 
American 
American 
American 
American 
American ; 
American In- 
surance 


ww 


American 
American Fastener 

40 
American 144 
American 
American 
American 
American 


American Telephone 
6 

American Weekly . 

Ames Shovel & Tool Co.. 


of America 


= 
wn 


Animal Trap Co 
Anti-Borax Compound Co..... - 
Arcade Mfg. Co hy 
Armstrong Bros. Too! Co 
Armstrong Mfg. Co 

Art Metal Works... 

Atkins & Co., E. C. 4-5 
Atlas Tack Corp.. 52 
Atomister Corp — 


B 
The W. W 
Baeder-Adamson Co 
Bakelite Corp. . 
Barney & Berry, Inc ae. 
Bassick Co. .... : .. 6-7 
Beckley-Ralston Co 
Beckwith Co., Inc... 


Babcock Co 


Beh & Co., Inc...... pi 130 
Beisser Key Machine Co. . 

Belfonte Steel & Wire Co.. 
Bemis & Call Co.......... 159 
Bergman Tool & Mfg. Co. 164 
Bernz Co., Inc., Otto. ... 158 
Bethlehem Steel Co... 165 
Birtman Electric Co........... _ 
Bissell Carpet Sweeper Co... 
| 4 a re 
Blaisdell Pencil Co..... 149 


| ° 
2 | Bridgeport Hardware 


. | Capital Furn. Mfg. Co......... 


. 158 
150 


Bluffton Slaw Cutter Co... 
Bommer Spring Hinge Co...... 
Bosley Co., D. W...... 
Boston Varnish Co............ 
| Boston Woven Hose & Rubber 
| (SG ato sceiene see cmeweas es -- 
Boucher Mfg. Co. H. E.... 
Bowen Products Co... 

| Brach Mi. Ce, L. &... 

| Brainerd Mfg. Co......... 
Brecher, August 
| Bridgeport Chain & Mfg. 
Mfg. 


159 


Co. 
Co. 
| Bridgeport Screw Co........ 
Bright Star Battery Co..... 
Brown & Sharpe Mfg. Co.... 
Brush-Nu Co. 
Buffalo Wire Works Co., 
Bunting System, The. . 


_ 


45 


| Burgess Battery Co.. 


- | Burnley Battery & Mfg. Co... - 
7 ‘hanes Boston Brush Co..... 


te 
en RD > ee rae 


| Carborundum Co. ..... ae - 
| Carolus a bie. 
| Chain Products Co....... y . 
Chase Brass & Copper Co 
Cheney & Sons, S........ 
| Chevrolet Motor Co...... : 
| Chicago Flexible Shaft Co - 
| Chicago Roller Skate Co 
| Chicago Solder Co.. 
Spring Hinge Co... 
Eng. Co.... 
Engineering Corp 
Mfg. Co 
Clauss Shear Co........ oh = 
Mfg. C 


Chicago 
Chipman Chem 
Chromium 


Clarinda 


Clayton & Lambert 
Clemson Bros., 
Cleveland Stone Co., Inc. . -- 
Cleveland Wire Spring Co. 
Chovet Bite. esc vigscnd sass = 
Coldwell Lawn Mower Co.. 

Coleman Lamp & Stove Co... 
Columbian Rope Co......... 
Columbian Vise & Mfg. Co 

Conestoga Corp. .......... 
Congoleum Nairn, Inc..... 44 
Conlon Corporation 


Consolidated Electric Lamp Co 





Continental Screen Co.. 

Continental Steel Corp......... 
Cook Company, H. C... 
| Cook’s Sons, Inc., Adam 
Corbin Cabinet Lock Co. . 
POS Olan dea aece eee s - 


Corbin Screw Corp. . 


Corcoran Mfg. 
Corning Glass Works.......... 


| , 
| Crescent Tool Co........ 


| Daisy 


| Dexter Co 


Diamond Calk & Horseshoe Co. 





| French 


Cortland Grinding Wheels Corp. 
Cronk & Carrier Mfg. Co 
& Seal Co 


Cyclone Fence Co..... 


Crown Cork 


Mee. Ceo: <. 
Dug-Pen: lee. Coes cssesaces 
Dazey Churn & Mfg. Co.. 


| De Laval Separator Co. 


Demco, Inc. 

Deming Co. cones ae 
Detroit White Lead Works.... 
Devices Corporation 


i Ro a oe ee eer 
Display Material Co........... 
Disston & Sons, Inc., Henry... 
Dixon Crucible Co., Joseph... . 


Domes of Silence, Inc........ 
rman Ge; TUG 6c sic ccavvees 
wy + 
Duluth Show Case Co......... 
Du Pont de Nemours & Co., 
aoe Scene 
E 
amie Toek Co... .2 2... 20% : 
Eagle-Picher Lead Co......... 
PN WOOL MOOS os soc ceses 


Eastern Tool & Mfg. Co 
Easy-Hone Co 


Eclipse Machine Co........... 


Edison Elec. Appliance Co..... 
Edlund Co. 
Eisenmenger, Willy 
Elastic Tip Co....... 

Electric Sprayit Co...... 
Enterprise Mfg. Co.......... 
Estwing Mfg. Co...... 
Evansville Tool Works... .. 


Everedy Co., 


F. & N. Lawn Mower Co., T 
PE Rs nas Sata sac edo8s 
oS eee a 
Fairmount Tool & Forging Co 
Fate-Root-Heath Co. 

Faultless Caster Co......... 
Favorite Stove & Range Co... 
Federal Enam. & Stpg. Co..... 
Federal Washboard Co., The 
Flexible Steel Lacing Co....... 
Folsom Arms Co., H. & D..... 
ge) Ae 6 
Foster Bolt & Nut Co....... 
oo 
Frederick Co. 


Freed-Fisemann 


Radio Corp... 


Battery 


Rees heeneed one 


141 


N 


— | Goodrich Rubber 
: | The 


146 


164 


156 


no 
ra 


‘ Harrington Cutlery Co......... 


G 


Gates Rubber Co., The........ 
Gendron Wheel Co............ 
General Business Research Corp. 128 
General Fireproofing Co........ 
General Wheelbarrow Co...... 19-20 
Geneva Mig. Co. ....c2ccseces 
Getz Power Washer Co........ 
Gierling, Emil 
Gilbert & Bennett Mfg. Co.... 
Gilbert Clock Co., Wm. L...... 
Gillette Safety Razor Co....... 
Globe Vacuum Bottle Co...... 
Good Housekeeping. ........... 
Goodell-Pratt Co 


154 
141 
135 





149 
Co., 


Grand Rapids Hardware Co.... 
Granite State Mowing Machine 
Green Co., 
Greene, Tweed Corp. of N. J.. 
Greenfield Tap & Die Corp..... 
Greenlee Tool Co........+e06: 
Griffin Mfg. Co.......-ccccecs 


131 


148 


H 
Hamilton Beach Mfg. Co......- 
Hardware Age Catalog......... — 


Hatfield Rubber Works, Inc... 
Heller & Co., 
Henckels, Inc., 
Hercules Powder Co.........-. 
Hercules Prods., 
Herschel Mfg. Co.. R......+-- 
Hibbard, Spencer, Bartlett & Co. 
Ilillerich & Bradsby Co.......- 


Hockt & Co. ucccccvcssccccses 





Holmes Products, 
Holzindustrie Stadtilm ........ 
Hoover Co. ...ccccccerccseres 
Hoppe, Inc.. Frank A......-... 
Horton Mfg. 
Horton Mfg. Co.......--.se00- 
Hotel Gibson 
Household Magazine, The...... 
Huenefeld Co., E. H........-. 
Hurd, E. 
Hurley Machine Co..........- 


Hygrade Lamp Co,..........-- -- 


I 


Imperial Bit & Snap Co........ 
Independent Lock Co.........- 
Indianapolis Cage Corp........ 
Indiana Rolling Mill Co....... 
Indiana Steel & Wire Co...... 
International Nickel Co........ 
International Silver Co........ 2 
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a i and 
No allowances will 


not as a part of the advertising contract. Every care will be taken to index correctly. 
be made for errors or failure to insert. 
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Bins. , S 
Jennings Mfg. Co., Russell.... 159 | National Carbon Co........... — | Reading Iron Co.............. | Technical Glass Co., Inc....... 159 
Johaneson, Wales & Sparre, Inc. — | National Enameling & Stamping Reed & Prince Mfg. Co....... Templeton Kenly & Co., Ltd... 159 
Johnson Arms & Cycle Works, MO. sive socsescccscpesecs 158 | Reliance Manufacturing Co.... 40 | Three-In-One Oil Co........-- - 
Iver 130 | National Lead Co............. — | Remington Arms Co., Inc..... 101 | Tilley Ladders Co., John S.... — 
National Lock Washer Co..... 40 | Remington Cash Register Co., | Toews Metal Wheel Co....... 32 
K ee > ee 2d a Mees Crore ee | Toledo Wheelbarrow Co....... - 
| ve Tr + . 
tential Manutacturecs..... 40 National Standard Horseshoe Reynolds Wire Co............ | Tremont Nail Co... ..ecsec0s - 
Kelly Axe & Tool C 117 CO, ce eeeec eens eeeeeeee ees 152 | Reznor Mfg. Co............. 8-9] Trimont Mfg. Co...........6- 46 
Sly é ) . See / " 
: Nelson Mfg. Co., Inc., L. R. - Richards-Wilcox Mfg. Co...... 103 | Trow & Holden.............- - 
Kenton Hardware Co..... - A = > _ 
Keystone Steel & Wire C New Delphos Mfg. Co.... 35 | Richland Rubber Co..... Tubular Rivet & Stud Co..... 
ystone otee ire oO. ra ass a 
Kilt & Bist re New Jersey Zinc Company... —— | Rite Hdwe. & Mfg. Corp..... | Tucker Duck & Rubber Co..... 147 
ilborn ishop Co..... -Iw , . > : 
+ pA New York Knife Co..... 132 Rixson Co., Oscar C........... 147 | Turner, Day & Woolworth Han- 
Kimball Bros. Co......... New York Wire Cloth Co — ; Se ae ee 10 
Klein & S M 157 Robbins & Meyers, Inc........ | 
— HONE, Mec cccescsees °’ | Nicholson File Co............ 14-15 | Rober Arth R 
Kohler Die & Specialty Co —|w; eee ee | U 
: ‘ os Nilco Lamp Works, Inc....... — | Die Be Ca. Reank 152 . 
Kokomo Stamped Metal Co = | Nana Gane CS ao es Nina iain ; Union Fork & Hoe Co......... _ 
a me ss SONS, We Ss +e. Rose & Brothers, Wm......... 115 oo: . 13 
Kraeuter & Co. =| Neck Mf Cc Union Hardware Co.......... 
aNOF ros. B. LO...---.- Se. SOs. MND i o'n da a osc ees 139 : > 
Norton Door Closer C 11 Union Steel Products Co....... — 
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L Ruby Chemical Co............ 158 | United Business Publishers, Inc. 
Russell, Burdsall & Ward Bolt 50-51 
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INCREASED SALES AND BETTER PROFITS INSURED 
BY DISPLAY OF BLUEBIRD DROP FORGED QUALITY PRODUCT 


HIGHLY FINISHED—ATTRACTIVELY PACKED—POPULARLY PRICED 
THE “TRADEMARK” IS A GUARANTEE OF SATISFACTORY SERVICE 








BYE BYE BLACK BIRD WHEN YOU BUY BUY BLUEBIRDS 


NO. IN ARS ‘ 
NO. 9 PRUNING SHE aeeitasiilies niet 


BERGMAN TOOL MFG. CO., Buffalo, N.Y., U.S.A. a 


Eee 
INCREASE YOUR SALES Sell Them 


with OKY SCRAPER, | by the set 


The SAFE Incinerator 














Shipped in 
knock-down 
form, SKY- 
SCRAPERS 
easily 

J erected. Their 
obvious advan- 
y tages give them 
a big demand 
—and a real Sets of 9, 11, 17 bits are fur- 


. nished in compact cases for 
profit fo r you. the convenience of the users. 


It isn’t hard. Every mechanic needs the entire set in his work, and 
resolves itself to a question of selling him once or seventeen times. 


° out tho value of the cuss, ite ese tn beeping the bits in order and near 
Ask Your Jobber or Write to Us hand, preventing loss, ete. Try 
Forstner Bits Ane lee A. 2, - ER NT aE 
Skyscraper Rubbish B at work Tithe tims, ao feased ods: every part ef the wut io sneth aud 
y p u s urners They bore their way through hard, we cross grained wood, 
Poving @ smooth hole and deus, polished surface. 


EASTERN NAIL COMPANY Let us send you catalogues. Order through your jobber or direct. 


Sole Distributors The Progressive Manufacturing Co. 
170 Union Avenue, Providence, R. I. vane, CONN., U. S. A. é 


There Is No Fluctuation In The PRICE 


All sizes of Domes of Silence from 3%” to 7%” retail Oe eee, bomen 
at the same price, 10 cents for a set of 4. The extra ES apie 
heavy 11%” size retails at 15 cents per set. 





























This uniformity of price means a great deal to 
jobbers and dealers on a high grade product on which 
the sale and profit are always dependable. 


DOMES of SILENCE, Inc. 21 Pearl Street, New York City 
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Any bolt is a good bolt 


PROVIDED 
it has an Aon the head 


We are just as proud of Bethlehem Bolts 
and Nuts as we are of our larger, more 
pretentious steel products. We put the 
best we’ve got into Bethlehem Bolts. We 
make them completely within our own 
organization, from the mining of the ore. 
They are made of good, sound Bethlehem 
steel. They have clean, accurate threads. 


We have made and sold Bethlehem Bolts 
by the million, and we know that any 
Bethlehem Bolt, regardless of the nature 
of the job, will give a good account of 
itself. So we are anxious to have them 





BETHLEHE 


BOLTS ~y-NUTS 


preserve their identity; we want it to be 
known where these good bolts come from. 


That is why every Bethlehem Bolt that 
leaves our bolt plant at Lebanon, Pa., has 
an **A’? marked on the head. Look for 


the *‘A’’, Any bolt that has it is a good 
bolt and can be trusted to do its job well. 







BETHLEHEM 
General Offices: Bethlehem, Pa. 


District Offices: New York, Boston, Philadelphia, Baltimore, Washington, 
Atlanta, Pittsburgh, Buffalo, Cleveland, Detroit, Cincinnati, Chicago 
St. Louis, San Francisco, Los Angeles, Seattle, Portland, and Honolulu. 


STEEL COMPANY 


Bethlehem Steel Export Corporation, 25 Broadway, New York City 
Sole Exporter of our Commercial Products 
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SERVICE Snes “QUALITY 


With System Built For Speed Secured From Matured School of Experience 


“DIAIMQMD EMEP ry Prepon” 


Shapleigh National Series No. 1586 


We will send free to customers, on request, a copy of the above, printed on high grade paper, in colors as shown, suitable for framing. 








